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Pellmell Packaging 
Produces ‘Gob Of 
Gook,’ Wayne Says 


Urges Standardization 
Of Forms And 
Check On Discounts 


A program for identifying the com- 
ponents of package policies and keep- 
ing a check on the legitimacy of the 
discounts that are being allowed on 
the separate parts was advocated by 
Harold L. Wayne, general manager, at 
the annual meeting in Shawnee, Pa., 
of Inland Marine Underwriters Assn. 

The industry is going much too fast 
and much too far with packages, he 
declared. The multitude of so-called 
multiple line package policies and the 
hundreds of variations that are being 
filed remind Mr. Wayne of the stuff 
that comes out of a sausage grinder. 

Conceding that his program for 
keeping a record of the packages by 
parts will be greeted with “cries and 
cliches about paste pots and staples,” 
nevertheless Mr. Wayne sees the pres- 
ent rush to package coverages as the 
reduction of beautiful, individual items 
of fruit “to an indivisible mass. Gone 
are its luscious and lovely components 
and in their place is a great big inedi- 
ble and indigestible gob of gook.” 


IMIB Elects Haycock 


The association reelected Mr. Wayne 
general manager and Joseph G. Bill 
assistant general manager and coun- 
sel, as did Inland Marine Insurance 
Bureau. T. B. Kelley of Commercial 
Union was reelected president of 
IMUA and R. T. Haycock of Travelers 
was elected chairman of the executive 
committee of IMIB. Mr. Haycock suc- 
ceeds H. E. Soward of America Fore, 
who served two terms. 

In addition to blasting the gimmick 

(CONTINUED ON PAGE 45) 





McHugh Warns Regulators 


On Hasty Surplus Line Laws 

Donald P. McHugh, counsel to the 
Senate anti-trust and monopoly 
subcommittee, warned insurance 
commissioners and the business that 
hasty enactment of state surplus 
line laws simply to act before Con- 
gress has the opportunity to do so 
would not necessarily keep the fed- 
eral government out of this area. 

He told a dinner meeting of 
American Society of Insurance 
Management in New York that some 
legislators believe foreign commerce 
to be exclusively under the jurisdic- 
tion of Congress. 

He took exception to the attempt 
to secure quick passage of the law 
on the ground that his subcommit- 
tee is dictating such a course. If the 
legislation did needlessly restrict 
competition, the basic purpose of the 
subcommittee’s work would be cor- 
rupted, he declared. (Details of Mr. 
McHugh’s talk will appear in next 
week’s issue.) 
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Long Ordered To 
Reconsider Tenn. 


Auto Rate Increase 


Circuit Judge Douglas at Nashville 
has ordered Commissioner John R. 
Long of Tennessee to reconsider the 
filings of National Bureau and Nation- 
al Automobile Underwriters Assn. for 
automobile rate increases. The bureau 
had asked for an increase of 25%, 
NAUA one of 6%. When the commis- 
sioner turned down the filings, the 
bureaus took him to court. 

“The commissioner’s action in dis- 
approving said rate filings . . . and the 
reason given by him for said action 
are arbitrary, illegal and in excess of 
his jurisdiction and said action there- 
fore is set aside,” Judge Douglas ruled. 
He remanded the cause to the com- 
missioner for further proceedings in 
accord with the law. 

The judge stated that the commis- 
sioner did not give legal reasons for 
disapproving the applications. He or- 
dered the commissioner to consider the 
merits of the filings and either ap- 
prove them, or in case of disapproval, 
specify in what respects the filings do 
not meet the law’s requirements. 

The increases were filed Sept. 9 
and the bureaus went into court Oct. 
8. 


$5 Million Is Price 
Of Latest Stormy 
Midwest Weekend 


Another round of storms in the mid- 
west last weekend caused nearly $5 
million damage, according to early es- 
timates by General Adjustment Bu- 
reau. Texas, Oklahoma and Arkansas 
were also revisited by turbulent weath- 
er. The tornadoes, wind and hail were 
accompanied by floods, and this made 
it difficult for adjusters to enter the 
stricken areas and delayed reports. 

Golfball-sized hail bombarded Wich- 
ita Sunday, causing damage estimated 
at $2 million. National Board has as- 
signed catastrophe No. 24 to this storm, 
which produced about 10,000 losses, 
averaging $200. There will probably be 
another $430,000 or so in losses from 
other parts of Kansas. Towns affected 
were Pittsburg, 1,200 losses, averaging 
$200; Hays, 900 losses at $150; and Col- 
by, 450 losses at $150. 

Hail also produced losses at Kansas 
City, Mo., and nearby Wolcott and 
Lake Quivira, Kan., area. Dollar loss 
is expected to reach $300,000 from 1,500 
claims, averaging $200. 

Losses in Missouri may come close 
to $1 million. At St. Louis, hail and 
gusts up to 50 miles per hour caused 
$300,000 damage from 3,000 losses, av- 
eraging $100. Other Missouri areas in- 
curring damage are Springfield, Neo- 
sho and Jefferson City, 750 claims each 

(CONTINUED ON PAGE 49) 





Indiana Fire Figures 
Begin On Page 31 





Develop Assigned 
Risk Plan For Use 
With Uniform Rates 


The National Industry Committee On 
Automobile Assigned Risk Plans has 
developed an alternative uniform plan 
for states where it is desired to use 
uniform rates on automobile assigned 
risks, Richard C. Wagner of Assn. of 
Casualty & Surety Companies, chair- 
man of the committee, announced in 
New York. 

The alternative plan, designated plan 
B, provides for uniform rates and 
coverages and an equitable method of 
distribution of risks, he said. It is de- 
signed to reduce the populations of 
the plans, and correct the premium 
inadequacy existing in most plans. 

Plan B provides for a separation of 
non-fleet private passenger cars from 
all other automotive risks and for the 
establishment of uniform rates for the 
non-fleet private passenger risks. Units 
of exposure will be used as a basis 
for distributing private passenger as- 
signed risks. In the past, premiums 
generally have been used as the basis 
for distribution. 

The alternative plan also has a sys- 
tem of graded surcharges for private 
passenger risks, using a point system 
based on accident and conviction re- 
cords. 

It includes a credit procedure for 
writing voluntarily male drivers un- 
der age 25, which is designed to reduce 
the population of the plan. 

The AR committee has been in 
existence since 1947. It was formed at 
the suggestion of National Assn. of 
Insurance Commissioners. Members 
are Travelers, Hartford Accident, and 
North America representing the as- 
sociation, Liberty Mutual, Lumbermens 
Mutual Casualty and American Mutual 
Liability representing Mutual Insur- 
ance Rating Bureau, and Government 
Employees, Allstate and State Farm 
Mutual representing National Assn. of 
Independent Insurers. 


Government Threat 
Grows, Haugh Warns 
Casualty Companies 


Assn. Elects Herd President, 
Pullen V-P At Its Annual; 


Dorsett Gives Full Report 


NEW YORK—For 50 years the in- 
surance business has had to face ef- 





J. Dewey Dorsett 


C. J. Haugh 


forts and threats by government to 
take over some part of the business, 
Charles J. Haugh, vice-president Trav- 
elers and retiring president of Assn. of 
Casualty & Surety Companies, told the 
association’s annual meeting here. In 
recent years the threat of government 
invasion has grown. 

Recently, he said, Atomic Energy 
Commission has afforded indemnity 
against the nuclear hazard to private 
licensees in areas where the nuclear 
pools are willing and able to perform 
and has afforded certain contractors 
complete indemnity against liability 
for damage caused by nuclear hazard. 
Efforts now are being made to extend 
government indemnity to private li- 
censees operating as fuel fabricators, 
which creates the danger that existing 
insurance relationships will be dis- 
rupted. Also, proposals have been 
made to give National Aeronautics & 

(CONTINUED ON PAGE 27) 











Walter N. Tobriner, president District of Columbia board of commissioners, 


presents to representatives of Insurance Women’s Club of Washington a proc- 
lamation designating May 10 National Insurance Women’s Day. From left, the 
ladies of the Washington club are Mrs. Marguereta N. Carroll, publicity chair- 
man; Mrs. Helen E. Bonnet, regional director-elect of the national association; 
Mrs. Mary P. Ford, president, and Miss Mary D. Junkin, president-elect. 
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Forecast Of Agency System Future 
In Canada Echoes Trend In U.S. 


W. N. Wright, agency manager of 
Royal-Globe at Montreal, foresees 
varying fates for agencies of different 
sizes in Canada. His predictions were 
made in a talk at a meeting of Ottawa 
Insurance Agents Assn., where he 
gave an objective assessment of the 
future of the Canadian agency system. 

Direct writer competition will force 
evolution upon the small agent in 
large centers who depends primarily 
on automobile and personal lines busi- 
ness, Mr. Wright noted. Many of these 
agents may ultimately represent one 
company. Conversely, large agencies 
are relatively untouched by direct 
writer competition and are likely to 
remain so, as long as the direct 
writers keep out of the “custom” trade. 

The increasing complexity of the 


NAMIA Replies To 
Johnson Statement 


William A. Stringfellow, general 
manager of National Assn. of Mutual 
Insurance Agents, has taken excep- 
tion on behalf of his organization to a 
statement by H. Clay Johnson, Royal- 
Globe, at the recent Eastern Agents 
Conference and midyear meeting of 
NAIA’s National Board of State Di- 
rectors. Mr. Johnson appeared there 
for stock company interests. 

Mr. Stringfellow’s objection is to 
Mr. Johnson’s allegation in his remarks 
to stock agents that mutual companies 
are among “those who would have you 
resist change and thwart the efforts of 
your companies to preserve the vitality 
of the American agency system.” 

Mr. Stringfellow pointed out that for 
30 years, NAMIA has been made up 
of independent mutual fire and casual- 
ty agents, as devoted to the agency 
system as any other agents. “During 
this time,” he said, “they have been 
sincerely and strongly supported by 
mutual agency companies, approxi- 
mately 100 of which are now joined 
to form the Company Advisory Con- 
ference, an organization dedicated to 
cooperation with the association.” 

“The implication that mutual com- 
panies are any less supporters of the 
agency system than are stock com- 
panies is both incorrect and unfair,” 
he declared. 

“It is true” he added, “that the 
leading automobile writer in this coun- 
try is State Farm Mutual. However, 
this company is strictly a captive 
agency company, and is in no way 
connected with the independent mu- 
tual agents who comprise NAMIA, nor 
the companies which support it. On the 
other hand, the second largest auto- 
mobile writer—Allstate—is a stock 
company, but is also a captive agency 
company. 

“It is our belief that Allstate’s cap- 
tive agency philosophy has as little 
influence over the independent stock 
agents and stock agency companies as 
State Farm’s similar philosophy has 
over independent mutual agents and 
mutual agency companies. I sincerely 
hope that Mr. Johnson shares our 
belief.” 

His objection to Mr. Johnson’s state- 
ment -came in connection with a 
NAMIA resolution in opposition to 
elimination of prior approval provision 
from rate regulation. NAMIA has re- 
gistered this resolution with the Ger- 
ber subcommittee of NAIC. 





custom business is likely to induce the 
bigger agencies to specialize more and 
to become bigger, thus widening the 
gap between the big agencies and the 
small within the agency system. There 
has been lots of evidence in Canada 
of this trend in the last few years, 
and many who still are known as 
agents are likely to operate as brokers 
in the years ahead, Mr. Wright de- 
clared. 


Middle Group 


There is an “in between” group of 
agents of middle-size in large popula- 
tion centers for whom the decision to 
go one way or the other in the future 
will be an almost impossible one to 
make, he continued. Such middle-sized 
agencies will not wish to give up their 
strongly independent status for an 
exclusive arrangement with one com- 
pany, nor to relinquish their substan- 
tial portfolios of automobile and per- 
sonal lines business, which is their 
bread and butter. They will not want 
to give up without a fight their indus- 
trial and mercantile accounts, which 
though fewer in number are none- 
theless the source of a sizable part of 
their income and prestige. Accordingly, 
they will want to continue the fight 
against the big brokers for these lines, 
and will be prepared up to a point to 
face the additional cost of organization 
necessary to preserve their position. 

It seems obvious to Mr. Wright that 
mergers between agencies of this cali- 
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bre will become frequent in order to 
fit themselves for the battle. But they 
will still have on their hands the auto 
and personal lines which they cannot 
handle economically in the same way 
as the custom business. It seems, 
therefore, that they will have to de- 
partmentalize, segregating the auto 
and personal business for handling by 
less expensive help, and fitting it into 
the streamlined marketing and billing 
methods of a minimum number of 
companies. This has been referred to 
as “operation in depth,’ and is com- 
mended as making the best of both 
worlds by applying professional skills 
where needed and economy treatment 
where necessary. 

Agents in rural and sparsely popu- 
lated places are not likely to be af- 
fected in the same way, or rather will 
be the last and least to be affected. 
But it seems there is likely to be a 
reduction in the number of small and 
part time agents in favor of more full 
time agencies in the larger rural cen- 
ters. After all, communications are 
considerably easier than they were 
even 25 years ago, Mr. Wright ob- 
served. 


Dedicated To System 


Regarding the rapidity of agency 
system changes, much depends on how 
aggressively the direct writer competi- 
tion invades the Canadian mass mar- 
ket. They have made rapid strides up 

(CONTINUED ON PAGE 38) 
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No Family Cover On 


Undeclared Auto, Mo. 
Appeal Court Holds 


A question which has been discussed 
since the family automobile policy 
came into existence in 1956—whether 
the contract automatically covers an 
automobile owned by the named in- 
sured at its inception but not declared 
and for which a premium is not 
charged—was answered negatively by 
the Springfield (Mo.) court of appeals 
in Wise vs Strong, 22 CCH (Auto 2nd) 
400. 

The circumstances in this case were 
somewhat unusual in that the named 
insured, F. L. Garver, bought two au- 
tomobiles within six days and the ac- 
cident involved in the suit occurred 
only two days after the second auto- 
mobile was acquired and insurance 
went into effect. Garver bought a Nash 
on Dec. 6, 1957, and a Hillman Minx 
on Dec. 12. Travelers wrote liability in- 
surance under the family policy on the 
Hillman. That car was described in 
the policy, a premium was charged for 
it and for it only and the statement 
in the declarations about the number 
of private passenger and utility auto- 
mobiles owned by the named insured 
on the effective date of the policy said 
“one.” 


Involved In Accident 


On Dec. 14, L. W. Strong drove the 
Nash with Garver’s permission and was 
involved in an accident in which Mar- 
ilyn Wise and another party were in- 
jured. They sued Strong. Travelers re- 
fused to defend Strong, on the ground 
that its policy did not cover the Nash, 
but only the Hillman. Strong then im- 
pleaded Travelers as a third party de- 
fendant. There was no question about 
Strong having operated the Nash with 
Garver’s consent and thus being en- 
titled to protection against liability 
from use of an automobile covered by 
the policy. The sole question was 
whether the Nash was covered as an 
“owned automobile.” 

Affirming a judgment of the Greene 
county circuit court in favor of Trav- 
elers, Judge McDowell seemed to base 
his opinion largely upon intent. Strong 
argued that the insuring clause of the 
family policy, unlike the basic automo- 
bile policy, covers liability from use of 
“the owned automobile” and the pol- 
icy defines “owned automobile” as 
simply a “private passenger or utility 
automobile owned by the named in- 

(CONTINUED ON PAGE 51) 


Kemper Group Gets 
County Mutual 
Affiliate In Texas 


Lumbermen’s Mutual Casualty has 
completed arrangements to add a Tex- 
as county mutual to the Kemper group. 
Modern County Mutual of Austin has 
become affiliated with the Kemper 
companies. Its home office will be 
moved to Dallas where the group has 
a four-state branch office. 

County mutuals are not bound to fol- 
low the rates promulgated by the Tex- 
as department, and thus are useful as 
an instrument for writing so-called 
substandard auto business. State Farm 
Mutual Auto and Dairyland Mutual 
have already adopted this system in 
Texas. There are only a few county 
mutuals in Texas and it is no longer 
permissible to organize them. 
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R. |. Opposes NAIA 
Stand On D.C. Type 


Regulatory Laws 


Directors of Rhode Island Assn. of 
Insurance Agents have adopted a 
resolution stating that the organiza- 
tion is not in agreement with the na- 
tional association’s position with re- 
spect to the type of rate regulatory 
law that has been proposed for Dis- 
trict of Columbia. A special committee 
of Rhode Island agents appointed to 
study the matter recommended to di- 
rectors that the association take no 
action whatsoever to oppose either the 
enactment of the proposed D. C. law 
or the fundamental principles of rate 
regulation incorporated therein. 

The argument that if the D. C. law 
passes and states don’t adopt it Con- 
gress would oust the states from rate 
regulation, “is without merit,” the 
committee reported. The facts show 
that states pay very little attention to 
what the D. C. laws provide. 

As to the argument that no prior 
approval laws would provoke ruinous 
rate wars, the Rhode Island committee 
points out that presently, with prior 
approval in almost all jurisdictions, 
the business already is engaged in rate 
wars. Elimination of prior approval 
would not affect this situation one way 
or the other. 


‘Virtual Dictators’ 


Even in_ subsequent disapproval 
states, the committee said, it has be- 
come the practice informally to take 
up proposed rates in advance with 
commissioners rather than put them in 
effect only to have them disapproved 
later. To an extent the commissioners 
thus have become not regulators but 
virtual dictators over the business, too 
often governed by political considera- 
tions, especially when rate increases 
are badly needed. 

The committee recalled that Rhode 
Island was one of the very few state 
associations that opposed the all-in- 
dustry bills because they placed the 
business in a bureaucratic straitjacket. 
What has occurred since their enact- 
ment only confirms that the Rhode 
Island agents said would happen. Prior 
approval is harmful to the public and 
agents because it forces placement of 
a large volume of business with non- 
admitted insurers which are not sub- 
ject to U. S. laws. 

As to the argument that departments 
have been bureau-minded and have 
thrown road blocks in front of inde- 
pendents and deviators, the committee 
finds that exactly the opposite is the 
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Leading A&S Insurers By Premium Volume 


Leading writers of accident and 
sickness insurance in 1960, by total 
premiums written and in individual 
business written, are shown in the 
tables below. 


Compiled By A&S Review 


The statistics were compiled by the 
Accident & Sickness Review for the 
annual Survey Number of this publi- 

























































cation which contains figures for all 
companies writing A&S insurance. 

In the Survey Number, a mix-up of 
column headings occurred in the rank- 
ing table of the 50 leading companies 
as to individual A&S premiums, so 
that the showing of premiums written 
for 1960 and 1959 appeared to show in 
the right hand column the claims in- 
curred of each company. Correction 


slips are available from the A&S Re. 
view, 420 East Fourth Street, Cincin- 
nati 2, Ohio. 

In 1960, the 50 leading companies in 
individual business wrote net premi- 
ums amounting to $1,226,121,134, or 
68% of all individual business. This 
was a 7% gain over the $1.14 billion 
of 1959, and 19% more than the $1.03 
billion of 1958. 


































































Leaders In Individual Business Total Premiums 
"60°59 1960 1959 Ranking Premiums Claims 
Ranking * Premiums Premiums ‘60 ‘59 Written Incurred 
$ $ $ 

Be ZR. Dileeiaaell TROmOTNE BE Be A. ic csccesssisicccscscccecd 195,992,310 182,041,212 a —s_—“ a TEE NRE ET 449,975,062 360,633,155 
2. 2. Bankers Life & Casualty . 114,424,521 115,749,147 2. 2. Aetna Life oa 366,892,979 320,265,432 
a a. ... 99,134,232 86,119,809 | 3. 3. Travelers 326,540,874 281,821,421 
4. 4. Continental Casualty 90,842,284 80,955,178 | Bs MR I, Saedspaciascodoshphivinisiiassositinnciatvciosgnicudsetient 302,480,017 217,645,231 
5. 5. Metropolitan Life ... 78,414,607 70,746,538 5. 5. Mutual Benefit H. 6c A. ..ccccccccccccsscesscscssces 234,366,833 148,189,470 
GC. GB. BRGWOR VO Tikhe, TWAS nnscceciscccsscsscscssscocssesscsns 52,578,149 53,346,341 | 6. 6. Equitable Society 229,615,009 193,670,136 
7. 7. United 49,809,831 49,486,869 y Pl | | nN RTE 186,112,234 114,943,497 
8. 8. Travelers 32,292,246 30,597,585 8. 9. Connecticut General Life 128,275,281 107,886,938 
J | 31,843,268 26,866,678 9. 8. Bankers Life & Casualty .. 124,019,422 77,797,769 
10. 9. Washington National. ................csssceseee 28,699,356 27,846,265 10. 10. John Hancock Life 98,482,018 80,260,636 
1l. 11. Independent Life & Accident . 27,007,677 25,389,480 11. 11. Occidental Life of Cal. ............. .. 92,227,689 78,368,681 
12. 13. National Life & Accident ..... 25,733,022 23,629,204 12. 12. Provident Life & Accident ..........0.... 83,513,367 67,584,846 
13. 12. Monarch Life 25,228,025 23,647,714 13. 13. New York Life 73,876,906 53,736,262 
14. 14. American Republic, Iowa .... .. 24,331,216 22,788,258 DO. Fh, TRUS TBR, TID. csccccsesicessccscscecsscssnsseccsss 52,763,456 32,035,892 
15. 15. Paul Revere Life ................ 22,300,115 21,129,716 15. 17. Lincoln National Life ..................ccscssscssees 51,987,081 40,384,197 
16. 16. Beneficial Standard Life ......0........0.. 17,091,180 15,359,462 16. 15. United 50,082,570 19,164,269 
OT. BB. BROW TRIE BRED sicesrseesnicsscvssserss 14,533,644 12,632,275 17. 16. Washington National 48,999,709 29,555,034 
18. 20. North American L., A, & Hi. oo 14,184,730 12,176,549 18. 18. Continental Assurance .. 47,562,708 40,189,867 
19. 17. Constitution Life 13,282,136 12,997,052 19. 19. Pacific Mutual Life ...... .. 40,544,658 33,404,201 
20. 19. Massachusetts Protective .......::ccccsse 12,263,019 12,233,899 ee ee eS ene 35,695,841 31,861,116 
21. 21. Provident Life & Accident ..................... 12,135,140 11,856,148 21. 20. Liberty Mutual 35,445,362 31,189,463 
22. 23. Aetna Life 11,734,067 9,929,905 22. 25. Combined aa 31,843,268 10,673,764 
23. 22. World 11,269,164 11,280,115 23. 22. General American Life  ..............cccce 31,324,636 26,142,846 
24. 24. Business Men’s ASSUraNnCe€  ..........ssees 10,440,911 9,673,240 24. 24. California-Western States Life ............... 31,226,533 26,442,077 
25. 25. Life of Georgia 10,312,645 9,398,552 25. 23. Paul Revere Life 29,930,963 16,218,874 
26. 26. National Casualty 10,273,115 9,267,929 26. 26. Great-West Life 28,807,167 23,752,336 
27. 33. American National, Texas... 9,656,981 7,771,064 27. 31. Benefit Assn. of Ry. Empioyees ............. 27,981,917 21,855,996 
28. 29. Benefit Assn. of Ry. Employees ........... 9,586,671 8,722,760 28. 27. Business Men’s ASsurance «ee. 27,311,920 18,573,167 
29. 27. Massachusetts Indemnity & Life .......... 9,463,608 9,166,398 29. 29. Monarch Life 27,196,463 12,969,199 
30. 37. Lincoln National Life .................... 9,317,264 7,442,593 30. 28. Independent Life & Accident ................ 27,007,677 13,870,407 
31. 32. Guarantee Reserve Life, Ind. . 8,975,727 8,282,434 31. 30. National Life & Accident .. 26,734,187 12,908,570 
32. 46. Guarantee Trust Life ................ 8,786,106 6,751,354 32. 32. Bankers Life of Iowa . 26,212,835 20,610,611 
33. 30. Interstate Life & Accident 8,770,000 8,578,461 33. 34. National Casualty ..... 24,836,960 15,414,085 
34. 39. Connecticut General Life .. 8,335,345 7,364,266 34. 35. Massachusetts Mutual 24,696,131 22,147,460 
35. 42. Occidental Life of Cal. ... 8,170,370 7,120,586 35. 33. American Republic, Iowa .... 24,331,216 15,857,462 
36. 31. Federal Life & Casualty .. 8,102,914 8,330,011 36. 36. Hartford Accident .................. 21,694,849 15,523,281 
37. 34. Woodmen Accident & Life 8,003,267 7,561,980 37. 39. North American L., A. & H. . 19,944,991 10,786,988 
38. 28. Pyramid Life, Kan. .......... 7,798,229 8,814,217 38. 42. Republic National Life ........... 19,271,170 16,954,717 
SD. GB. Btabe Capbtal Lille  cccccccccscessevesscccsesscssccscsssecee 7,741,035 6,824,838 39. 50. Nationwide Mutual ......... .. 17,347,749 11,505,510 
40. 36. Inter-Ocean 7,737,650 7,447,603 | 40. 47. Mutual Life of New York .. 17,290,280 11,330,287 
41. 44. Independence Life & Accident .............. 7,512,765 6,894,189 | 41. 40. Beneficial Standard Life 2.0.0.0... 17,154,474 7,106,714 
42. 38. Commercial Trav. Mut. Acc. ... 7,460,071 7,412,106 | 42. 38. Zurich 16,871,903 13,273,154 
43. 40. Pacific Mutual Life ............... 7,375,408 = 7,351,872, | 43. 37. Lumbermen’s Mutual Casualty .............. 16,816,588 11,120,158 
44. 43. National Bankers Life ... 7,290,495 7,076,886 | 44. 49. Pilot Life 16,706,215 13,535,775 
45. 48. Loyal Protective Life 7,104,169 6,453,774 | 45. 43. Indemnity of North America ............ 16,454,125 8,752,946 
46. 35. United Benefit Life ........... 6,762,029 7,517,143 | 46. 44. State Mutual Life 15,901,208 11,889,708 
47. 41. Standard Life & Accident ...........cse 6,624,448 7,314,459 | 47. 41. Constitution Life 15,625,143 ,601,983 
48. 47. Life of Virginia 6,592,991 6,533,762 | 48. 53. Allstate 14,795,759 12,413,509 
49. 50. Time 6,448,007 6,001,565 | QD, GE. AMOTICOR COBUREy onccccccccccrescscesssrsvessessesesces 14,508,281 8,273,726 
SO. GD. Asmerbcatr COmQbty, nscrrcesccsseccssersescssscssceseseses 6,354,974 6,077,724 50. 48. Amalgamated Life  ..........cscccsscscscsrssssssscessers 14,126,361 14,041,753 





case. Bureaus have been held to a 
much greater degree of proof than in- 
dependents or deviators. Judgment 
factors are permitted much greater 
weight in the filing of independent 
rates and deviations than are per- 
mitted bureaus. Too often the judg- 
ment of the commissioner has been 
weightier than that of the insurer, 
which has brought the business to the 
point of dictation rather than regula- 
tion. 

Elimination of prior approval is most 
desirable on the score alone that state 
insurance departments are ridiculously 
poor in money and personnel. Also, 
the committee finds it illogleal to ar- 
gue that insurance should be treated 
like public utilities, since no insurer 


has a monopoly or exclusive franchise. 

The committee noted that in Rhode 
Island, a prior approval state, in 1957 
25.5% of fire and allied lines business 
was written below bureau rates while 
in the same year the figure was 24.6% 
in Missouri, which is supposed to have 
much less restrictive regulatory laws. 


Rhode Island agents also applaud 
the D. C. bill’s proposal to tighten su- 
pervision of advisory organizations. 
There is a “terrific attempt” under 
way in fire and allied lines particularly 
to enforce absolute uniformity in all 
rating jurisdictions as to forms, rules 
and rating methods, the committee 
charged in its report. Rhode Island 
agents point out that one of the real 
arguments for state regulation is the 


difference in conditions affecting in- 
surance state to state. Yet, the com- 
mittee suggests, policy making deci- 
sions in the fire rating field are being 
made by advisory organizations, par- 
ticularly Inter-Regional Insurance 
Conference. 

Carleton I. Fisher was chairman of 
the committee, with Robert S. Preston 
and Howard R. Chase Jr. as members. 
All are of Providence. 


Northwestern Mutual Appoints 

James Raulerson has been promoted 
to district claims manager at Atlanta, 
Ca., by Northwestern Mutual. He was 
formerly adjuster for the company at 
Onatario, Cal. 
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N487 PENNA.—REINS/ACCTS. EX. $15,000 
Age to 42, College degree, ten yrs. pro- 
duction experience, emphasis on rein- 
surance. 

N488 EAST—ELECTRONICS SUPV. $13,500 
Age to 40. College degree. Min. 7 yrs. 
Ins. Co. electronics exp. 

N489 MID-ATL—JR. METHODS ANALYST 

$8,000 
College degree. Age to 35, Minimum 7 
years insurance Co. systems background. 





N490 M. WEST—INDUST. RISK UND. MGR. 
$16,500 
Age to 45. College degree mandatory. 
Min. 10 years H.0. large risks under. 
admin. exp. 
N491 EAST—REINSURANCE —* 


$13, 
(Not New York City) Age to 40. 3 to 5 
exams. Position with diversified duties. 
N492 LEGAL DEPT. ASST. $8,000 
Age to 32. Highly recommended to 
young man with legal degree desirous 

of legal position apart from claims. 





N471 New York 

ii) | a $18,000 
N472 Minnesota 

Cas. Clms. Mgr. ............. $14,000 
N473 Chicago 

Li. SSS $13,500 
N474 Philadelphia 

a ee $10,000 
N475 Indiana 

Cas. Cims. Sup. ............. $ 9,500 
N476 Chicago 

chk : $ 8,500 
N477 Texas 

Comp. Cims. Supv. .......... $ 8,500 
N478 Colorado 

eS $ 7,500 








330 S. Wells 


Please refer to job number in your inquiry. Send for our brochure “HOW WE OPERATE” without obligation. 


INSURANCE PERSONNEL EXCLUSIVELY 


HArrison 7-9040 


Chicago 6, Illinois 


N479 New York 

EIEN dsr sccccecieivews $15,000 
N480 Pennsylvania 

Research Mgr. ..........08.- $14,000 
N481 Missouri 

ee $10,000 
N482 Oklahoma 

ee er $10,000 
N483 Dakota 

ok) eee? $ 9,500 
N484 W. Pennsylvania 

Se $ 8,500 
N485 West Virginia 

Cas. Cis. EXOM. ...... 00000. $ 7,800 
N486 Massachusetts 

fe | $ 7,000 
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Good Offense Is Best Defense In 
Claim Work, Too, Attorney Says 


By RICHARD G. EBEL 


The principle of a good offense being 
the best defense can be applied to 
claims work, according to an Oakland, 
Cal., attorney, who advocated a new, 
aggressive approach to obtain defense 
verdicts and lower awards. 

Speaking last week at the claim 
meeting at Chicago of Conference of 
Mutual Casualty Companies, Preston 
N. Ericksen of the firm of Ericksen, 
Ericksen & Kincaid said that in de- 
fending themselves in court, insurers 
must stop thinking defensively because 
this puts them at a disadvantage both 
in settlement negotiations and in trial. 

Most of the devices such as stereo 
X-rays, medical drawings, special ex- 
pert testimony, perspective and inflam- 
matory photographs and other visual 
aids which have been responsible for 
more plaintiff verdicts and higher 
awards were originated by plaintiffs’ 
lawyers, and he suggested that de- 
fense attorneys start working on a few 
new ideas and approaches of their own. 
Plaintiff attorneys spend much time 
and money in winning their verdicts, 
and companies must do the same if 
they hope to achieve success, he 
warned. 

Illustrative of Mr. Ericksen’s philo- 
sophy on visual aids was his use of 
subtitle signs held by a shapely blonde 
model, a_ surefire attention-getter 
every time. 


Should Visit Accident Scene 


In preparing his defense, the first 
step for the attorney should be to 
visit the scene of the accident. De- 
fense counsel usually has the advan- 
tage in that he can often get to the 
scene and interview witnesses first, 
Mr. Ericksen explained. 

He recommended that  plaintiff’s 
neighbors be checked to see if any 
prior accidents or strange propensities 
of the plaintiff can be uncovered. 
Every effort should be made to capit- 
alize on the human tendency to exag- 
injuries. Medical records must not be 
overlooked, and the index bureau will 
usually show past claims. Counsel 
should look for the denied prior oc- 
curence of which the plaintiff thinks 
no record exists, he advised. 

Some defense lawyers are reluctant 
to show movies secretly taken of the 
plaintiff for fear jurors might become 
angry with them for prying. “I say 
there is too much pussy-footing and 
not enough meeting the issues head- 
on. If they show the plaintiff unques- 
tionably is falsifying or malingering, 
movies will help,” Mr. Erisksen as- 
serted 


Defense Lacks Enthusiasm 


Probably the worst thing about de- 
fense people, he said, is the lack of 
enthusiasm. He said that claim man- 
agers can do much to instill enthusi- 
asm in their adjusters, who in turn 
should solicit enthusiasm from insured. 
In contacting defense witnesses, the 
investigator should emanate confi- 
dence. 

Averring that defense lawyers for 
the most part lack aggressiveness, Mr. 
Ericksen noted that “jurors are not 
much different from fight fans. While 
they admire someone with skillful 
footwork, they like a fighter.” He 
opined that when the defense attorney 
thinks the plaintiff is malingering, he 
should say so in the opening statement, 
should use the doctor’s not his own 


and he should not be afraid to criticize 
a doctor head-on. 

Discussing medical preparation, Mr. 
Ericksen said that too many adjusters 
and lawyers read a few medical 
books and then think they are smarter 
than doctors. The lawyers’ job is not to 


UNDERWRITER 


acquire general medical knowledge, 
but simply to determine what actual 
injuries have been sustained and to 
look for all distorting factors. The dis- 
tortion factors which he referred to 
were malingering, hysteria, paranoia, 
decay. If adequate medical information 
is obtained, trained examiners can 
often spot these factors and prove 
them. 

Although medical books will some- 
times help the defense attorney, he 
should use the doctor’s, not his own 
medical brains, Mr. Ericksen advised. 
A doctor can coach the lawyer on how 


5 


best to find distortion, and he can heip 
defeat unwarranted claims that a given 
trauma has brought on or precipitated 
disease. 

“Almost everyone has a skeleton in 
his closet,” Mr. Ericksen declared. Of- 
ten the plaintiff will exaggerate injury 
or cover up an old complaint or injury. 

“It is legally admissible to show that 
a plaintiff has been convicted of a 
felony or, sometimes, it may be ad- 
missible (when the medical problem 
has been approached correctly) to 
show prior venereal disease. Certain- 

(CONTINUED ON PAGE 45) 
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Here’s the solution to the problem of mount- 
ing overhead and reduced commissions: a 
proved plan that works for hundreds of fire- 
casualty men. For 40 years Connecticut 
Mutual Life has developed and refined the 
“CML Way” of helping agents and brokers 
like you to sell more personal and business 
life insurance to property insurance clients. 

Selling life insurance is different but it need 
not be difficult. Selling the “CML Way” can 
be extremely profitable. CML’s fieldmen in 88 
offices know from years of experience the 
special requirements for smoothly working life 
insurance underwriting into a fire-casualty 
Office. 

Many plus values are available to fire-cas- 
ualty men who represent CML. Of course he 
gets good commissions—first year, renewal and 
fees. He can have top-flight training which 
will make him feel at home in life insurance. 
He gets non-medical underwriting privileges, 
security and retirement benefits, expenses paid 
to company conferences. Most important of 
all, he gets proved plans for selecting life pros- 
pects from among his clients, methods for 
getting inquiries by mail, and sales procedures 
that really work. 


Top Quality and Low Cost for Your Clients 


CML has increased dividends to policyholders 
seven times in ten years—increased them an 
average of 50% since 1951. CML’s high 
interest on funds left with the company (cur- 
rently 3.8% ) means that beneficiaries get 
increased payments. CML’s wide variety of 
policy types and settlement options are avail- 
able for business as well as personal insurance. 
From CML your clients will get the best life 
insurance possible at the lowest cost possible. 















Forty years’ development of 
the “CML Way” for fire- 
casualty men has been con- 
densed into two booklets, 
“A Plan to Help General 
Insurance Men Sell Life In- 
surance” and “8 Ways It 
Pays.” They show how you 
may add substantially to 
your income and net profits. 
Send for these valuable 
booklets today. 


( onnecticut /V\utual | ife 


INSURANCE COMPANY « HARTFORD 


Dividends Paid to Policyholders Every Year for 115 Years 


Connecticut Mutual Life Insurance Company 
Hartford, Connecticut 


Please send me, free and without obligation, your book- 
lets, ‘A Plan to Help General Insurance Men Sell Life 


Insurance” and ‘8 Ways It Pays.” 


Name 





(please print 


Street 





Town or City State ‘dan 
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Unattended Laundromats Studied 
By Underwriters; Urge Precautions 


By JAY KOBLER 


Underwriters have expressed con- 
cern over the potential liability haz- 
ards of unattended self service laun- 
dries. They are also concerned to some 
extent about the physical damage 
hazards of these establishments. 

Unattended laundromats, a _ recent 
innovation, have been rapidly increas- 
ing the services they offer customers, 
and as a result they have increased 
the elements contributing to liability 
risk. Most remain open and unat- 
tended 24 hours a day and feature— 
besides washing, drying and dry- 
cleaning facilities—vending machines 
dispensing soap, blueing, bleaching 
agents, cigarettes, soft drinks and 
candy. Several have even installed 
physical therapy and permanent wave 
machines. 

Because insufficient experience has 
been developed to classify these un- 


attended units separately from at- 
tended ones, both are charged the 
same rates. The machines in unat- 
tended laundromats are often similar 
to the simple models provided in the 
basements of many apartment build- 
ings. The danger of leaving these 
laundromat washers unattended is at- 
tested by the extremely bad loss ex- 
perience reported on machines in 
apartment buildings. 

In some attended laundromats, large 
commercial machines are used. These 
usually feature an interlocking device 
that stops operations when the ma- 
chine’s door is opened. The absence of 
this feature makes it possible for a 
person to insert a limb into the ma- 
chinery while it is in motion. Possibly 
the interlock could be incorporated in 
the simpler machines as well as the 
larger commercial models. 

Unattended premises attract a num- 
ber of liability hazards. Water, soap 


UMBR 








For your larger accounts, here’s a truly compre- 
hensive liability coverage. ““Umbrella” provides 
excess limits over your primary liability contract, 
and broad coverage for almost every other lia- 


bility. 


Write, wire or call us, for a specimen 


form and application. Recommend this 


modern coverage . . . place it with— 


and laundry chemicals may accumu- 
late on the floor from spill or over- 
flow, causing slipping and increasing 
the possibility of electric shock. Floors 
should drain readily and completely 
and should be slip-resistant when wet. 
Equipment should be properly groun- 
ded and maintained. 

Debris may gather, causing hazards 
from tripping, falling and fire. Ade- 
quate waste disposal containers should 
be provided in locations away from 
aisles or work areas. Trash cans 
should be made of metal and have self- 
closing lids. 

Undesirable persons or groups may 
congregate on laundromat premises, 
especially during cold weather. To 
prevent this, premises should be well 
lighted, with all sections visible from 
outside. Unattended laundry centers 
should be closed at a reasonable hour, 
and loitering should be prohibited. 

The equipment presents several po- 
tential hazards. A short circuit in 
equipment may cause an electric shock; 
hot water heating equipment may 
malfunction with danger of explosion 
or scalding; dryers may overheat and 

(CONTINUED ON PAGE 50) 
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EXCESS LIABILITY ANY NATURE ¢ FIRE AND ALLIED COVERAGES * OL&T, PRODUCTS AND ALL 
FORMS OF LIABILITY INSURANCE * MALPRACTICE LIABILITY © GROUP ACCIDENT & SICKNESS 
OVER-AGE PERSONAL ACCIDENT * EXCESS MOTOR TRUCK CARGO * INLAND MARINE 
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Eyes Electronics In 
Present And Future 


The insurance business was the 
leader in adapting electronic data pro- 
cessing equipment to advantageous 
use, Joseph Murphy insurance mar- 
keting manager of IBM, pointed out in 
a talk at Pittsburgh I-Day. At present, 
70% of fire and casualty volume is 
handled on some type of electronic 
equipment, and 90% of life in force is 
so recorded. 

In addition to widespread use of 
electronic machines for basic functions, 
there are other interesting and pro- 
gressive applications, Mr. Murphy con- 
tinued. For example, Massachusetts 
auto policies must be renewed at Jan. 
1 each year. Under previous methods, 
temporary and inexperienced help had 
to be used, and policies were rarely 
ready before late February. Premiums 
would not reach the company before 
April or even May. But today, one 
company, using the IBM 650, rates, 
codes and prints these policies at the 
rate of 25 a minute. Starting the job 
in late December, it has the policies in 
the hands of agents on Jan. 1. Premium 
flow to the company is also speeded 
by two months. 


Cites Broad Uses 


One large fire and casualty insurer 
has an integrated system. In one pass 
through the computer, complete man- 
agement reports are prepared on 
premiums, losses, expenses, and their 
appropriate ratios. The finished re- 
ports are delivered weeks ahead of 
previous schedules. 

Computers are also being used for 
checking agency accounts, Mr. Murphy 
noted. Not only do the machines isolate 
the differences, but they automatically 
apply ingenious programs that identify 
and explain these differences and then 
apply the company rules to allow or 
disallow overages and shortages. 

In A&S, many companies have a 
complete file of individual coverages 
and experience on electronic files. As 
claims are received, they are fed into 
the system which finds the individual 
records, checks coverage and _ prior 
claims and approves or disapproves the 
specific claim according to programmed 
rules. Approvals and allowances are 
then printed out. 

Citing examples which foretell the 
future, Mr. Murphy noted that some 
companies have installed a modest 
random access file—modest because 
today’s devices, which will handle up 
to 100 million characters, are only 
forerunners of future capacities. In 
this file they have stored complete 
detail records of each policy or policy- 
holder, each agency and writing agent, 
production and experience summaries, 
etc. The random access file permits 
each record to be referred to individ- 
ually without a search through the 
complete file. These records are used 
for normal accounting for premiums, 
renewal billing, or installment billing, 
etc. But in addition, the records are 
available to management at a mom- 
ent’s notice. 


Further Examples 


Keying the policy number at an in- 
quiry station results in immediate 
response with a print-out of the com- 
plete record on the typewriter-like 
printer of the inquiry station, even 
though the computer itself continues 
normal accounting work with only 
imperceptible interruption. For exam- 
ple, in the loss department, receipt of a 
letter of advice prompts the claims 
man to key the policy number and 
immediately he has a _ print-out of 

(CONTINUED ON PAGE 50) 
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How Agent Must Change To Meet 


Changes Influencing His Position 


The right to own the expirations is 
the vital factor of the agency system— 
the one factor that must be preserved 
in this period of flux and change, 
Robert M. Morrison, Boston attorney, 
told the annual convention of Mutual 
Agents Assn. of New York in Syracuse. 
If this is saved, he said, almost any 
other aspect of the present business 
methods can go by the board. Nothing 
else is vital—not the right to prepare 
policies or collect bills, nor the right 
to adjust losses or send out expiration 
notices. It is the property right in the 
expirations that is vital. 

What are the changes that threaten 
this right? 

Company mergers which will grad- 
ually reduce the number of companies 
doing business and appointing agents, 
he pointed out. This will mean that 
instead of the company seeking the 
agency and being willing to make con- 
cessions, the agent will be seeking the 
company. The number of available 
agency appointments will be still fur- 
ther cut down as these mergers make 
for a greater accumulation of volume 
in a particular area and operation 
through branch offices more attractive 
to company officials. 


Life Entry Into The Business 


Mr. Morrison foresees a still further 
decrease in independent agencies as 
life companies step into the ownership 
of fire and casualty business and in- 
troduce their methods and ideas of 
agency operation. It is only a matter of 
a few years before this breakthrough 
will become general; it is already start- 
ing in certain parts of the country. 

As these developments occur, the 
bargaining position of the agent will 
diminish, he declared. 

Next, there will be improved mar- 
keting and distributing techniques in- 
troduced in the sale of insurance. 
There will be more point of sale con- 
tacts—reaching out to the buyer of 
insurance in personal contact at many 
different spots. Marketing techniques 
will be improved and instead of poli- 
cies and contracts being offered, the 
privilege of transportation or relief 
from insecurity will be what insured 
will buy. Acquisition costs will be cut 
to the point where they fairly measure 
the value of the services rendered. The 
agent will have to be a competent 
salesman. This will be hard for many 
older men. One agent recently observed 
that 90% of the established agents 
don’t really want to go out and sell. 
If he is correct, there will be trouble 
ahead in this area. 


Reduced Operating Costs 


Next, there will be a competitive 
drive to reduce operating costs, Mr. 
Morrison said. This will be carried out 
by simplification of procedures and 
the elimination of details where prac- 
ticable. Use of mechanization will in- 
crease—electronic data processing ma- 
chines are one example. Operations 
will be centralized to reduce duplica- 
tion and to make the machine opera- 
tion economically feasible. It is in this 
area that perpetual policies, direct 
billing and other such techniques will 
be developed. This will have the effect 
of cutting down on the functions of 
the agent and of separating him from 
his present channels of contact with 
his insured. 


One other important function of 


today’s agent’s operations that will 
disappear is interest-free financing 
by the agent for his insured, advanc- 
ing the premium and then waiting for 
repayment. The companies also benefit 
because they are more sure of getting 


paid, even though they receive pay- 
ment several months after they have 
assumed the risk and even though they 
run the risk of having the policy can- 
celled. There will be changes in this 
area of financing premium payments. 


NORTH AMERICAN 
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Payments will be collected in advance 
under the influence of life insurance 
practice. Budgeting of over-all insur- 
ance costs with monthly or other inter- 
val payments will become general. 
Where premiums are advanced for 
insured, a finance charge will be made. 
This, too, will weaken the position of 
the agent in the days ahead. 

Mr. Morrison outlined six areas in 
which agents can take protective 
measures. They are: Tightening up the 
provisions of the agency contract; re- 
organizing each agency so that it can 

(CONTINUED ON PAGE 34) 
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Whatever the risk . . . fireworks displays, riding stables, auto 
racing spectators’ coverage, amusement parks, traveling carnivals, 
go-cart spectator or amusement devices, picnic groves, golf driving 
ranges, dance halls, roller rinks, rodeos, circuses, camps, dram shop 
(Illinois and Minnesota), excess automobile liability (private pas- 
senger and commercial), physical damage coverage... 


if it’s hard-to-place .. . 


Kuper Hitke 6& COMPANY. INE. 


Chicago 4, Ill. 
Atlanta, Ga. 


175 W. Jackson Blvd. 
1776 Peachtree St. N.E. 


430 N. Fifth Street 
693 N.E. 79th St 


Springfield, Ill. 
Miami 38, Fla. 


PRIMARY COVERAGES IN ILLINOIS 
WORKMEN'S COMPENSATION GARAGE & DEALERS LIAB. 
AUTOMOBILES & TRUCKS LIQUGR LIABILITY 
OLT—MFRS. & CONTRACTORS MALPRACTICE LIABILITY 
COMPREHENSIVE .GEN’L. LIAB. BEAUTY SHOP LIABILITY 
COMPREHENSIVE PERSONAL LIAB. BURGLARY 
PRODUCTS LIABILITY PLATE GLASS-50/50 

% Special Retros on Large W.C.-Liab.-Fleets, Etc. 


SURPLUS LINES 


OUTSIDE ILLINOIS — Through Licensed 
Surplus Lines Agents in Those States 
And Territories Which Permit Non- 
Adinitted Carriers To Write Liability 
Coverages. 


EXCESS LIABILITY 


- All. 3rd Party Liability Including Excess 
Above Assigned Risk Auto Limits to 
180,606 /300,000 / 100,000 


THE CASUALTY COMPANY WITH EXTENSIVE FACILITIES... 
FLEXIBLE UNDERWRITING ... REALISTIC RATING... 
INDEPENDENT! 

SINGLE RISK REINSURANCE TO $2,.000.000!!!! 


FIDELITY GENERAL INSURANCE COMPANY 


A STOCK COMPA, 'Y 


222 West Adams Street 


RAndolph 6-4060 Chicago 6, Illinois 








U.S. Business Of 
London Is Reinsured 
In Manhattan F.&M. 


Most of the U.S. business of London 
Assurance has been reinsured by its 
domestic running mate, Manhattan 
F.&M. Manhattan F.&M. and its af- 
filiated company, Guarantee, will oper- 
ate in the U.S. under the title Man- 
hattan-Guarantee companies. London 
Assurance will continue its representa- 
tion in the U.S. through Chubb & Son 
for marine business. 

The New York and California de- 
partments have approved the plan, and 
filings have been made in other states. 

In a letter to agents, President T. A. 
Long of Manhattan F.&M. commented: 
“Our aim is to strengthen the position 
of Manhattan F.&M., a major part of 
which consists of a contribution to its 
surplus in excess of $11 million. In 
many respects this change will in- 
crease the facilities available to your 
office.” 

The “domestication” program, which 
reverts to Jan. 1, involves changes in 
the group’s operating and financial 
structure. A contribution to surplus of 
Manhattan F.&M. has been made by 
the London Assurance (U.S. branch) of 
securities and cash totaling more than 
$11 million. Manhattan F.&M. has re- 
insured all the business of London’s 
U. S. branch, other than the Chubb & 
Son marine business, and Manhattan 
F.&M. has assumed all of the direct 
obligations involved in the transaction. 
London has paid Manhattan F.&.M. 
approximately $13 million in securities 
and cash. 

With the reinsurance of London’s 
business, Manhattan F.&M. and Guar- 
antee have entered into an agreement 
under which the aggregate business 
will be shared by the companies. In 
addition to taking over physical assets, 
all obligations and benefits to em- 
ployes in this country have been as- 
sumed by Manhattan F.&M. 


Hullett Chairman, 
Heard President Of 
Hartford Accident 


Hartford Accident has elected James 
C. Hullett chairman and chief execu- 
tive officer. He will continue as board 
chairman, president and chairman of 
the finance committee of the parent 
Hartford Fire. Directors elected Man- 
ning W. Heard president of Hartford 
Accident and promoted Milton R. Big- 
ham to the new post of assistant to the 
president of that company. 

Mr. Hullett has been with the com- 
pany since 1929, when he joined its 
western department in Chicago. He has 
been president since 1953. Mr. Heard 
went with the casualty company in 
1933 and was elected first vice-presi- 
dent and general counsel in 1953. Mr. 
Bigham formerly was manager of the 
insurance division of Von Hamm- 
Young agency of Hawaii. He joined 
Hartford Fire group as assistant man- 
ager of the Pacific department in 1957. 


UM Bill In N.C. 


The North Carolina house has passed 
and sent to the senate a bill that would 
make uninsured motorist cover a part 
of compulsory auto liability in that 
state, subject to the option of insured 
to reject the coverage. There was no 
opposition in the house and none is 
expected in the senate. It would be- 
come effective Aug. 1. 
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Griffendorf Joins 
Bureau, Gillott Is 
Head Of New Unit 


At its annual meeting in New York, 
National Bureau reelected William 


————— Senay 





James M. Cahill 


William Leslie Jr. 


Leslie Jr. general manager and James 
M. Cahill secretary. Henry E. Griffen- 
dorf Jr., former chief rater of the aud- 
its, rates and corporate division of the 
Michigan department, was appointed 
manager of the midwest branch of the 
bureau at Chicago. After a brief peri- 
od at the head office he will take over 
the duties of Harry H. Fuller, recently 
named to represent the bureau in its 
relations with insurance departments. 

C. E. Gillott Jr., who has been man- 
ager of the bureau’s accounting di- 
vision, was named manager of the new 
data processing division. Alexander 
Morrison succeeds him as head of the 
accounting unit. 

New members of the executive com- 
mittee are Aetna Fire, Hanover, Hart- 
ford Accident, National Union Indem- 
nity, New Amsterdam, Pearl, and Sun 
of New York. New members of the auto 
rating committee are Glens Falls, 
Providence Washington, and U.S.F.&G-.; 
burglary rating, America Fore Loyalty, 
London Guarantee, and New Amster- 
dam; and glass rating, Fidelity & De- 
posit and Hartford Accident. 

Before joining the Michigan depart- 
ment in 1956, Mr. Griffendorf was in- 
spector and rater with Michigan In- 
spection Bureau. Before that he wag 
a solicitor for the Griffendorf agency 
of Benton Harbor. 

Mr. Gillott joined the bureau ac- 
counting division in 1931, became act- 
ing cashier in 1933, cashier in 1937, 
and manager in 1944. Mr. Morrison 
joined the accounting division in 1938 
and became assistant cashier in1947. 


Farmers Mutual Automobile of Madi- 
son in the first three months of 1961 
had a volume of $7,741,000, an increase 
of 17% over the same period last year. 





Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 


You may telephone orders collect. 
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Agents, Companies Should Quit 
Worrying, Start Working: Dubuc 


There is so much demand for insur- 
ance, a demand that will increase en- 
normously in the 
years ahead, that 
companies and 
agents should quit 
criticizing each 
other for their 
supposed failings 
and weaknesses 
and go to work on 
their opportunities. 
This was the gist 
of a frank talk 
made to Tri-State 
Mutual Agents 
Assn. by Paul H. 
Dubuc, vice-president of Shelby Mu- 
tual, at the annual convention in Har- 
risburg, Pa. 

Some agents believe 
company relations have deteriorated 
rather rapidly in the last three or 
four years, he said. Agents have 
charged companies with unilateral 
action on commissions, with being in- 
disposed to consult with agents on 
form changes and development of new 
coverages, with restrictive underwrit- 
ing practices resembling those of ex- 
clusive agent companies, and with 
developing package policies and safe 
driver plans which give the agent 
more work at, perhaps, lower com- 
missions. 

It has even been bruited about, he 
added, that the agency companies are 
sold on direct writing and may event- 
ually abandon the independent con- 
tractor method of distribution. Mr. 
Dubuc doesn’t believe it. The agency 
system isn’t on the way out, he de- 
clared. There is more opportunity for 
independent contractor agents than 
ever before. The economy with its 
customary upswings and downswings, 
will be dynamic, even explosive, dur- 
ing the next 15 years. Auto premiums 
will approach $12 billion in 20 years. 
Property and casualty premiums, 
which reached $15 billion in 1960, a 
400% increase in 20 years, should hit 
$30 billion by 1975. The problem will 
be to find enough agents to do the 
selling that will need to be done. 


Paul H. Dubuc 


that agent- 


All Lines Development 


Also, he indicated, agents have wor- 
ried about the increasingly close re- 
lationship of life insurance with its 
captive agency system and property 
insurance at the company level. Yet 
life companies are cultivating the in- 
dependent agent to supplement their 
exclusive agent sales organizations. 
This activity will accelerate, for one 
reason because there is a growing de- 
mand for men 25-45, and the supply 
of them is increasing hardly at all—nor 
will it for years to come. Life compa- 
nies must do something to carry the 
ever mounting costs of their direct sell- 
ing organizations. In 1958 life compa- 
nies were financing 80% of their sales 
recruits at $420 per month. This med- 
ian was expected to rise to $800 ($10,- 
000 annually) by 1970. In 1960 the 
property-casualty premiums of $15 
billion were 2.5 times greater than 
annual premiums of life companies. 

Mr. Dubuc is personally convinced 
that every local agent should be selling 
life. Why not mutual funds also? 

The agency system will be the dom- 
inant force in insurance distribution 
for many years to come, he believes. 
He said the difference between other 
systems and the agency system is that 
under the latter the agent owns his 





business. 

No company would risk interference 
with the expiration data of an inde- 
pendent contractor agent, he declared 
—‘“assuming that there has been no 
forfeiture of ownership as a result of 
poor payment habits.” However, some 
companies in the future will operate, 
as now and in the past, on both the 
independent agent and exclusive agent 
basis. Yet no such company would 
undertake to violate the independent 
contractor’s ownership of all data per- 
taining to his business. Apart from 
ethical considerations, there are insur- 
mountable legal barriers to such an 
invasion. 


Not A Partnership 


Mr. Dubuc reminded agents that 
their companies’ association with them 
is not a partnership, since in a partner- 
ship the agents would share the com- 
panies’ losses as well as profits—and 


they have not. For example, the agents 
did not share in the $800 million un- 
derwriting loss of casualty companies 
on auto liability in the 10 years ended 
with 1960. 


Liberal As Possible 


The underwriter is going to be as 
liberal as possible in accepting busi- 
ness from an agent, he said. But the 
company has to recognize that its 
primary responsibility is to remain 
solvent for the protection of agent and 
policyholder. Agents have urged com- 
panies to be more liberal in accepting 
class 2 risks. Companies are anxious 
to solve this vexing problem, for one 
reason because of the public relations 
involved. But class 2 rates still are too 
low. That class is being subsidized at 
the expense of other classes. The 
safe driver plan may be a partial 
solution. But Mr. Dubuc is skeptical 
of an immediate liberalization of the 
market for class 2 drivers. 

There is real evidence that com- 
munications, company to agent, are 
improving, he observed. It is ridicul- 


ous for a manufacturer to make a 
product his marketing organization 
(CONTINUED ON PAGE 42) 


Glens Falls Purchases 
Udell General Agency 


Glens Falls has purchased the B. L 
Udell general agency of Phoenix and 
Tucson. 

On May 1, the staff of the general 
agency became the Glens Falls Arizona 
branch and service offices with no 
change in locations. Robert L. Udell is 
branch manager, and William H. 
Stowe assistant branch manager. Britt 
L. Udell, president and founder of the 
general agency, retired May 1. 


N.Y. 25 Year Club Elects 
Twenty-Five Year Club of the met- 
ropolitan division of New York Fire 
elected John D. Rohrbeck president, 
Lenore B. Morgan Ist vice-president, 
Alice Franklin secretary-treasurer, and 
Edward M. Kaleda sergeant-at-arms. 
Greater New York Insurance Brokers 
Assn. is offering a $250 prize for the 
best research paper by a student of 
New York University law school on 
how the trust and commission clause 
applies to the standard coinsurance 
clause when adjusting fire losses. 
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SALES! 


If you're in a corner when it comes to getting prospects 
to buy business insurance, make the smart move that has helped 
many brokers sell more partnership insurance. Send for 


Prudential’s helpful booklet—“Your Partner Can Be Your Downfall.” 
Prudential’s wonderfully simple booklet gives you two moves 
when you're planning to go after more business insurance: 


(1) It helps you to explain this kind of insurance more effectively. 


(2) It tells your prospect, point-by-point, just what business 


insurance does . . . and why he needs it. And—the crowning touch is 
that Prudential’s simple sales aid is so easy to understand . . . 
so clear... . So concise; it gives your client pertinent information 
in a brightly illustrated picture and caption story. 


Your client gets all the facts—you increase your profits 


with king-size partnership insurance sales. 
Your move: send in the coupon, today! 


PROTECTION - 
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TWENTIETH CENTURY,” Sundays, CBS-TV 


You'll enjoy 
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Program For Independent Adjusters 


Annual Convention At Chicago 


Tuesday, May 16 


1 :00 p.m. — Business session for members only. 
5 :00 p.m. — Reception for members and guests. 


Wednesday, May 17 


9:30 a.m.— General session. Call to order, Ray 
L. Lynch, R. L. Lynch & Co., 
Springfield, Ill., convention chair- 
man. 

National anthem, Max E. Wilson, 
tenor Trinity Methodist Church, 
Chicago. 

Invocation, Very Rev. C. J. O’Mal- 
ley, president DePaul University. 

Address of welcome, John Duba, 
administrative assistant to Mayor 
Daley of Chicago. 

Response to address of welcome, 
L. B. Hazzard, L. B. Hazzard Co., 
New York, president NAITA. 

“Independence, Professionalism and 
Service,” an address by Vestal 
Lemmon, general manager Na- 
tional Assn. of Independent Insur- 
ers. 

“The Challenge of a New Frontier,” 
an address by Dr. John W. Hall, 
educational consultant Georgia 
State College. 


12:15 p.m.— Luncheon for members and guests. 
Guest speaker: Charles M. Hanna. 


2:00 p.m. — General session. Address by D. T. 
Hawkins, secretary-manager Mu- 
tual Loss Research Bureau, Chi- 
cago. 

Address by Lewis C. Ryan, Presi- 
dent Defense Research Institute, 
Syracuse. 


“Property Loss Adjustments,” panel 
discussion, Moderator, Robert M. 
Hill, Robert M. Hill Co., Detroit. 
Panelists: James L. Eberly, Lum- 
bermens Mutual, Mansfield; Paul 
I. Thomas, Kemper companies; 
George D. Vail Jr., Corroon & 
Reynolds; Harry H. Woodward, 
America Fore. 
6:00 p.m. — Reception (Courtesy A. M. Best Co.) 


Thursday, May 18 
8:00 a.m.— Breakfast for members and guests. 
9:00 a.m. — Shatterproof Glass film. 


9:30 a.m.— General Session. Call to order, L. B. 
Hazzard, president NAIIA. Ad- 
dress of welcome, Joseph A. Ger- 
ber, Illinois director of insurance. 

Response to address of welcome, Mr. 
Hazzard. 

“Current Problems Relating to De- 
mand for Appraisal,” an address 
by John P. Gorman, Clausen, 
Hirsch, Miller & Gorman, Chicago. 

“Casualty Loss Adjustments,” panel 
discussion. Moderator, Thomas E. 
Foley, Foley Adjustment Bureau, 
South Bend. Panelists: James 
F. Conway, Maryland Casualty; 
W. C. Dillon, Security Mutual; 


$ Arthur Sforza, Zurich; Blanche 
Spradlin, Oklahoma Farmers Un- 
ion. 


6:00 p.m. — Reception. 


7 :30 p.m. — Banquet and entertainment. 


Friday, May 19 
9:30 a.m. — Closed business session. 


A complete report, with pictures, of the annual convention of Na- 
tional Assn. of Independent Insurance Adjusters will be carried in the 
May 19 issue of The National Underwriter. 


May 12, 1961 


























. 1961 





May 12, 1961 


FieNATIONAL UNDERWRITER 


INDEPENDENT ADJUSTERS CONVENTION 


1] 








—_$ Si, fi 
~ NATIONAL 

ASSOCIATION 
INDEPENDENT 
INSURANCE 








DEDICATED TO SERVICE 


464 Member Firms 








NATIONAL ASSOCIATION of INDEPENDENT INSURANCE ADJUSTERS 


The National Association of Independent Insurance Adjusters 
was organized in April, 1937, in order to create dignity and invite 
a feeling of high regard to the business and profession of inde- 
pendent adjusting; cooperate with the insurance fraternity to the 
end that a cordial relationship will be fostered and maintained 
between the independent adjuster and the public; to guide the ac- 
tivities of those engaged in the independent field, to the end that 
the highest standards be encouraged and maintained; to collectively 
conduct themselves so as to protect the business of independent ad- 
justing against any form of activity found to be unjust or detri- 


mental to the insurance fraternity; to meet periodically for the 
purpose of fostering and developing a friendly, cordial and under- 
standing relationship among members by exchanging ideas, dis- 
cussing mutual problems, attempting to find solutions to matters 
concerning and affecting both the association and its individual 
members; to correlate the various activities of this association in 
the interest of the profession of insurance adjusting and the public 
which it serves; to endeavor to render to the companies relying 
upon the facilities of independent adjusting, the best, most reliable 
and valuable type of adjusting service possible. 
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ALEXANDER, DREUX 
& COMPANY, INC. 
321 WILLIS AVE. 

TELS: WO 4-2663 & PI 6-4000 
MINEOLA, NEW YORK 


VICTOR MILLER, INC. 


80 Johnson Avenue 
Hackensack, New Jersey 
Serving the ‘‘Heart'’ of the Metropolitan 

New York-New Jersey Area. 

Phones: Day—HUbbard 9-3450 
Day—LAckawanna 4-7382 (N. Y.) 
Night—CO 2-4007 

ALL LINES 








SCIBAL ADJUSTMENT BUREAU 
1 So. South Carolina Avenue 
ATLANTIC CITY, N. J. 
Day: 345-3192 
Night: 927-2040 








ALBERT BLUTH 
& CO., INC. 
45 JOHN ST. 
TEL: DI 9-0909 
NEW YORK 38, NEW YORK 


L. B. HAZZARD 
116 JOHN STREET 
TEL: RE 2-3331 
NEW YORK 38, New York 


NELSON ADJUSTMENT 
SERVICE, INC. 
Harris Nelson, President 


9 Clinton Street 
Newark, N. J. 


MA 3-7290 
24 Hour Service 


ROBERT T. SEARING 
ASSOCIATES, INC. 


183 Main Street East 
Tel: HA 6-1077 
Rochester 4, New York 








Richard B. Borton 
37 North Fourth St. 


Camden 2, New Jersey 


257 S. Ath St. 
Philadelphia 6, Pa. 





EDWARD E. FORRER 
Fire and Inland Marine 
16 MAPLE DRIVE 
TEL: FL 4-5310 
NEW HYDE PARK, NEW YORK 


PENINSULA 
ADJUSTING CO., INC. 


Ocean City Road 
Salisbury, Maryland 
Phone: Ploneer 2-2271 











WILLIAM A. BRUCKMANN 
AND CO., INC. 
589 Central Avenue 
East Orange, New Jersey 
Phones: Day—Orange 2-6100 
Night—CApi:al 6-1841 
Branches: Asbury Park, Atlantic City, 
Morris Plains, New Brunswick, 
Paramus. 


Geo. M. Boileau 
LEE SMITH 
ADJUSTMENT BUREAU 
3400 Forbes Street 
Pittsburgh 13, Penn. 








HANNON ADJUSTMENT CO. 
125 Newbury Street 


Boston 16, Massachusetts 


Tel: (Day) COmmonwealth 6-6342 
(Night) KEnmore 6-0191 


EDWARD R. REILLY 
& CO., INC. 


45 JOHN STREET 
NEW YORK 38, New York 
Phones: Day—BEekman 3-4646 
Night—TRiangle 5-5328 
ALL LINES 


84 William St. Bowling Green 9-2272 
New York 38, N.Y. 


James J. Ward, Inc. 


Adjustments For Insurance Companies 
Branch Offices: Suffern, N.Y., East Orange, 
N.J., Fort Lauderdale, Fla., Miami Beach, Fla. 

ALL LINES 

















CURLEY ADJUSTMENT | 
BUREAU, INC. 


306 Walnut Street 
Phila. 6, Pa. 
Tel.: MArket 7-5900 


HINKLEY & MARSHALL 
200 Pearl St. 


Tel: TL 3-5900 
Buffalo 2, New York 





REIMER ADJUSTMENT 
SERVICE 
PAUL REIMER, OWNER 
44 Southview Drive 
Berkeley Heights, New Jersey 
Phone: 464-1100 (Day and Night) 


Fire, Automobile, Inland Marine 


Winchester Associates, Inc. 
55 Liberty St. 
New York 5, N.Y. 
Telephone: BEekman 3-8640 








DARCY CLAIMS 


SERVICE, INC. 
6 State Street Tel.: HA 6-7920 


Rochester 14, N. Y. 











OWEN B. HUNT 
ADJUSTMENT BUREAU, INC. 


416 Walnut Street 
Philadelphia 6, Pa. 
WAlnut 5-7760 








JOHN ROANE, INC. 
500 Equitable Blvd. 
Baltimore 2, Md. 
Lexington 9-0288 
Delaware, Maryland, Virginia 
West Virginia, Washington, 
D.C. and Ohio 








ROBERT WISEMAN 


WISEMAN & COMPANY, INC. 
1511 “K"’ ST.N. W. 
WASHINGTON 5, D.C. 

TEL: EXecutive 3-3588 
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Ladies Program For 


NAIIA Convention 


9:30 a.m. — Sightseeing tour. 
:30 p.m. 
6:00 p.m. 


Wednesday, May 17 
:30.a.m.— Hospitality break- 
fast. 


Monday, May 15 Tuesday, May 16 


Luncheon. 
9:00. a.m. — Hospitality break- 
fast. 

5:00 p.m. — Reception. 


Reception, 
9:00 a.m.— Hospitality break- 


fast. 
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Thursday, May 18 


9:00 a.m. — Hospitality break- 
fast. 

6:00 p.m. — Reception. 

7:30 p.m. — Banquet and enter- 


tainment. 
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WE ARE LOOKING FORWARD TO SEEING YOU AT THE NAIIA CONVENTION 





Ted D. Brown 


Vernon Neufeld Orio Hill Randy Howorth Wes Brown 
General Manager Ass’t to Gen. Mer. Adjuster-in-Charge So. Calif. Gen. Mgr. Manager 
San Francisco San Francisco San Jose Los Angeles Sacramento 


ed a 
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Ted Coopman 





q , Harold Kleckner Bob Thrasher Art Mann Bela Goncz 
Adjuster-in-Charge Adjuster-in-Charge Adjuster-in-Charge Adjuster-in-Charge Adjuster-in-Charge 
Fresno Hayward Redwood City San Diego Van Nuys 


BROWN BROTHERS ADJUSTERS 


37 YEARS OF CLAIMS SERVICE 


pf ee $ 42 Branch offices serving CALIFORNIA, NEVADA, ARIZONA, WASHINGTON AND OREGON 
Home Office: 545 Sansome St., San Francisco 
































mS SCOTT WETZEL COMPANY 


INSURANCE ADJUSTERS 


HOME OFFICE 


428 South Main Street, Salt Lake City, Utah Telephone DAvis 2-2541 


Five other day and night offices in: 


POCATELLO, IDAHO 
First Security Bank Bldg. 
CEdar 3-2762 


IDAHO FALLS, IDAHO 
258 Broadway 
JAckson 2-3431 


TWIN FALLS, IDAHO 
REdwoed 3-4576 
1023 Blue Lake Blvd. No. 
PROVO, UTAH 
317 West Center St. 
FRanklin 3-5940 


OGDEN, UTAH 
Eccles Bldg. 
EXport 9-3391 


Fire, Aircraft, Casualty, Automobile, Malpractice, Compensation, 
Inland Marine, Safety Engineering 


THE INTERMOUNTAIN WEST'S LARGEST INDEPENDENT INSURANCE ADJUSTER 
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AGLAIM 


WITH SMOKE ODOR IN YOUR NOSTRILS 





Use Airkem SOS at the 
beginning of negotiations — then 


proceed in odor-free atmosphere 


There’s every reason for starting your task by 
calling Airkem Smoke Odor Service! It helps 
you before, during and after adjustment. 


Overnight—or in a matter of hours—you can 
thus remove the most insistent evidence of 
damage—the all-pervading, sickening odor. 
At once you have a favorable atmosphere for 
your negotiations. You are a big step ahead 
before you “get down to cases.” 


As most adjusters know by now, Airkem 
SOS almost invariably reduces the amount of 
the claim. And you have the satisfaction of 
knowing that the policy-holder, once satisfied, 
will stay satisfied—Airkem techniques prevent 
trapped odors, or “painted-over odors” from 
recurring in the future. Airkem technicians 
perform a thorough job, a complete job, as 
well as an astonishingly speedy one. This is 
because they work scientifically, employing 
formulations and techniques developed by 
one of the world’s largest odor-research 
laboratories. 


So start by calling Airkem SOS on the loss. 
Airkem can be a big help —to the policy- 
holder, to the agent, to the company, to you. 


AIRKEM 

For a Healthier 
Environment through 
Modern Chemistry 


airkem 
SOs 


AIRKEM, INC., 241 E. 44th St., New York 17, N.Y. 
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GAY & TAYLOR, INC. 
226 N. Trade Street 
Winston-Salem, North Carolina 


Phone: PArk 3-9631 
(Day & Night) 


THE TENNESSEE COMPANY 
JOE P. MOSS, PRESIDENT 


KARL A. BUSCHMANN, 
GENERAL MGR. 


Covering Tennessee from 7 Offices 


COUCH ADJUSTMENT CO., INC. 


Insurance Adjusters 
All Lines 


Hammond & Gary, Indiana 








ADJUSTMENT SERVICE COMPANY 
1528 Hendricks Avenue 
Jacksonville 7, Florida 


Phone: EXbrook 8-5681 
(Day & Night) 








ARNOLD and WATTS, Inc. 


1810 N.W. Seventh Street 
P.O. Box 35-951, Riverside Station 
Miami 35, Florida 
Branch Offices: 
207 E. Broward Boulevard 417 Southard Street 
Fort Lauderdale, Florida P.O. Box 802 
Tel. JA 2-4551 Key West, Florida 
5510 Broadway 
P.O. Box 8158 
West Palm Beach, Florida 
Tel. VI 8-3436 








JULIAN CALHOUN 
CLAIMS SERVICE 
Spartanburg & Greenville, S.C. 
Shelby, N.C. 

‘Service Since 1908" 








JAMES C. GREENE COMPANY 
ALL LINES 
Head Office: 323 W. Morgan St. 
Raleigh, North Carolina 


NORTH CAROLINA SOUTH CAROLINA 
SOUTHERN VIRGINIA 


“NOT WIDELY—BUT WELL" 





H. B. WELLBORN 
& COMPANY 
Home Office: 1301 W. Pine Street 
Hattiesburg, Miss. 
Day Phone: JU 4-5458 
Night: JU 4-8384 


Deist & Associates, Inc. 
Lloyd R. Deist, Pres. 
John J. McGinnes, V.P., Secy. 
Donald W. Pratt, V.P., Treas. 


P.O. Box 129, Norwood Branch 
Cincinnati 12, Ohio 
Tel. REdwood 1-5934 


Automobile, Casualty and Allied Lines 








CECIL H. HOWELL CO., INC. 
1418 San Marco Blvd. 
Jacksonville 7, Florida 


Phones: Day—EXbrook 8-561], 
a. 3a 
Night—RAymond 4-1969 








LEHNHARD-BURGESS CORPORATION 
Suite 211, Dade Federal Bldg. 
1400 N. W. 36th St. 
Miami 42, Florida 


Phones: Day—NeEwton 3-9541 
Night—MuUrray 1-7280 








A. C. WOODROW, INC. 
INSURANCE ADJUSTERS 


ALL LINES 


P.O. BOX 1145 MELBOURNE, FLA. 


“Serving the Central Florida East Coast’’ 











DENTON ADJUSTMENT CO. 
A. D. Aebker, Owner and Manager 
Richard E. Cheney, General Manager 
and Attorney 
Phones: Day—CApitol 3-8721 
(Fire: CA 3-8726) 
Night—CApitol 4-4651; 
4-8521; 4-9696 (Fire: 
CA 6-8247) 


1401 Cook Tower Lima, Ohio 
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Si 0000000000000 
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ROBERT G. THOMAS RAY C. RANDALL 


A. H. DINNING COMPANY 
INSURANCE ADJUSTERS 
Established 1914 
FIRE * CASUALTY * AUTO * INLAND MARINE 
Telephone WOodward 2-0480 
632 Free Press Building 








DICKENS & CHALLEN, INC. 
MAIN OFFICE 
213 S. Cooper St., Memphis, Tennessee 


BRANCH OFFICES 


Jackson, Tenn., Dyersburg, Tenn. 


T. M. MAYFIELD & CO., ADJUSTERS 
“Since 1925" 


ALL LINES 


Charleston, S. C. 
27 Broad Street 


Charlotte, N. C. 
1422 E. 4th Street 


Fayetteville, N. C. Columbia, S. C. 
5201/2 Hay Street Security Federal Building 
Wilmington, N. C. Gaffney, S. C. 


215 Willetts Building 
Anderson, S. C. 
111 $. McDuffie Street 


318 N. Petty Street 
Greenville, S. C. 
N. Pleasantburg Drive 


O. R. BALL, INC. 
1544 Hanna Building 
Cleveland 15, Ohio 


Phones: Day—SUperior 1-7850 
Night—MOntrose 3-7664; 
Florida 1-5095 


Frank L. Erion Co. 
ALL LINES 
215 S. Wacker Dr. 
Chicago 6, Illinois 
DEarborn 2-0800 











WALTER FOSTER, INC. 
927 Lincoln Road 
Miami Beach 39, Florida 
Phone JEfferson 8-0497 


24 Hour Service 











SCOTT ADJUSTING CO. 
Multiple Line Adjusting 
PEOPLES BUILDING 
CHARLESTON, S.C. 
PHONE RA 2-8891 








CHARLES S. BURTON 
514 West Wayne Street 


Fort Wayne, Indiana 


FOLEY ADJUSTMENT 


BUREAU, INC. 
Michigan City Elkhart 


South Bend 








FRANKLIN & CHILDRESS 


General Adjusters 
All Lines, Since 1936 


513% E. Capitol Street 
Jackson, Mississippi 











SOLES ADJUSTMENT SERVICE 
516 East Club Blvd., 
Durham, North Carolina 


Phones: Day—DUrham 2-3806 
Night—DUrham 2-6060; 
2-4744 





O. L. Cooper 
Adjustment Company 
305 High Street 


Logansport, Indiana 
Phone: 4158 














James J. Hermann Company 
5339-41 W. Devon Ave., Chicago 46 
ROdney 3-1100 
Branch Offices 


JOLIET AURORA WAUKEGAN 
OTTAWA GARY, INDIANA 
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ScIBAL ADJUSTMENT BUREAU 


Home Office 


| So. South Carolina Avenue 


ATLANTIC CITY, N. J. 


Day: 345-3192 
Nite: 927-2040 
; PENNSYLVANIA its 
ALLENTOWN PHILADELPHIA 
1022 Hamilton St. 434 Bourse Bldg. 
HE 3-7451 WA 3-2645 
NEW JERSEY 
CAMDEN VINELAND BRIDGETON 
315 Market St. 629 Wood St. 209 Feinstein Bldg. 
WO 4-2047 OX 2-5255 GL 1-1044 
METUCHEN WILDWOOD ATLANTIC CITY 
495 Main St. 2604 Pacific Ave. 1 So. South Carolina 
LI 8-8900 522-5060 345-3192 
DELAWARE 
WILMINGTON DOVER 
1211 King St. 311 S. State St. 
OL 5-9639 RE 4-749| 


ai PUERTO RICO 
SAN JUAN 


801 First Federal Bldg. 
Ponce de Leon Avenue 
Phone: 3-8292 
Cable: SCISER 


ALL OFFICES OFFERING COMPLETE FACILITIES 
FOR MULTIPLE LINE ADJUSTMENTS 


Casualty - Fire - Physical Damage - Inland Marine - Special Investigations 





least semi-automate many claims—faster and better—than 
in the old days of manual “‘handling.”’ 


N Q—wise claim manager, however, fails to recognize a cut- 
off point—knows when ole’ human nature calls for a human 
negotiator—a qualified adjuster—(who, himself, must not 
be an automaton). 


ADJUST ER S—in our 45 thickly-spaced of fices—cover- 
ing only the TWO CAROLINAS AND SOUTHERN VIRGINIA 
—tend toward maturity, both in age and experience. 


JAMES C. GREENE COMPANY 


INSURANCE ADJUSTERS 
Head Office: 323 W. Morgan St., Raleigh, N. C. 


James C. Greene, Pres & Gen Mgr 
Gordon L. Hooks, V Pres & Asst. Gen. Mgr 
John Hamby, V Pres for S Carolina 





| 
“Not Widely—But Well” | cons want 




















WHEN THE GOING GETS TOUGH!! 


consult 


MANUAL FOR FIRE INSURANCE ADJUSTERS 
by 
H. GC McCall, Sr. General Adjuster 
The Tennessee Company, Nashville, Tenn. 


A down-to-earth guide book (87 pages) of functions, procedures and 
suggestions has finally been written to aid the fire adjuster. Step by 
step, the "KNOW-HOW" text specifically tells how to handle each of 
the many and varied types of losses. An appendix (62 pages) of tables, 
diagrams, examples and forms, provides additional helpful information. 


It is an ideal guide for the training of new adjusters, and a helpful 
reference for the more experienced. Cost is $12.50 per single copy, 
and $10.00 for each additional copy in the same purchase order. 
CASH or C.O.D. Write directly to: 


McCALL ENTERPRISES 
P.O. Box 473, Nashville, Tenn. 











YOU MAY BE overpayine 
PERSONAL INJURY CLAIMS, 
without realizing it! 


A recent study of 2,957 jury verdicts revealed that one out of six offers 
was two to six times the verdict size! And in 68% of the defense verdicts, 
offers were made in excess of $1000—most being over $2000 and many 
$5000 to $20,000. 


Many leading insurance companies and independent adjusters save 
claim dollars by checking with the tables in the VALUATION HAND- 
BOOK and JURY VERDICT EXPECTANCIES SERVICES before mak- 
ing an offer. These tables, based upon an analysis of over 10,000 jury 
verdicts represent the cumulative efforts of leading negligence trial 
counsel, insurance executives, statisticians and authorities in the field of 
jury behavior. Tests show that the tables evaluate the verdict expectancy 
of claims within an average of 7% of the actual jury verdict! 


The valuation tables are supplemented and kept up to date with 
monthly releases. An area value key is provided showing the local dif- 
ferences in verdict size. $42.00 for each service. 


See for yourself how they can save money for your companies. Put 
these money-saving services into effect by writing today for free 30 


day trial. 


P.S. Companies doing business in Ohio and Pennsylvania will be 
aided further by our companion service, Jury Verdict Reports. Concise, 
complete reports of the personal injury jury verdicts rendered in these 
states. 


poo eee ee 
STATEWIDE | Statewide Jury Verdicts 
| 333 Williamson Blidg., 
JURY | Cleveland 14, Ohio. 
VERDICTS 1 Please rush me for 30 DAYS FREE TRIAL 


| () Valuation Handbook [j Jury Verdict Expectancies 


333 Williamson Bldg. | Name____ 
Cleveland 14, Ohio j Address_— 
| city—_— Zone 








} | 
me eee 
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R. S. LANDEN 
ADJUSTMENT CO. 


71 East State St. 
Columbus 15, Ohio 


ALL LINES 





RUHLING CLAIMS SERVICE 


Insurance Adjusters—All Lines 


22 E. Gay Street 


WHIPPLE & WHITE 











ROBERT M. HILL 
COMPANY, INC. 
INSURANCE ADJUSTERS 


8250 West McNichols Road 
Detroit 21, Michigan 
UNiversity 3-9700 








LOVELL-PASCOE, INC. 
815 Erieside 
Cleveland 14, Ohio 


Phones: Day—SUperior 1-2092 
Night—ERieview 1-0307 














COLUMBUS 15, Ohio South Bend 
Telephone CA-8-2431 & 8-2436 
James J. Ryan And Company Since 1923 


James J. Ryan, Manager 
Patrick E. Riley, General Adjuster 


General Adjusters 
P.O. Box 1247 Ashland, Ky. 
Telephones 324-7101, Night 324-3486 





FRANK J. WITTLIFF COMPANY 
Michigan and Ontario 
Port Huron, Michigan 

509 Water Street 


Mount Clemens, Mich. Sarnia, Ontario 














JOHN H. HUNT & CO. INC. 
330S. Wells St. Chicago 6, Ill. 
All Phones Ha 7-0830 
Serving an Area 150 Miles 


From our Chicago Office 


R. L. LYNCH 
& COMPANY 
HOME OFFICE 
P.O. Box 175 
526 S. Seventh St.—Springfield, Ill. 
Day & Night Phones LAkeside 7-7835 


STROBEL AND INGALLS 
Adjustments & Investigations 
W. P. Strobel H. W. Ingalls 


53 W. Jackson Blvd., Chicago 4, Ill. 
HArrison 7-3763 








Chester D. thrig, Adjuster 
Chester D. Ihrig, Owner 


1802 Carew Tower Cincinnati 2, Ohio 
Telephone Day—CHerry 1-5243 
Night—Jefferson 1-0058 

University 1-9610 


ALL LINES 


MENDENHALL ADJUSTMENT 
SERVICE, INC. 

1005 Third National Building 
Dayton 2, Ohio 


Member National & State Associations 
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TOPLIS & HARDING, 
WAGNER & GLIDDEN, INC. 
141 West Jackson Blvd. 

Chicago 4, Illinois 
Phones: Day—WAbash 2-8488 

Night—SPring 4-5083; 
Hilltop 5-7094 


ADJUSTMENT SERVICE COMPANY 
Lynn S. Chinn, President 


Branch Office 
313 W. Sunshine 
Springfield, 


Main Office 
3527 Broadway 
Kansas City 11, 


Missouri Missouri 








M. M. JOHNSON 


M. M. JOHNSON CLAIM SERVICE 
124 West Wayne St. 


Ft. Wayne, Indiana 


CARLTON F. MILLER & CO. 
650 Park Avenue West, 
Mansfield, Ohio 


Phones: Day—LAfayette 4-2811 
Night—SKyline 5-8766; 5-8171; 
LAfayette 5-0925; 4-2704; 2-6420 








VALLEY ADJUSTMENT 
COMPANY 
W. A. Bowman, Manager 
Masonic Bldg., P.O. Box 251 
Portsmouth, Ohio—Tel. EL 3-7440 
MULTIPLE LINE ADJUSTERS 

















IAL 
stancies 





THE JOHNSON COMPANY 





P. G. Roger, Pres. P. J. Roger, V.P. 


AGENCY CLAIM SERVICE 
602 Minnesota Avenue 
Kansas City, Kansas 


Phones: Day—DRexel 1-7600 
Night—Finley 2-2739 











VANDERMOERE & COMPANY 





BIERMAN-CONDRAY, INC. 

















isti ichi Lee Vandermoere BRANCH BRANCH 
eapeliesadenrich P. G. Roger Company, Inc. asermaeiniiabanaite 7710 Carondelet 121 S. 10th St. 
First National Building . , ; Clayton, Mo. Mt. Vernon, Ill. 
P.O. Box 466‘ Tel: 208 18610 W. Eight Mile 1347 N. Ponneytvania St. mamecenes 
MARQUETTE IRON MOUNTAIN Detroit 35, Michigan Indianapolis 2, Indiana 506 Olive St. 
ALL LINES Office: ME 4-8462 St. Louis, Mo. 
" Leo S. Walsh Des Moines, la. - - - 
H. R. Kime F. J. ROHDE CENTRAL CLAIMS SERVICE 
: Adjuster 
Insurance Adjusters ADJUSTMENT CO. Otto B. Kahre, Manager 
Insurance Exchange 235 Insurance Exchange Building 
300 East Fall Creek 3832 WEST BURLEIGH STREET Tels.: CH 3-8129 Res. BL 5-8312 


Boulevard, Suite 200 
Indianapolis 5 


MILWAUKEE 10, WISCONSIN 
PHONE HILLTOP 2-6485 














Chicago 4, Ill. 


W. W. Bloom 
R. E. Youngquist 





Automobile - General Liability - Compensation 
Fire & Windstorm - 


“Twenty-four hour claim service for 


Inland Marine & Burglary 








Insurance Companies” 















16 


INDEPENDENT ADJUSTERS CONVENTION 


HieNATIONAL UNDERWRITER 


May 12, 196] 





































we) MARQUETTE 
~ ‘y) 


mum Sime 


MANISTIQUE * 


AACR imawe Cite, BO Bertene: Ste asts Oanedge 

















24-Hour Telephone Service to all 3 Strategically Located Offices 
MARQUETTE — CA 5-0813 


MICHIGAN'S UPPER PENINSULA 


THE JOHNSON COMPANY 


Stephen S. Johnson 


MANISTIQUE MARQUETTE IRON MOUNTAIN 
First National Bank Saving Bank Bldg. Commercial Nat'l Bank Bldg. 
P. O. Box 466 P. O. Box 937 P. O. Box 308 


Telephone 208 Telephone CA 5-0813 Telephone 774-4114 


ALL LINES 





texans to aver 


The First, Largest and Best Insurance Claim Facility Serving the 
Entire Insurance Industry In Michigan's Upper Peninsula 





RL Lynch 


AND COMPANY 
INSURANCE ADJUSTERS 
526 SOUTH SEVENTH STREET 


POST OFFICE BOX 175 
SPRINGFIELD, ILLINOIS 


Home Office: 


Day & Night Phones: Lakeside 7-7835 


BRANCH OFFICES 


314 Belle St—P.0. Box 51 223a East Main St.—P.0. Box 236 
ALTON, ILLINOIS BELLEVILLE, ILLINOIS 
Day & Night Day Phone: Adams 4-3750 
Phone: Howard 2-0637 Night Phone: Adams 4-5897 
H. L. Boyer, Mgr. N. L. Maul, Mgr. 


Standard Office Building 
DECATUR, ILLINOIS 
Day & Night Phones: 428-4318 
W. C. Miller, Mgr. 


Commercial Bank Building 
PEORIA, ILLINOIS 
Day & Night Phones: 674-8109 
J. M. VanHoose, Mgr. 


RESIDENT ADJUSTERS 


Jack W. Fee F. P. Theriault 
JACKSONVILLE, ILLINOIS MATTEAN, ILLINOIS 
P.0. Box 447 P.0. Box 92 


Phone: Chestnut 5-4161 
If no answer call 
Springfield—LA 7-7835 


Phone: Adams 4-6110 
If no answer call 
Decatur—428-4318 


Automobile—Casualty—Fire—(all lines) 





































UNITED ADJUSTMENT 


& Inspection Co. 


Home Office: Box 8769, Kansas City 14, Mo. Tel.: EMerson 3-3640 


G. B. Martin, President 


E. R. Remick, Treasurer 


Wm. Cashman, Vice-President 
E. C. Childers, Casualty Claims Mer. 


Careful and impartial attention given to the adjustment of your fire and 
allied lines, casualty and inland marine claims, on the basis of our 31 
years of experience. We maintain the fully equipped branch offices listed 
below, staffed by competent and experienced adjusters, to service your 
needs. 


Branch Offices 


Colorado 
Denver, Dale Koepke, Mer. 


Missouri 
Kansas City, F. K. Riley, Mer. 
St. Louis, James T. McDermott, Mer. 
Joplin, A. N. Farris, Mgr. 
Columbia, Clarence Willey, Mer. 
Springfield, Jack Carrithers, Mer. 
Jefferson City, Loren Welch. Res. Adj. 


lowa 
Des Moines, Ed J. McPartland, Mer. 
Storm Lake, James Hill, Mgr. 
Waterloo, J. M. Suter, Mer. 


Illinois 

| Kansas Peoria, C. E. Stevens, Mer. 
Wichita, Lee Brown, Mer. 

Salina, Dale E. Fronk, Mer. 


Arkansas 
Little Rock, D. R. Springer. Mer. 


“Our 31st Year of Service” 
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JOHN ROANE, INC. 


Insurance Adjusters 


Est. 1931 


Home Office 
500 Eqfiitable Bldg. Baltimore 2, Md. 


LExington 9-0288 
Fire — Casualty — Inland Marine 


Delaware, Maryland, Virginia, 


West Virgnia, Washington, D. C. and Ohio 


-aihite~ 
AIMEE 






Thirty Years of Service 
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LINDSEY & NEWSOM 


Longview, Lufkin, Palestine, 


Texarkana and Tyler, Texas 


BROWN BROTHERS 
ADJUSTERS 


545 SANSOME STREET 
SAN FRANCISCO 
EXBROOK 2-2825 


C. C. THOMPSON AND COMPANY 


MAIN OFFICE 
C. C. Thompson; K. P. Ray, 
J. Roy Moneypenny 
294 21st Street (Zone 1 2) 
Phones: Day—TEmplebar 2-7943 


Night—TWinoaks 3-3265 
ALL LINES 








FRASER ADJUSTING OFFICE 
Insurance Adjusters * Investigators 


- ALL LINES - 


KAHL BUILDING—PHONE: 326-1644 
DAVENPORT, IOWA 








UNITED ADJUSTMENT 
& INSPECTION CO. 


Our 31st Year of Service 
in the Mid-West 











| SAUUNIAVUVUVAVNNNNNNNUNULULUN UAL: 


SOUTHWESTERN 
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H. A. BROOKS 
CLAIMS SERVICE 


104 Walker Bldg. - 1606 Avenue N 
LUBBOCK, TEXAS 
Telephones: Office: POrter 3-3448 

Home: SWift 9-8384 











LLOYD CALDWELL CORP. 


CLAIMS SERVICE 
Established 1919 


303 W. Cypress St. 
San Antonio 6, Texas 
Branch Offices 
Houston Dallas 


Harlingen Corpus Christi 








E. R. LIVERMORE-QUINN 
& CO. INC. 


138 S. Central Ave. 
Phoenix, Arizona 


Phone: Alpine 8-5301 


CHAMBERS & BARBER 
INSURANCE ADJUSTERS 
INSURANCE CENTER BUILDING 
493 ALMADEN AVENUE 
SAN JOSE 10, CALIFORNIA 
CYPRESS 3-0309 


DUKE TROTTER 
H. R. TROTTER & CO. 
INSURANCE ADJUSTERS 
7710 MELROSE AVE. 


LOS ANGELES, 46, CALIF. 
WEBSTER 8-2644 








Greetings From New Orleans 
MIAZZA ADJUSTMENT COMPANY 
Edward T. Miazza 
New Orleans 12, La. 


A NAME SERVING INSURANCE COMPANIES 
FOR OVER A “HALF CENTURY" 


Eugene H. Miazza 


NELSON GARY 

Insurance Adjuster 

542 South Broadway 
Los Angeles 13 
MAdison 4-7001 


VINT & EVANS 


Insurance Adjusters 
730 S. Western Ave.—Los Angeles 5 
DU 5-4111 
14200 Ventura Blvd.—Sherman Oaks 
TR 3-4711 
312 E. 17th St.—Santa Ana 
KI 7-7421 








— Greetings — 
REMMERT ADJUSTMENT CO. 
Home Office, Oklahoma City 
Branch Offices, Tulsa, Ponca 
City, Lawton 


R. L. GRESHAM & CO. 
312 Las Vegas Blvd., No. 
Las Vegas, Nevada 


Phones: Day DUdley 4-9700 
Night—DUdley 4-6164; 
ORchard 8-4357; DUdley 2-8376 
All Lines 





SCOTT WETZEL CO. 
428 South Main St. 

Salt Lake City 1, Utah 
Phones Day: DAvis 2-254] 


Night: INgersoll 7-8065; 


HUnter 5-2307 
All Lines — Surplus Lines 











Greetings From: 
Southwest Adjustment Co. 
Home Office—Oklahoma City 


Branch Offices—tTulsa, Lawton, 
Ardmore, Enid, Clinton, Woodward 








LYLE ADJUSTMENT COMPANY 
GENERAL INSURANCE ADJUSTERS 
3424 N. Central Avenue 
Phoenix, Arizona 


Whitfield L. Mercer, President & Gen. Mgr. 
Guy J. Panarello, Vice President & Treasurer 
Wm. C. Robinson, Vice President & Secretary 
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HART W. REAVES 
REAVES & HAY 
INSURANCE ADJUSTERS 
1139 WEST SIXTH STREET 


LOS ANGELES 17, CALIF. 
HUNTLEY 2-4462 








FRANK ALLYN, INC. 
914 Second Ave. 
Seattle 4 
MAin 3-8890 











LIGHT ADJUSTMENT CO., INC. 
Little Rock, Arkansas 


Insurance Adjusters 
34 Years Experience 


11 Offices in Arkansas 











ARIZONA ADJUSTMENT AGENCY 
Insurance Claims Exclusively 
B. F. Hunter F. L. Hunter 
W. E. Bauman, Jr., Co-Owners 
132 S. Central, Phoenix 


Branch Offices 
2629 E. Speedway 
210 N. Agassiz 
150-B. Court Street 





MONTE REID 
AND ASSOCIATES 
ADJUSTERS AND INVESTIGATORS 


MONTE REID 
1029 Oak Street, Oakland 7, Calif. 
TWin Oaks 3-8737 











ARTHUR E. CAMPBELL-HUSTED CO. 
511 DEXTER HORTON BLDG. 


ZONE 4—MAIN 4-4313 
SEATTLE, WASHINGTON 
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Welcome to Chicago 
H. B. WELLBORN & COMPANY 
Servicing an Area 150 Miles From Our Chicago Office 
OHN mT HUNT & CO INC INDEPENDENT INSURANCE ADJUSTERS 
JOHN H. ° — ALL LINES — 
Investigators & Adjusters x 
330 South Wells St Home Office: 1301 West Pine Street, Hattiesburg, Miss. 
Chinen tyne P. ©. Box 1531—Day Phone: JU 4-5458—Night: JU 4-8384 
All Phones HA 7-0830 GULFPORT, MISS. MERIDIAN, MISS. 
24 Hour Service P. O. Box 319—UN 4-1915 P. O. Box 669—483-4236 
is 304-5 Hewes Bldg. 223-4 Lamar Bldg. 
FIELD REPRESENTATIVES LAUREL, MISS. NATCHEZ, MISS. 
Waukegan Wheaton McHenry P. O. Box 326—8-7347 P.O. Box 307—5593 
Elgin Aurora Joliet Kankakee Arcade Bldg. 408 Main Street 


Southern Wisconsin, Lake Geneva, Wisconsin 
Gary and Northwestern Indiana Area 








SERVING SOUTH MISSISSIPPI * WESTERN ALABAMA ° EAST CENTRAL LOUISIANA 














— ALL LINES — 


R. S. LANDEN ADJUSTMENT COMPANY 
71 EAST STATE STREET 
COLUMBUS 15, OHIO 

















William A. Bruckmann & Co., Inc. 
ADJUSTERS FOR THE INSURANCE COMPANIES 


589 CENTRAL AVENUE 
EAST ORANGE, N.J. 





onone 2 $3, 


All Lines 
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Frank L. Erion Co. 


FRANK L. ERION 

E. R. BRUNKE 

J. GALLOWAY 
HAROLD F. AUSTIN 


EDWIN H. BUSCH 
R. M. RYAN 

E. W. HECHT 

JOHN P. FOERSTER 


Independent Adjusters 


* 
All Lines 
* 


Tel. DEarborn 2-0800 
215 So. Wacker Drive 
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Welcome and Greetings 
to all age 
NAIIA Members and Guests 


from 


R. L. “BOB” GRESHAM & CO. 


Multiple Line Adjusters 





312 N. 5th St., LAS VEGAS, NEV.—DUdley 4-9700 


Member: California Association of Independent Insurance Adjusters; 
Nationa! Association of Independent Insurance Adjusters; Southern Nevada Claims Association 








Telephone 
WAC bash 2-8488 





Toplis.and Harding, Ine. 


ADJUSTERS AND SURVEYORS 
Duston, Chiago, Detroit Ses Angeles, New Orkeans, NewYork, Toronty 
Doard og Trade: Building 
Chicago 4 


_Cablegrams 
; Spoles . Chicago 
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J. B. EVANS 
ADJUSTERS 
J. B. EVANS 


DAYS—BR 2-0371 
NIGHTS—BR 2-1726; SK 2-3807 
1019 South 12th St., Tacoma, Wash. 














LESSER ESDON 
AND COMPANY 


811 Southwest Sixth Avenue 
Portland 4, Oregon 
Capitol 7-6696 








JACK C. NEER 
COMPANY 
INSURANCE ADJUSTERS 
1220 S.W. Columbia St. 
Portland 1, Oregon 


CApitol 8-8424 
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FREE CLAIMS SERVICE 
519 Pile; Box 308 
Clovis, New Mexico 


Phones: Day—POrter 3-3634 
Night—POrter 3-3740; 
PO 3-4077 








McMillan Claim Service 


Adjusting Facilities in these cities 
PUEBLO GREELEY 
BOULDER DENVER 
GRAND JUNCTION 
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Se ames ¥. DANN Company 
2 wane BD INSURANCE CLAIM SERVICE 


HOME OFFICE: 5339-41 W. DEVON AVE.. CHICAGO 46. ILL 


66 3? ROdney 3-1100 
(5 lo Chicago 


A HALF CENTURY OF PROGRESS 
AN INDIVIDUAL OWNERSHIP ROUNDING 
OUT 50 CONTINUOUS YEARS OF STAFF 
AND INDEPENDENT COMPANY SERVICE IN 
CHICAGO LAND AREA 


BRANCH OFFICES 








Joliet, Illinois Aurora, Illinois Waukegan, Illinois 
Morris Building Merchants Nat'l Bank Bldg. 228 N. Genesee Street 
Saratoga 6-2613 Twin Oaks 6-5125 Majestic 3-4540 
Ottawa, Illinois Gary, Indiana 
Central Life Blda. 411 Connecticut Street 
Hemstead 3-1474 Turner 6-1858 























Robert M. Hill Company, inc. 


INSURANCE ADJUSTERS 





SERVING THE INSURANCE INDUSTRY SINCE 1921 
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8250 W. McNichols Road Detroit 21, Michigan 
Robert M. Hill, Pres. James F. Moriarty, V.P. 
E. B. Bystrom, Exec. V.P. L. C. saffney, Sec.-Treas. 




















HORTON ADJUSTMENT CO., Inc. 


BENJAMIN HORTON, President 


FRANK A. HABERLIN * EMMETT W. CORRIGAN + FRANK B. AUBREY 
HAROLD M. COONS : Vice Presidents 


. - a HOME OFFICE: LOUISVILLE 2, KENTUCKY 
a 304 West Liberty Street JUniper 3-8335 





BRANCH OFFICES: 
KENTUCKY: Bowling Green, 301 Main St.; Corbin, 106 Gordon St.; 
Elizabethtown, 120 N. Mulberry St.; Hazard, 528 E. Main St.; Hopkins- 
“You can relax—when you ville, Phoenix Bldg.; Lexington, 1389 Leestown Road; Madisonville, 
ee Steinfeld Bldg.; Owensboro, 214 W. Third St. @ OHIO: Cincinnati, 
1433 E. McMillan Si. 


Aduster Gus says: 


dependent adjuster on the 
RESIDENT ADJUSTERS 


Frankfort, Glasgow and Somerset, Ky. 


COONS and HORTON 
426 Bank St. - New Albany, Indiana » WHitehall 5-6614 


job for you.” 


Members: Indiana and Ohio Associations of Independent Insurance Acjusters 
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Phoenix of London’s new MOTEL POLICY gives you still an- 
other opportunity to offer clients and prospects greater pro- 


tection at much lower cost. 


policy rates. 


.. up to 25% less than individual 


M P may be tailored to provide all the property, liability and 
fidelity coverages which the motel owner needs— in one policy 


with one premium. 


Ask your Phoenix Fieldman for details and especially request 
that he show you how you can Profit By M P. 


MP may not be available in your state yet, but it will be soon. 


Build your future with... 


PHOENIX OF LONDON GROUP 
55 Fifth Avenue 


New York 3, N.Y. 


Phoenix Assurance Company of New York 


London Guarantee & Accident Company, Ltd. 
The Union Marine & General Insurance Company, Ltd. 


providing protection for more than seven quarter centuries 
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Silent Helper For Marine Covers 


Lumbermens Mutual of Mansfield, O., has furnished its producers with an 
inland marine kit which enables them to keep all pertinent materials in one 
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USE THIS Kiy 
for SERVICE 
and PROF y : 
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place for ready 
reference when 
writing the nu- 
merous inland ma- 
rine covers offered 
by the company. 
The kit, which fits 
into a standard 
file, is a custom 
made expansion 
type folder with 
individually tab- 
bed dividers. Var- 
ious forms con- 
tained in each 
section are listed 
on the tabs. The 
company feels that 
many producers in 
the past have over- 
looked the profit 
potential in marine 
covers. The new 
kit is designed to 


i al 


ine 


help them get their share of this market and to provide the most convenient 


way of submitting business. 


The company’s marketing attention is currently 


focused on commercial packages. It offers covers for apartment owners, motels, 
retail stores and laundry and dry cleaners. Others are on the drawing board. 
One problem, which the company has recognized for some time, is how to keep 
intact and in a prominent position in an agency the supplies necessary for the 
production of coverages it is currently seeking. Accordingly, kits like the inland 
marine portfolio pictured are being developed for various categories. A master 


folder is also contemplated. This will 


centralize all the company’s promotion 


and allied materials in agents’ offices. 
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HOME OFFICE 


1COO NORTH DELAWARE 


IN DtANAPOLIS 2. 


AUTOMOBILE INSURANCE CO. om. 


A CAPITAL STOCK COMPANY 


INDIANA 





Cotter To Midwest Bond 
Post For United Pacific 


William J. Cotter, manager of the 
fidelity and surety department of 
United Pacific at Spokane, will be- 


come head of the company’s bond op- 
erations in Minnesota, North and South 
Dakota and parts of Wisconsin and 
Iowa, succeeding Ralph L. Blum, whose 
forthcoming retirement (June 30) was 
recently announced. 

United Pacific will open an area of- 
fice on or about July 1 at Minneapo- 
lis, with Mr. Cotter in charge. 

Mr. Cotter was assistant manager of 
United Pacific’s northwest bond opera- 
tions before his assignment to Spo- 
kane. He has been with the company 
since 1952, prior to which he was with 
the J. C. Boespflug Construction Co. 


300 Attend Mutual Agents 
Sales Conference At Lansing 


The property imsurance sales con- 
ference offered by Michigan Assn. of 
Mutual Insurance Agents and Michi- 
gan 1752 Club at Lansing was attend- 
ed by 300 agents and company rep- 
resentatives. 

Dr. Arnold E. Schneider, dean of the 
business school at Western Michigan 
University, and John S. Bickley, in- 
surance professor at the University of 
Texas, were the principal speakers, 
Dr. Schneider talking on “Motivation 
in Sales Effort,” and Mr. Bickley on 
“Revolution in Insurance Marketing.” 

The registrants also saw the film, 
“The Strangest Secret.” 


Five New NAIIA Members 


The addition of five new members 
to the roster of National Assn. of In- 
dependent Insurance Adjusters brings 
total membership to 465 as of May 3. 

The new members are Hulbert Ad- 
justing Co. of Salt Lake City, Kistler 
Claim Service of Denver, Kistler- 
Mitchell Claim Service of Sterling, 
Colo., Lally Adjustment Bureau of Mi- 
ami, and Carl Warren & Co., of Los 
Angeles. 


Huppmann Is Advanced 
Telephone Employees of Baltimore 
has appointed Paul H. Huppmann 
assistant treasurer. He was with Mary- 
land Indemnity & Fire Insurance Ex- 
change in charge of the accounting 
and _ statistical departments before 
joining Telephone Employees in 1960. 





Producers— 






ODERNIZE 


LAIMS 


PERATIONS 


GIVE YOUR POLICYHOLDERS: 


1. Instantaneous Service throughout 
U.S.A., Alaska, Canada and Puerto 
Rico. 


2. 455 Supervising Adjusting offices 
chosen by Insurance Companies. 


3. Adjusting facilities wherever com- 
petent adjusters exist. 

4. Over 55,000 points of contact, 
mostly 24 hours a day, 7 days a 
week, 


5. Listings for your adjusters in over 
35,000,000 telephone directories. 
(Many other advantages too numer- 
ous to list.) 


THE MYCO PLAN IS FROM 
20 TO 50 TIMES AS EFFECTIVE AS 
ANY COMPANY-SPONSORED PLAN 
NO CHARGE!! 
QUALIFIED COMPANIES ONLY 
Myco Adjusting Service, Inc. 
914 Second Avenue, Seattle, Washington 
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Transit Casualty Buys 
Life Running Mate 


State National Life of St. Louis has 
been acquired by Transit Casualty and 
will be operated as a running mate of 
that company. 

Officers of State National recently 
elected, are: Preston Estep, chairman; 
J. D. Reeder, president; William T. 
Conway, vice-president and secretary; 
Aloys T. Bolfing, treasurer; and Lloyd 
E. Boas, vice-president and general 
counsel. 

As of Dec. 29, 1960, capital and sur- 
plus of State National was increased 
from $335,000 to $1 million. It has 
about $20 million in force. After June 
1, the company will be located in the 
same building with Transit Casualty 
at 901 Washington Avenue, St. Louis. 

Mr. Estep has been with Transit 
Casualty since its beginning in 1945, 
Mr. Reeder heads the operational staff 
of the company and has been in recent 
years the chief actuary of the Illinois 
department and later was the vice- 
president and actuary of the Missouri 
Ins. Co., which was absorbed by West- 
ern & Southern Life. The new super- 
intendent of agents is Wayne J. Kras, 
who was recently with the Federal 
Life & Casualty. H. H. Locke, who has 
been with State National since its be- 
ginning, continues in an operational 
capacity and L. A. Koerner, who has 
been in the treasury department for a 
number of years, continues in that 
department. 


Great American In 
Consolidation Moves 


In Central Illinois 


Great American has consolidated its 
central Illinois operations into field 
offices at Peoria and Decatur. 

Field Supervisors Charles E. Burk 
and Maurice F. Radtke will make their 
headquarters in the Commercial Na- 
tional Bank Building at Peoria. Field 
Supervisor James B. Erdmier and Spe- 
cial Agents Joseph E. White and Omer 
V. Tomlinson will make their head- 
quarters at 244 North State Street, De- 
catur, Illinois. 

Henry A. Gerke, field supervisor 
at the former Springfield office will as- 
sume duties at the company’s western 
department in Chicago. 


Insurers Win Arson Case 


Before Southern Ill. Jury 

A jury in U. S. district court at 
Cairo, Ill., held for the insurance com- 
panies in a fire loss case in which the 
insurers used arson as a defense. Sam- 
uel Levin, the Chicago insurance at- 
torney with Levin, Upton & Glink, 
represented the companies in this ac- 
tion—McDaniel vs Home, et al. The 
companies were sued for building and 
contents loss to a store and residence 
on the second story of the property in 
Cairo. Investigation by the fire de- 
partment and the state fire marshal 
and the arson department of the Na- 
tional Board disclosed a timing device 
in the attic which was plugged into 
an electric socket and caused a fire. 
The insured and his wife were on a 
trip ir. the south at the time of the 
loss. 

The defense of the companies was 
arson, failure to file proof of loss and 
false swearing in the examination un- 
der oath and under discovery deposi- 
tion. The insured were represented by 
Reed & Hines of Paducah, and C. Rob- 
ert Hall of Cairo. 

Arnold & Watts, Miami adjusters, 
has opened a branch office in Key 
West with D. F. Hazelton in charge. 
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Borstad And Tenney 
Raised By Travelers 


Travelers has named Stephen G. 
Borstad assistant superintendent of 
agencies, casualty-fire agency depart- 
ment. H. Martin Tenney Jr., has been 
appointed assistant secretary, fire and 
marine division. 

Mr. Borstad joined the group in 1938 
in office administration. He has sub- 
sequently been field supervisor at 
Omaha, assistant manager there and at 
St. Louis, and manager on reassign- 
ment to Omaha in 1958. These posts 
were in casualty, and fidelity and 
surety lines. 

Mr. Tenney went with the company 
as field supervisor in 1946. Since then, 
he has been assistant manager at 
Rochester, N. Y., Philadelphia, and 
Camden, N. J., and since 1957 manager 
at Syracuse. These assignments were 
in fire and marine. 


Defendants Win Most Cases 
But Awards Are Big 


Plaintiffs won only five of 15 jury 
verdicts in personal injury cases last 
week in Chicago, according to the sum- 
mary prepared each week by Cook 
County Jury Verdict Reporter, but 
damages awarded totaled $149,000. 

Since Sept. 1, 1960, when the courts 
resumed after the summer recess, de- 
fendants have won 251 verdicts, plain- 
tiffs 198, and 26 juries were dead- 
locked. 

Last week a jury awarded $73,000 
to a plaintiff who lost his leg as the 
result of being struck by an unlighted 
freight train en route to a repair track. 
Another plaintiff (age 5) won $40,000 
for burns suffered on his leg in a bon- 
fire in an alley. 


“Agent Approved!’’ Significant words? 
You bet. . . and here’s why! 


1. Ohio Farmers new 4-Star Budget Plan 
is the simplest and most effective 
method of selling insurance in this in- 
stallment conscious world . . . and 
4-Star is available exclusively to the 
Ohio Farmers agent. 


2. Ohio Farmers agents have given 4-Star 
their wholehearted approval and are 


MUNICH 


REINSURANCE 


COMPANY 


UNITED STATES BRANCH 





Multiple 
Line 
Reinsurance 


EXECUTIVE OFFICE 


410 PARK AVENUE « NEW YORK 22, N.Y. 


SOUTHERN AND FACULTATIVE DEPARTMENT 
1375 PEACHTREE STREET, N. E. ATLANTA 9, GEORGIA 


Ohio Farmers 


Fours far 


demonstrating their continued ap- 
proval daily with more and more sales 
through this plan. 

Get in touch with an Ohio Farmers fieldman 
to learn how *“‘ Agent Approved ”’ 4-Star 
Budget Plan can become your best “Buyer 
Approved” plan. 

It’s the Sensible Way to SELL Insurance. 


Ohio Farmers Companies 


OHIO FARMERS INSURANCE COMPANY, CHARTERED 1848 
SUPERIOR RISK INSURANCE COMPANY, LeROY, OHIO 


BUDGET 
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THE ANSWERS TO YOUR REINSURANCE REQUIREMENTS 
ARE YOURS FOR THE ASKING 


OCEAN REINSURANCE COMPANY « ceoar rapios, 1own 


Conventions 


May 14-15, Nebraska mutual agents, annual, 

Town House, Omaha. 
| May 14-16, Iowa agents, annual, Savery Hotel, 
Des Moines. 

May 14-16, Pennsylvania agents, annual, Bed- 
ford Springs Hotel, Bedford. 

May 14-17, Insurance Accounting & Statistical 
Assn., annual, Biltmore Hotel, Los Angeles. 

May 16, Southeastern Underwriters Assn., an- 
nual, Atlanta Biltmore Hotel, Atlanta. 

May 16-19, Insurance Company Education 
Directors Society, annual, Wagon Wheel 
Lodge, Rockton, IIl. 

May 16-19, National Assn. of Independent Ad- 
justers, annual, Sheraton Towers Hotel, Chi- 
cago. 

May 18-19, Arkansas Agents, annual, Arlington 
Hotel, Hot Springs. 

May 18-20, Texas agents, annual, Galveston. 

May 19-20, North Carolina Health Underwrit- 
ers Assn., sales congress, Barringer Hotel, 
Charlotte. 

May 21-23, Tennessee mutual agents, annual, 
Riverside Hotel, Gatlinburg. 


May 22, National Assn. of Mutual Casualty 
Companies, annual, Edgewater Beach Hotel. 
Chicago. 

May 22-24, American Mutual Insurance Alli- 
ance, Edgewater Beach Hotel, Chicago. 

May 23-24, Illinois Bureau of Casualty In- 
surers, annual, St. Nicholas Hotel, Spring- 
field. 

May 25, National Board of Fire Underwriters, 
annual, Commodore Hotel, New York City 

May 25-26, Underwriting Executives Council, 
annual, Neil House, Columbus, Ohio. 

June 4-9, National Assn. of Insurance Com- 
missioners, annual, Bellevue Stratford Hotel, 
Philadelphia. 

June 7-11, National Assn. of Public Insurance 
Adjusters, annual, Concord Hotel, Kiamesha 
Lake, N.Y. 

June 12-14, International Assn. of Health Un- 
derwriters, annual, Waldorf Astoria Hotel, 
New York City. 

June 14-17, Carolinas mutual agents, annual, 
Grove Park Inn, Asheville, N. C. 


June 15-16, Wisconsin mutual agents, annual, 
Schwartz Hotel, Elkhart Lake. 

June 15-17, Mississippi agents, annual, Edge- 
water Gulf Hotel, Edgewater Park. 

June 18-21, Conference of Mutual Casualty 
Companies, management conference, Hershey 
Hotel, Hershey, Pa. 

June 18-21, Insurance Advertising Conference, 
annual, Equinox House, Manchester, Vt. 
June 21-23, Georgia agents, annual, General 

Oglethorpe Hotel, Savannah. 

June 22-23, Pennsylvania Assn. of Mutual 
Insurance Companies, annual, Hotel Bruns- 
wick, Lancaster. 


| June 25-28, Consumer Credit Insurance Assn., 
annual, Sheraton Towers Hotel, Chicago. 

June 26-27, New Jersey mutual agents, annual, 
Sussex & Essex Hotel, Spring Lake. 

June 26-28, Virginia agents, annual, The Home- 
stead, Hot Springs. 

June 28-30, Maryland agents, midyear, Stow- 
away Motel, Ocean City. 

June 29-July 1, Florida agents, annual, Fon- 
tainebleau Hotel, Miami Beach. 

July 4-6, International Assn. of Insurance 
Counsel, annual, Queen Elizabeth Hotel, 
Montreal, Canada. 

July 16-22, National Assn. of Claimants’ Com- 
pensation Attorneys’ Bar Assn., annual, 
Statler-Hilton Hotel, Boston. 

Aug. 6-10, Honorafle Order of the Blue 
Goose, annual, Statler Hotel, New York City. 

Aug. 10-12, Louisiana mutual agents, annual, 
Edgewater Gulf Hotel, Edgewater Park, Miss. 

Aug. 13-16, West Virginia agents, annual, The 

| Greenbrier, White Sulphur Springs. 
Aug. 17-19, Texas mutual agents, 

Texas Hotel, Ft. Worth. 

Aug. 20-22, Montana agents annual, Finlen 

Hotel, Butte. 

| Aug. 21-22, South Dakota agents, annual, Mar- 
| vin Hughitt Hotel, Huron, 

Aug. 21-23, International Federation of Com- 
mercial Travelers Insurance Organizations, 
annual, La Fonda Hotel, Santa Fe, New 
Mexico. 

Sept. 7-8, Utah agents, 
Hotel, Salt Lake City. 
Sept. 7-9, New Jersey agents, annual, Traymore 

Hotel, Atlantic City. 
| Sept. 7-9, New Mexico agents, annual, La 
Fonda Hotel, Santa Fe. 
| Sept. 10-12, Kentucky mutual agents, annual, 
| Kentucky Hotel, Louisville. 

Sept. 10-12, New Hampshire agents, annual, The 

| Balsams, Dixville Notch. 

| Sept. 11-12, Minnesota mutual agents, annual, 
Pick Nicollet Hotel, Minneapolis. 

| Sept. 14-15,, Conference of Mutual Casualty 
Companies, sales & agency conference, Con- 

| rad Hilton Hotel, Chicago. 

Sept. 15-16, Minnesota agents, annual, Kahlor 

| Hotel, Rochester. 


Sept. 16-20, Michigan agents, annual, Grand 
Hotel, Mackinac Island. 
Sept. 17-19, Indiana mutual agents, annual, 
Marott Hotel, Indianapolis. 
| Sept. 17-19, Oregon agents, annual, Benson 
| Hotel, Portland, 


annual, 


annual, Newhouse 
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Through the years 

since 1/99—agents have 
been pleased with 

the friendly cooperation 
of Providence Washington. 


You do well when you sell 
PROVIDENCE 
WASHINGTON 


THE COMPANY WITH 
QUALITY * INTEGRITY * FRIENDLINESS 


20 Washington Place 
Providence 1, R. |. 








WHERE TO PLACE 
YOUR BUSINESS 


A guide or directory of responsible and 

adequately equipped local agents. These 

offices have nation-wide facilities for han- 
dling your out-of-state business. 








BURGLARY, HOLDUP, AUTO PHYSICAL DAMAGE, 
Beauty Parlor Liability, OL&T and Auto Medical 
Expense Coverage for Assigned Risks Anywhere in 
U.S.A. Surplus Line Basis. Quick Quotations. 
Phone or Write 


ALLIANCE ASSURANCE AGENCY 


327 S. LaSalle, Chicago 4, III. 
Harrison 7-0438 








CRITCHELL-MILLER 
INSURANCE AGENCY 


Established 1868 


Insurance Exchange Building 


CHICAGO 








Moore, Case, Lyman & Hubbard 


General Agents 


175 W. JACKSON BLVD. 
CHICAGO 
WAbash 2-0400 








Chris Schroeder & Son, Inc. 
210 E. Michigan St. MILWAUKEE 
Engineering Services—All Lines 
The largest insurance agency in the 
State of Wisconsin 











SOUTHEASTERN UNDERWRITERS, Inc. 
and 
SOUTH GEORGIA INSURANCE AGENCY 


General and Excess Lines Agents 


821 E. 66th St. Savannah, Georgia 
Phone EL 4-1320 Cable—*SOGA” 
1145 Peachtree St. N.E., Atlanta, Ga. 
Phone 876-2200 TWX—AT 983 
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Actuaries Consider WC, Phases Of AR 


Casualty Actuarial Society’s spring 
meeting at Kiamesha Lake, N.Y., was 
attended by representatives of many 
companies which do not have an act- 
uary on the staff. This attendance 
was in response to an innovation in- 
troduced last fall by President William 
Leslie Jr., general manager of National 
Bureau. A gratifying number of mem- 
bers was also on hand. 

R. J. Balcarek, assistant actuary of 
Standard Accident, discussed reserves 
for reopened workmen’s compensation 
claims, and Frank Harwayne, chief 
actuary of the New York department, 
presented a paper on ascertaining the 
normal size of an assigned risk plan. 

Mr. Balearek’s conclusions were 
reached by analyzing the experience of 
Standard Accident from 1936 to 1958. 
The number of closed claims during 
that period exceeded one million, and 
the number of reopened claims amount- 
ed to more than 4,500. 

Mr. Balcarek’s proposed procedure 
consists of estimating separately the 
number of claims to be reopened in 
future and the average incurred cost 
after reopening. His analysis led to the 
conclusion that the best way to esti- 
mate the number of future reopenings 
is to relate the number of reopened 
claims to the number of closings in 
the past in order to develop a proba- 
bility that a claim closed in a parti- 
cular year will be reopened in future. 


The probability thus obtained was 
small but surprisingly stable. More- 
over, it was not correlated with 


changes in unemployment. 
Main Conclusion Reached 

In regard to incurred costs, it was 
found that they are best related to 
average paid costs in the year closing. 
Caution is advised when dealing with 
the incurred costs on reopened claims 
because they are slow in developing 
and there appears to be a tendency to 
incorporate high margins of safety in 
outstanding reserves on these cases. 
But even having taken this into ac- 
count, the average incurred costs on 
reopened claims are about 4.5 times 
higher than the average paid costs in 
the year of closing, Mr. Balcarek said. 

His main conclusion was that rea- 
sonably accurate reserves for reopened 
WC claims can be established by bas- 
ing the estimate on past closed claims 
and their average payments. The con- 
venience of this method lies in the fact 
that both of these figures can be 
promptly and easily obtained, and 
they are not subject to future develop- 
ment. The fact that it has been shown 
that unemployment doesn’t affect 
the rate of reopenings is also of con- 
siderable importance. In the past, the 
rate of reopenings was assumed to be 
a function of the rate of unemploy- 
ment. Consequently, the actuary, fore- 
casting the future course of reopenings, 
found himself usually forecasting the 
future course of the economy, a com- 
plex and difficult job better left to the 
experts in that particular field, Mr. 
Balcarek concluded. 
Analysis Of AR Plans 

In Mr. Harwayne’s paper on ascer- 
taining the size of AR plans, it was 
assumed that, with the applicant’s 
record available, the underwriter will 
accept or reject according to his judg- 
ment of fault of the individual in- 
volved in an accident. It was also 
assumed that this estimate is approxi- 
mated by half of the reported BI 
claim frequency. From this, an appli- 
cation of Poisson theory is used to 
estimate, by class, distributions of 
business free of liability for three 
years. Indices are determined from 
reported proportions of voluntary busi- 


ness in each rate classification com- 
pared against these estimates. 

In New York, Mr. Harwayne noted, 
Manhattan, Bronx and Brooklyn are 
analyzed separately from the balance 
of the state. In the three boroughs, 84% 
of the business is expected to be free 
of liability, and actually 80% of the 
business was written voluntarily. The 
approximate ratio of unity implies the 
plan is consistent with expectations 
based on actual claim frequencies in 
these communities. Figures of 91% 
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Stenographic Department.” 





EMPLOYERS MUTUAL 
CASUALTY CUTS CLAIM 
INTERVIEWING TIME 


50% WITH DIRS 
ee 


times, costs just 4¢, is transcribable, mailable and fileable. 
Since it provides perfect recording quality, is perma- 
nent and unalterable, it can be used as evidence in courts 
where recordings are admissible. 

Let us tell you more about DIRS. Just fill out the at- 
tached coupon, and mail it to us, today. 


Presses ec efee888828789 


e R 
Dictaphone CORPORATION 
730 Third Avenue, New York 17, N. Y., DEPT. NU51 
(J Please send me your booklet on DIRS. 


Cj I would like a trial of the battery-powered TIME-MASTER 
recording machine. 


“DIRS (Dictaphone Interview Recording System) saves 
us man-hours in the field,” says R. B. Wellman, V.P., 
Employers Mutual Casualty Company, Des Moines, 
lowa. “I would estimate during the past two years, we've 
reduced hours spent interviewing policy holders and 
claimants by 50°;. Additionally, because recorded Dicta- 
belt interviews are mailed daily, we have been able to 
smooth out the claim work load in our home office 


The Dictaphone interview recorder is small, light- 
weight, battery-powered; it can be plugged into a wall 
outlet or an automobile cigarette lighter without in- 
verter. It records a claim as fast as a claimant can talk 
... gets every word, every inflection. 

The heart of DIRS is the Dictaphone Time-Master® 
with its exclusive Dictabelt” record. This record’s 15- 
minute recording time covers virtually all interview 


theoretical and 92% actual for the 
balance of the state lead to the same 
conclusion. 

Within both groups, however, the 
index varies substantially for some of 
the classifications. For example, a low 
index shows there is a relative dearth 
of voluntary class 2 business. Con- 
versely, a high index indicates busi- 
ness (class 3) risks use the plan to a 
lesser degree than. expected. 

Giving credit for voluntarily writing 
class 2 business seems to be a worth- 
while corrective measure, Mr. Har- 
wayne noted. The number of risks in 
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AR plans probably would be smaller 
if claim frequency could be reduced 
generally. 

Mr. Harwayne emphasized that the 
method used provides only a rough 
first estimate. It probably could be 
refined and adapted to review AR 
plans in other states, he said. 

Harrison County (W. Va.) Assn. of 
Insurance Agents has elected Alex- 
ander Stout, Clarksburg, president; 
Otha Compton Jr., Bridgeport, vice- 
president; and Margaret G. Saucer, 
Clarksburg, secretary-treasurer. 
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Sees More Hiring 
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Of Actuaries, 


Defines Scope Of Actuarial Duties 


One of the most noticeable changes 
of the last decade has been the greater 
employment of actuaries by fire and 
casualty companies, said S. H. Long- 
ley-Cook, actuary of North America 
and vice-president of Casualty Act- 
uarial Society, at the annual meeting 
of New Jersey chapter of CPCU. A few 
leading casualty companies have em- 


Cut -— 
paperwork, 
up profits 
by selling 


MORTGAGE 
\ SECURITY 
INSURANCE 


UF 
, in volume 


*Available in most States. 


DISABILITY DIVISION 
The Fund Insurance Companies 


3333 California Street, San Francisco 20, California. 


NAME 


ployed actuaries for many years, but 
they have been the exception rather 
than the rule. He analyzed the reasons 
for this increased demand for company 
actuaries and described the new duties 
assigned to them. 

The almost complete lack of rate 
competition in the fire insurance field 
has made the development of rating 


plans for new products unimportant 
until recently. Even on the problems of 
over-all rate levels, the fire rating 
bureaus have suffered from lack of 
actuarial advice, but Inter-Regional 
Insurance Conference has corrected 
past inaccuracies by the promulgation 
of principles and recommended pro- 
cedures for rate bureau review of the 
over-all fire rate level by state. These 
procedures owe much to the able work 
of the conference’s actuarial commit- 
tee, said Mr. Longley-Cook. 

It seems to him inevitable that as 
fire insurance rates become more a 


A single call to a single mortgage institu- 
tion can open the door for sales to every 
home owner it represents. The door-opener: 
Mortgage Security Insurance--a policy with 
outstanding advantages for the institution, 
its home mortgage customers, and you. 


Interested? Here's how it works: The policy 
assures a home owner that if he is totally 
disabled and unable to work because of sick- 
ness or accident, his mortgage payments will 
be made for him after a short elimination 
period. It pays, in fact, for as long as 10 
years if disability is the result of an ac- 
cident,and 5 years if the result of sickness 


Just what home owners --and mortgage insti- 
tutions --have requested. Contact with home 
owners is made by the mortgage institutions 
for you on mailers, enrollment cards and sug- 
gested form letters supplied by The Fund. The 
decision to enroll or not rests entirely with 
each home owner. No high-pressure! And oper- 
ations, including billing and collecting, are 
streamlined for simplicity and low cost. 


And you can sell more when backed by The 
Fund of Experience. Full of vigor, built on 
strength, and fast to serve, The Fund knows 
how to help you grow. 





Start growing right now--by tying-in with 
the big nation-wide push for Mortgage Secur- 
ity Insurance* sales. For complete informa- 
tion and promotional tips, send in the coupon 
below. 
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matter of competition, the need by the 
rating bureaus for actuarial advice on 
the analysis of statistics and the de- 
velopment of individual rates will be- 
come increasingly apparent in the pro- 
perty insurance field. Since the law 
requires the review of rate filings in 
practically every state, Mr. Longley- 
Cook is not surprised that a number 
of actuaries are on the staff of state 
insurance departments. 


Increased Competition 


There can be no question that the 
chief reason for the greater employ- 
ment of actuaries by the larger com- 
panies has been increased competition 
in the business, he said. It is no longer 
possible for any large company to 
leave its rate making problems to the 
bureaus. Problems continually arise 
which require actuarial knowledge, 
and the company which has no actuary 
to turn to will waste much unnecessary 
time grappling with a problem which 
an actuary could quickly answer. 

The actuarial organization of a fire 
and casualty company is generally ad- 
visory. The number of actuaries may 
vary from a company with senior ac- 
tuaries, assistant actuaries and a large 
staff, to a single actuary with no staff 
at all. 

The duties of actuarial departments 
vary from company to company, and 
the actuary’s position depends primar- 
ily upon his personal characteristics 
and those of the management under 
which he works, Mr. Longley-Cook 
said. A _ similar situation confronts 
doctors, lawyers, engineers, and other 
professional people when they serve as 
employes. A good research doctor will 
make no mark at all for himself or the 
medical profession if he is the company 
doctor for a corporation which wants 
nothing but low work-injury costs. 
The actuary will never carve a place 
for himself in any phase of insurance 
that does not interest him. Neither will 
he carve a niche in an area in which 
he is intensely interested but in which 
the management of his organization is 
disinterested. 


Raw Statistics Indigestible 


The actuarial department will nor- 
mally devote a large part of its time 
to the analysis of statistics and the 
development of rates and rating plans. 
The underwriter, presented with a 
large collection of raw statistics, finds 
this diet indigestible and may waste 
much time chewing the unpalatable 
cud. An actuarial department should 
examine and interpret statistics so 
that their important features are 
drawn to the attention of management 
and the underwriting staff. 


For the company making its own 
(CONTINUED ON PAGE 44) 
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Prior Approval Hurts 
Small Insurers, Lemmon 
Tells Agent Meeting 


“Laws which require prior approval 
of rate filings provide a ready-made 
invitation for exertion of pressures on 
the commissioner to deny or stall the 
granting of upward rate adjustments,” 
according to Vestal Lemmon, general 
manager of National Assn. of Indepen- 
dent Insurers. Speaking before the 
Royal Palm Club, top agents of Ameri- 
can Fire & Casualty, Mr. Lemmon said 
that interference with rate-making 
processes had become so serious in 
some states that in order to remain 
solvent some companies had been 
forced to withdraw or severely restrict 
their underwriting. 

“The specter of interference with 
the normal rate-making and under- 
writing processes is one of the prin- 
cipal factors which motivated NAII to 
propose a new model fire and casualty 
rate regulatory bill,” he said. 

A key provision of the proposed 
legislation would streamline the pro- 
cedure for approval of rate changes by 
permitting rate filings to take effect 
automatically, subject to review by 
the commissioner, he explained. NAII 
believes that its proposed bill will 
benefit the public and advance the 
cause of sound state regulation, he 
added. It will bring long-range bene- 
fits to the producers and the com- 
panies, especially the small and medi- 
um-sized companies. 

“Experience has shown that while 
rigid, cumbersome, bureaucratic regul- 
ation is distressing to all companies 
which desire to exercise managerial 
freedom, it handicaps the small and 
medium-sized company much more 
than the very large company,” Mr. 
Lemmon asserted. “The very large 
company can often succeed in battling 
its way through administrative and 
legal obstructions which the smaller 
company does not have the resources 
and staff to overcome.” 


N. E. Mutual Agents In 
R.&S. Automation Plan 


Mutual Agents Assn. of New Eng- 
land has made arrangements with 
Recording & Statistical for the latter’s 
automated agency accounting service. 
The association made a six month 
study before embarking on the project, 
according to Alden L. Lane, Brockton, 
Mass., president of the agent’ group. 

He said that adoption of the service 
indicates that automation may be 
adapted to an independent agent’s 
benefit without destroying any of his 
rights or changing his way of doing 
business. 

Mr. Lane noted that most companies 
are using modern electronic equip- 
ment. However, his group feels that 
agents can use such devices as econ- 
omically as companies can, and in 
some cases can realize greater savings 
through pooling combined agency 
items, thus providing a substantially 
larger base than is available to many 
companies. 


Details of Program 


Agents subscribing to the program 
will furnish weekly to R.&S. duplicate 
copies of customers’ bills, a duplicate 
of cash receipts, and a voucher copy of 
checks issued. The agent will receive 
each month a statement and recapitu- 
lation of company accounts, “aged” 
analysis of accounts receivable, cus- 
tomers’ statements, sales and brokers’ 
reports, profit and loss and financial 
statements. The system will eliminate 
manual posting. 

The program is known as the MORE 
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plan, indicating modern office record- 
keeping electronically. 

Agents interested in enrolling should 
contact Marshall Cobleigh, executive 
secretary of the association, at 19 Elm 
Street, Nashua, N. H. Personal calls 
will be made to each interested agent. 
The system will be explained to him, 
and he will be given an instruction 
manual to help him prepare for the 
time-saving change in his agency. 
Enrollment and instruction will be 
completed in May and June, and the 
system is scheduled for full scale oper- 
ation by July 1. 


Wis. Agents Honor 
State Officials, Also 
Hold Midyear Meeting 


Sponsored by Wisconsin Assn. of In- 
surance Agents, some 300 fire and 
casualty agents honored elected state 
officials and legislators at a luncheon 
in Madison. 

Speaking at the luncheon was Miss 
May Roach, Eau Claire, who spoke on 
“The Search For Security.” 

Agents held their midyear meeting 
prior to the luncheon. Speakers on the 


25 


program included Earl B. Birong, 
agency supervisor America Fore Loy- 
alty group, Chicago, who discussed 
the new commercial property form, 
and Robert J. O’Neill, Milwaukee fire 
manager for American, whose topic 
was the new motel form. 

George Frederick, Beaver Dam, dis- 
cussed market research; J. W. S. Gal- 
lagher, Madison, president-elect of the 
agents’ association, described group 
life considerations, and Donald L. Do- 
herty, president WAIA, presented a 
report on merit rating of automobile 
insurance. 
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Editorial Comment 


An Experiment That Deserves To Succeed 


The plan of companies that write 
health insurance in Connecticut to 
provide citizens of that state 65 or 
older with a program of major medi- 
cal coverage is a refreshing relief 
from the political dispute over medical 
care for the aged under the social 
security system. Here is a practical, 
well-conceived, cooperative program to 
meet a public need. It is an insurance 
solution to a problem that has at- 
tracted wide public attention. 


As time goes on, the Connecticut 
plan should provide a great deal of 
facts and statistics that are needed in 
an area that in recent times has been 
plentifully supplied with few figures 
but with many charges and counter- 
charges, opinions and assumptions, 
and just plain political heat. 

The bill permitting the insurers to 
join in establishing the program was 
passed. As William N. Seery of Trav- 
elers, speaking for Connecticut com- 
panies in support of the bill before 
the state legislature, said, individuals 
over 65 cannot generally buy major 
medical. Though 600,000 citizens of 
the state have it, many do not. Also, 
he pointed out, many of them can 
and want to pay for it. It is to fill this 
need that the companies are acting. 

Individual insurers have not moved 
aggressively into this field with major 
medical because of so many unknown 
factors, in addition to the large po- 
tential liability. The companies will 
form a voluntary unincorporated as- 
sociation to pool their experience and 
underwriting capacities to experiment 
and develop the coverage for older 
people. The program will be operated 
so that any excess of premiums Over 
losses, expenses, and a small risk 
charge will be used for the people 
insured. 

Basic hospital-surgical benefits are 
available to those who do not have 
them. On top of this is the principal 
coverage, major medical, which is of- 
fered in a high and a low option. There 
is a $100 deductible, coverage of up to 
$2,500 a year, with a maximum of 
$10,000 under the high option during 


the individual’s lifetime. 

Preliminary estimates of monthly 
rates are $7.50 for low option major 
medical only, $10 high option major 
medical only, $14.50 low option plus 
basic hospital-surgical, and $17 for 
high option major medical plus basic 
hospital-surgical. 

The individual’s coverage will not 
be cancelled unless the plan is dis- 
continued for all members. However, 
it is not anticipated that the plan will 
be discontinued unless a federal or 
state program is enacted which makes 
continuance impractical. 

The Connecticut program is signifi- 
cant in bringing the talent and re- 
sources of the private insurance to bear 
upon a serious problem where it origi- 
nates, locally, in a way that should en- 
able a great many persons to do what 
they would like to do, help themselves. 
It will be surprising if this experiment 
will not produce good, solid facts which 
everyone will be glad to trade for the 
opinions and arguments that have been 
flying through the air with great veloc- 
ity— and very little satisfaction or en- 
lightenment.—K.O.F. 





Personals 


L. K. Kirk, president Standard Ac- 
cident, has been elected president of 
Michigan Colleges Foundation, which 
provides a unified system for the 
state’s business and industry to sup- 
port the independent, non-tax sup- 
ported colleges. 


Hugh E. Wriggelsworth, assistant 
secretary of American States and 
American Economy, has been elected 
president of the Indianapolis chapter 
of National Office Management Assn., 
in which he has been active for 19 
years. 


Walter L. Hays, president of Amer- 
ican Fire & Casualty, has been named 
outstanding Florida insurance man of 
the year by Insurance Society of Flor- 
ida State University. He was presented 


with a plaque by Commissioner Larson 
of Florida at a banquet during Florida 
I-Day. 


Alan B. Shepard, principal of Bart- 
lett & Shepard, local agency at Derry, 
N. H., is the father of Alan B. Shepard 
Jr., the astronaut recently decorated 
by President Kennedy for his flight 
into space. 


John E. LaPeire, state agent of 
Phoenix of Hartford at St. Louis, is 
recuperating at McMillan Hospital 
there following a successful operation 
for removal of a throat malignancy. 
He is a past most loyal gander of St. 
Louis Blue Goose. 





Deaths 


EUGENE F. PLAUCHE, 49, resident 
vice-president of Pacific Employers at 
Nashville, Tenn., died at his home 
there following a heart attack. He 
joined Pacific Employers in 1947 at 
Houston where he was an audit and 
safety engineer, and in 1950 was trans- 
ferred to supervise the office at Baton 
Rouge. 


ASA M. BURNETT, 82, partner of 
the Burnett-Shotwell general agency 
at Ionia, Mich., died at Ionia County 
Memorial Hospital where he had been 
a patient for two weeks. 


ALFRED C. GOODMAN, 80, retired 
local agent in Asheville, N. C., died in 
a hospital there following a brief ill- 
ness. He was director of North Carol- 
ina Assn. of Insurance Agents for the 
western district for eight years and 
president of Asheville Insurance Ex- 
change from 1935 to 1945. He was 
chairman of the Public Insurance Com- 
mittee. In 1938 he was awarded the 
Thomas Gresham award for outstand- 
ing public service to the Fire Insurance 
Assn. 


NORMAN T. EVANS, 54, who had 
operated his own agency in Battle 
Creek, Mich., since World War II, died 
there. 


EMIL S. TACHAU, 94, widely known 
Louisville agent, died May 4. Mr. 
Tachau for many years headed the 
E. S. Tachau agency, later E. S. Ta- 
chau & Sons. He was one of the foun- 
ders of Louisville F.&M., which did 
well until the early 1950s when it got 
too deep into the hail insurance busi- 
ness and was sold off to Inland Empire 
of Boise. The Tachau agency was sold 
at about that time also. 

Mr. Tachau had been retired since 
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he reached age 87. He was a local agent 
for 61 years. He founded his own in- 
surance agency in 1891, having previ- 
ously worked as a salesman for several 
companies in other lines of business. 
One of his sons, Charles G. Tachau, 
died some years ago, and the other 
son, Lewis Tachau, has been an in- 
valid since suffering a stroke. 

Mr. Tachau was for many years a 
member of Louisville Board of Fire 
Underwriters, prior to its becoming 
Louisville Board of Insurance Agents. 
He served on many important com- 
mittees, but always refused to be con- 
sidered as a candidate for the presi- 
dency. 


WILLARD A. BARNEY, 63, partner 
in the Fidelity agency of Indianapolis, 
died at Camby, Ind. 


D. K. EHNES Sr., 72, in charge of 
the bond department of Tri-State of 
Tulsa, died there. He joined the com- 
pany in 1949. 


HENRY E. TANK, 87, retired assis- 
tant manager at Chicago of Travelers, 
died at South Pasadena, Cal. He helped 
organize the Chicago office of Travel- 
ers and had been with the company 
for 35 years when he retired in 1936. 


Mrs. ERNEST PALMER, wife of the 
former Illinois director of insurance, 
died at Memorial Hospital, Springfield, 
following a long illness. She is sur- 
vived by her husband and two sons— 
Ernest Jr., a lawyer in Chicago, and 
Bradley, assistant vice-president Fire- 
man’s Fund group. 


W. J. DURANT, 58, former Chicago 
manager of Joseph Froggatt & Co., 
died at Chicago. With the firm for 30 
years, he died just prior to being 
transferred to the head office at New 
York. 





Miami Valley CPCUs Meet 

Dayton-Miami Valley chapter of 
CPCU was host to the Cincinnati chap- 
ter May 4 at a meeting at Miami Val- 
ley Country Club. Joseph Stansfield 
gave a talk on “The Newest Package 
Policies.” 

At the June meeting the Dayton- 
Miami Valley chapter will hold a golf 
outing at Walnut Grove Country Club. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, May 9, 1961 













Bid Asked 

§ s 
PRG COBBAIEY © crvvicsseisicisssiscsscstiiiens 129 132 
PROT BAGO acssesicsassscccsovene 111 112'2 
American Equitable. ..............0000 22% 24 
American, Newark  ............08 ; 30 31 
American Motorists ... EOE 17% 19 
IIIT Giscanncesciobiasg vices vaxisiedevassanegiaiieh 35 36 
Continental Casualty. ...............00 108 110 
CURED (GE TORII inc ccecicerccscincsssasescene 86 Bid 
Federal .... Seauaucs Gocccisercnseussia nurse tar’ 71 73 
PIF SANS: FUNG  civcscsccnscsseccvesnssesess 63 64 
General Re. ...........0 133 137 
MUNIN MINE sada. can csrdadeabccvetissvassccecbenites 40°, 42 
TRUER DTIIOID, wesiictisncositcnsisscsnsiccics 57 58 
MEOPURON ATO casssviesisnsserssexssecconseniens 65 66 
Hanover elec 4542 «47 
Home of N. Y. . sackepaieicaclies 57% 5812 
Ins. Co. of No. America .... 87 89 
SO RI, «dos cn ssassssivctnvenktccinsciions 33% 34%2 
Maryland Casualty .............000 3 4142 43 
Mass. Bonding . aceite tah si 43 441, 
por Se 5 ee rere 128 132 
National Union ineaneis 444% 4515 
New Amsterdam Cas. .......00 78 81 
New Hampshire aaa? 55 57 
DUGAN. BRAGS: ssesesssssessssversssisscsenss 42 4312 
SS UNMOD: MNIINEED sacs cecsinsnascassecnnncnenvis 2812 30 
PRONE, “CORR. ssisisiisistiimsines 95 97 
Rs: TES eiscsrcimceveiinns ; 22 23 
Reina. Corp, Of Ni Ys. cscivesssiscccsess - 25 27 
ef AR (ee 72 74 
Springfield F. & M. . 3742-3842 
Standard Accident .... 60% 62 
EMGOREE ciutinvciinisiseun 122% 124 
U. S. F. & G. 55 56 
hs Ws BRD. eccentetiinencetonnetiininstins 321 3342 
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No More Charitable 
Immunity In Ky. 


Charitable immunity has been ruled 
out of order in Kentucky by the state 
court of appeals. In a 6 to 1 decision, 
the court held against Jewish Hospital 
of Louisville, saying the doctrine of 
immunity for charitable institutions 
arose from a conflict between right 
and expediency, with “expediency 
emerging as the victor.” 

Ruby Milliken, administrator of the 
estate of J. A. Demaree, charged 
Demaree died of injuries received 
when he fell from his hospital bed in 
a fall allegedly resulting from the 
negligence of the hospital, its agents, 
servants and employes. The hospital 
denied negligence and asserted a de- 
fense of charitable immunity which 
was sustained in circuit court. The 
court of appeals pointed out that re- 
quests have been made to it over the 
years to reappraise the immunity rule. 

“It has not been right, it is not now 
right, nor could it ever be right for the 
law to forgive any person or any as- 
sociation of persons for wronging an- 
other person,” the court declared. 
Those capable of doing negligent acts 
must answer in damages. “When there 
is negligence the rule is liability. Im- 
munity is the exception.” 


Parker, Aleshire Feted 
On 60th Year With 


National Union 

The 60th anniversary of representa- 
tion of National Union by the Parker, 
Aleshire & Co. agency of Chicago was 
celebrated with a party at the Union 
League Club, Chicago, at which home 
office officials entertained the agency 
principals. 

Appointment of Parker, Aleshire by 
National Union dates to the origin of 
the insurer in 1901 when the agency 
was composed of E. A. Parker and 
O. E. Aleshire and they were named 
“sole agents and Cook County man- 
agers.” Donald W. Aleshire, son of 
O. E. Aleshire, is now president of the 
agency. Others on hand from Parker, 
Aleshire & Co. were Ernest Luehr, 
Harold Stratton and Frank Lodge. 

President William MacLean and F. J. 
Shields, assistant vice-president, at- 
tended from Pittsburgh, and the Chi- 
cago office of National Union was re- 
presented by John G. Macfarland, vice- 
president, and Norman France, John 
W. Gates and John P. Hoffmann. 


Tennessee Inspection Bureau has 
filed for an increase of 8.7% in dwell- 
ing fire rates. Homeowners is not af- 
fected. 
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Agency Tells Insured 
What Is Paid For Them 


George B. Greenberg, Tucson agent, 
comments on the April 21 editiorial, 
The Hard Road To Understanding: 


We have established in our office 
the practice of letting our insured know 
the amount we have paid out in claims 
to third parties. For instance, if we 
had to pay $342 on account of our 
insured’s damaging someone else’s 
property, we let him know we paid 
out that sum of money. Therefore, he 
is aware of the fact that he is getting 
something for the premium that he 
pays in, and that the claim was a 
good deal more than his premium came 
to. 

I think it would be a good practice 
for agents to adopt a similar type of 
notification. This would counteract 
some of the feeling that premiums are 
high, “and what do you get for it?” 


Ia. Inspection Bureau 
Names Glenn Bondesson 


Iowa Inspection Bureau has appoint- 
ed Glenn W. Bondesson assistant man- 
ager. 

Mr. Bondesson has been with Ne- 
braska Inspection Bureau for more 
than. 25 years. He has held various 
assignments, including chief engineer, 
and most recently has been assistant 
manager. 


III Holding National 
Field Men Conferences 


Insurance Information Institute will 
hold a series of regional conferences 
as part of its program of liaision ac- 
tivities with the associations of com- 
pany field representatives. 

Arrangements have been completed 
for the following meetings: Southwest, 
June 1-2, Dallas; Pacific Coast, June 
5-6, San Mateo, Cal.; eastern, June 
12-13, New York; southeast, June 
22-23, Atlanta; and midwest, June 
29-30, Chicago. 

The meetings—a continuance of the 
annual public conferences held under 
the auspices of the regional under- 
writers associations now merged into 
Inter-Regional Insurance Conference 
—afford the presidents and the public 
relations committee chairmen of the 
field groups an opportunity to discuss 
public relations projects and to plan 
activities. 


Nationwide Mutual 


Omitted From Tabulation 


In the compilation of Ohio casualty 
figures in the April 28 issue, Nation- 
wide Mutual was inadvertently omit- 
ted as the leading writer of auto PDL. 
Nationwide Mutual’s direct premiums 
written of $9,462,722 and direct losses 
of $5,373,784 put it well in front of all 
other companies writing this line in 
Ohio. 


Open House At United F.&C. 

United Fire & Casualty entertained 
300 agents from Iowa, Wisconsin and 
Illinois at an open house in its newly 
completed home office in Cedar Rapids. 

The home office was built in four 
stages, the last of which was com- 
pleted in December. United F.&C. has 
26,000 square feet of air conditioned 
office space. The open house was de- 
signed to acquaint agents with the new 
facilities. 


Worcester, Mass., Board has elected 
Frank M. Mills president, John P. Sul- 
livan vice-president, and Robert E. Dik 
secretary-treasurer. 
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Government Threat Grows, Haugh Warns 


(CONTINUED FROM PAGE 1) 
Space Administration and Department 
of Defense the right to grant contrac- 
tors indemnity against liability with- 
out adequately protecting the right of 





J. Victor Herd W. E. Pullen 


casualty insurers to provide underly- 
ing coverage. 

J. Victor Herd, chairman America 
Fore Loyalty, was elected president to 
succeed Mr. Haugh. William E. Pulien, 
chairman and president U.S.F.&G., 
was named vice-president. New mem- 
bers of the executive committee are 
Aetna Fire, American Casualty, Fidel- 
ity & Deposit, Fireman’s Fund, Gener- 
al Accident, Glens Falls and North 
America. 

J. Dewey Dorsett, who 


was re- 


St. Louis Agents Study 
Termination Problem 
With Direct Billing 


The executive committee of Insur- 
ance Board of St. Louis is investigat- 
ing reports that in some cases of direct 
billing plans insured have received 
letters from companies when the in- 
surer-agent agreement is terminated. 

It was stated that one company sent 
a letter to the agent’s customers stat- 
ing that coverage would lapse on the 
expiration date and that the company 
appreciated the opportunity to carry 
the insurance. The letter went on to 
say: “However, due to the fact that 
the agent no longer represents this 
company, we will not be sending you a 
statement of premium due.” 

The company does not suggest that 
insured contact the agency for contin- 
uation of the insurance, and it was 
charged that the implication in .the 
letter is that of cancellation. 

The executive committee of the St. 
Louis board indicated its feeling that 
an agent using continuous policies and 
direct billing should have its agency 
agreement amended or reworded to 
state that the company has no right to 
contact any of the agent’s customers in 
the event of the termination between 
agent and company, regardless of the 
reason. 

“We feel that this responsibility for 
renewing these insured in another 
company is the responsibility of the 
agent and the insurance company 
should not send a non-renewal notice, 
letter, expiration notice or any other 
type of correspondence to the insured,” 
the executive committee stated. 





Rosenthal Resigns In II]. 


F. Vernon Rosenthal, assistant di- 
rector of insurance of Illinois, has re- 
signed his position. It is expected he 
will be replaced by a Democrat. 

The administration in Illinois is 
Democratic. Director Joseph Gerber 
(a Republican) is the only appointed 
member of the cabinet to retain his 
job, and there has been speculation 
that he will not go the full four-year 
route. 





elected general manager, gave a 
comprehensive report on the associa- 
tion’s activities. He announced that an 
industry defense information office has 
been established and that a permanent 
committee on market analysis is being 
created. He also described the research 
program, which covers such broad 
prcblems as employe turnover, sal- 
aries, marketing, electronic data pro- 
cessing, and quality and quantity con- 
trol. 

The principal function of the indus- 
try defense information office is to 
serve as a legal brief “bank” or li- 
brary for the defense. This is a page 
from NACCA’s book, he said, where it 
has worked effectively. The project is 
experimental and can only be success- 
ful to the extent companies cooperate 
with it and use it. 


Market Analysis 


The committee on market analysis, 
the creation of which reflects the 
growing intensity of competition in 
the business, will attempt to forecast 
potential markets for specific cover- 
ages and will examine competitive 
trends. The exchange of data among 
members will be coordinated by the 
committee. 

The research department is placing 
major emphasis on means of reducing 
and controlling costs, Mr. Dorsett 
commented. It has been able to make 
its main contribution in fields calling 
for inter-company comparisons and 
those that go beyond the scope of in- 
dividual company activity. 

A major project in 1960 was the 
study of personnel to determine if 
turnover can be reduced. More than 
100,000 company employes were ques- 
tioned. Data was compiled by area, 
salary bracket and job classifications. 
The study showed that 64% of turn- 
over was controllable through employe 
orientation, supervisory training, and 
psychological testing. Underwriters 
had the highest turnover rate, payroll 
auditors the lowest. Turnover in afl 
job classifications was 55% higher in 
branch offices than in home offices. 

Another personnel study was com- 
pleted in wage compensation for such 
job classifications as special agents, 
claim and loss adjusters, payroll audi- 
tors, safety specialists, and fire and 
marine examiners. This one covered 
8,000 employes representing an annual 
payroll of $40 million. The report is 
expected to serve as a reference to aid 
companies in staffing middle manage- 
ment positions in a competitive labor 
market. 

Office Employes 

The 1961 survey covering 31 office 
employe categories now is under way, 
Mr. Dorsett said. 

Clerical operations in autombdbile 
underwriting also were studied in 
1960, he reported. The survey fur- 
nished criteria for determining the 
relative effectiveness of company op- 
erations, set up potential standards 
for procedures, and provided compari- 
sons of company systems. The associ- 
ation sponsored the ninth workshop on 
cost reduction and control, which cov- 
ered work measurement, quality con- 
trol, and marketing and distribution of 
auto package policies. 

The third in a series of chartbooks 
on underwriting trends recently was 
issued. It presents trends in auto 
premiums by volume and share of 
market and by type of company oper- 
ation for the 1950-59 decade. Eight 


states with more than half the coun- 
insurance, 
study. 
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phasized differences in various parts 
of the country. The report was so pop- 
ular a second printing was required. 
The association expends a consider- 
able amount of its effort to improve 
claim conditions, Mr. Dorsett pointed 
out. Though receipt, adjustment, and 
payment of claims are the province 
solely of each insurer, a number of 
general problems are handled by the 
association—preventing fraudulent 
claims, holding down the cost of re- 
pairing property and people damaged 
in accidents, reducing costly litigation 
through arbitration, and _ providing 
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forums over the country where claim 
specialists consider common problems 
at the local level. 

In 1960 the association’s claim bu- 
reau investigated 1,500 persons sus- 
pected of fraud; 372 were referred to 
authorities for criminal prosecution 
or to bar associations and medical soci- 
eties for disciplinary action. The cases 
of 161 were closed by prosecution. 
Among the results were the disbar- 
ment of 26 lawyers and suspension or 
reprimand of 14. 

The casualty claims managers coun- 
cils, 79 of them, have continued their 


A WINNING HAND 
to help keep you “ahead of the game” 


activity in improving claims admini- 
stration. In 1960 several councils in- 
tensified their activities in working 
with medical societies regarding ex- 
cessive doctors’ fees. 


More Arbitration 


In arbitration, he said, 318 compan- 
ies now participate in the nationwide 
inter-company agreement, compared 


with 152 in 1951. In 1960 28,000 cases 
were filed with 97 arbitration com- 
mittees covering claims of $8 million. 

The independent appraisal plan con- 
tinues to grow, he said, with 106 ap- 
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praisers having operations in 168 
cities now participating. Almost 600,- 
000 automobiles were appraised under 
the plan in 1960, a 13% increase over 
the preceding year. Reductions in po- 
tential repair costs in 1960 amounted 
to more than $34 million. 

Publications of the association con- 
tinue to be best sellers, Mr. Dorsett 
observed, with more than 1 million 
sold or distributed in 1960. The as- 
sociation maintains some 80 titles in 
industrial, traffic, home, and school 
safety fields. 

This department has developed a 
new service summarizing accident re- 
ports that are submitted to Interstate 
Commerce Commission. The reports 
provide basic facts concerning the 
accident, the results, the causes, and 
safety recommendations. 


Insurer’s Liability 


In connection with the insurer’s 
liability, the accident prevention de- 
partment distributed last year a spe- 
cial report providing guidance in ad- 
ministering the legal aspects of safety 
engineering. The recommendations 
emphasize that insurance engineering 
facilities are organized and oriented 
toward helping insured set up their 
own loss control programs and that 
the insurer does not in any sense as- 
sume responsibility for management 
of insured’s program. 

Mr. Dorsett also commented on the 
legislative situation, which the associ- 
ation watches closely. There were nine 
state fund bills for workmen’s com- 
pensation. In Oregon, the association 
and others sponsored a bill to permit 
private insurers to write WC. The bill 
passed one house, the best effort in 30 
years. 

Mr. Dorsett noted that of the 21 
states in which compulsory auto was 
introduced during the last legislative 
season, 12 are west of the Mississippi. 


Disability Benefits 


There is the threat that disability 
benefits under the social security act 
will duplicate benefits under state 
WC laws, he said. 

The business continues to be plagued 
by almost unbelievable court decisions, 
he said, even though the principal 
threat to the present adversary sys- 
tem is the rising cost of insurance. 

The cost of running the association 
was $799 per $1 million of assessable 
member premiums in 1960, compared 
with $837 in 1950. Of the 1961 budget, 
only 53% is allocated for operating 
expenses of association departments, 
7% for fees and expenses of legisla- 
tive attorneys, and 40% for other 
organizations such as Insurance In- 
stitute for Highway Safety and Insur- 
ance Information Institute. 
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Canadian Experience With Merit Rating 


The experience with automobile 
merit rating in Canada was discussed 
in detail by John L. Tabor, Buffalo 
agent, at Buffalo I-Day. 

In 1953, Canada instituted a merit 
rating plan which is still in effect. The 
plan for private passenger cars has a 
very refined classification system. In 
addition to being rated by age of oper- 
ator and use of vehicle, automobiles 
are further rated according to claims 
experience and driving experience of 
operators as follows: 

“A” risks are those whose principal 
operator has been licensed continuous- 
ly for the previous three years, and 
none of whose operators has sustained 
any accident with any private passen- 
ger car out of which a payment has 
been made on behalf of the operator. 

“X” risks are those who meet the 
above requirements of licensing and 
claim-free operation for a period of 
two years instead of three years. 

“Y” risks are those who meet the 
above requirements of licensing and 
claim-free operation for a period of 
one year only. 

“B” risks are those where one or 
more of the following apply: Either 
some operator has been involved in an 
accident or has had a conviction within 
the past year, or the named insured or 
principal operator has been licensed 
for less than one year. 

“1A select” is a revised class where 
the licensing and claimfree operation 
requirements are extended for a five 
vear period. 


Conclusions From Experience 


The Canadian plan has its founda- 
tion in the credibility of experience 
rating for the single passenger car, Mr. 
Tabor observed. This foundation is 
based on experience and statistics to 
evaluate this credibility. From this 
experience, the following conclusions 
have been drawn: 

1. The experience for one car for 
one year has significant and measur- 
able credibility for experience rating. 

2. In a highly refined private pas- 
senger car rating classification which 
reflects inherent hazard, there would 
not be much accuracy in an individual 
risk merit rating plan, but where a 
wide range of hazard is encompassed 
within a classification, credibility is 
much larger. 

3. Given one year’s experience if a 
second year is added, the credibility is 
increased roughly two-fifths. Given 
two year’s experience, a 3rd year 
would increase the credibility by one- 
sixth of its two year value. 

While until recently American auto- 
mobile underwriters have felt there is 
little credibility in the experience of 
the single automobile, Canadian ex- 
perience has definitely proved other- 
wise. Mr. Tabor commented. This is un- 
doubtedly so because automobile ac- 
cidents are not a matter of pure chance 
but are instead a factor of the driving 
habits of the operators. It is felt very 
strongly that this experience is so 
conclusive that merit rating of indivi- 
dual automobiles is not only desirable 
but necessary to spread insurance 
costs equitably. 


Extensive Changes 


The Canadian merit rating plan, like 
the plans now in use in the U‘S., did 
not develop overnight, Mr. Tabor said. 
There have been extensive changes 
since its inception in 1953. Originally, 
there were only classes “A” and “B”: 
“A” including all drivers with no ac- 
cidents, and “B” including all claim 
producers. The original plan also re- 
quired insured to own an automobile 


for the three year period, and applied 
only to class 1 risks. In 1954 the plan 
was extended to cover all classes, in- 
cluding commercial, and the licensing 
requirement was substituted for the 
ownership requirement. Another 
change was adopted in 1956 to enable 
risks with clean records for two years 
instead of three to benefit, thus creat- 
ing class “X.” Again in 1957 benefits 
were extended to those having claim- 
free records for the year, in the form 
of class “Y.” 


Describe Present Differentials 


As it now stands, the differentials 
used are 100% for a “B” risk, 90% for 
a “Y” risk, 80% for an “X,” 65% for an 
“A” risk, and 55% for the “1A select” 
risk. 

In Canada where there is compul- 
sory filing of statistics by all insurers 
complete statistics are available. This 
helps the credibility since complete 
and unbiased evidence is available. 

It seems that the advantages of the 
Canadian rating plan offset the dis- 
advantages so far as the majority of 


companies, agents, and the public are 
concerned. It permits low rates for the 
select risks, and the insuring public 
demanded this differential. It also pro- 
vides the companies with a rate that 
will carry the claim producing risks. 

The worst problem found under this 
plan is that the companies are under 
constant pressure to forget small 
losses, Mr. Tabor observed. This has 
resulted in insured paying small pro- 
perty damage losses in order to protect 
their merit rate. This, in effect, is 
creating a deductible coverage, and re- 
ducing company claim adjustment ex- 
penses. It is felt, in Canada, that few 
persons will jeopardize their insurance 
by making false statements, and this 
practically eliminates inaccuracy on 
new applications. 

Now that the Canadian plan has 
been in effect for 8 years, has been 
refined, has been accepted, and the 
practical problems encountered have 
been overcome, few Canadians would 
desire to do without it. 


L. J. Shaw, Chicago adjusting com- 
pany, has named William R. Warren 
a staff adjuster. 
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Chastain Field Head 
Of American Institute 


James J. Chastain has joined Amer- 
ican Institute as director of field 
services. He will work with education- 
al institutions countrywide to assist 
them in organizing and developing 
CPCU programs and Insurance Insti- 
tute of America classes designed to 
lead to the more advanced studies. 

Mr. Chastain, who is a CPCU and a 
CLU, has most recently been associate 
professor of insurance at University 
of Omaha. From 1954 to 1957 he was 
assistant professor of insurance at 
Drake University. Prior to that, he 
was insurance instructor at University 
of Wyoming. He has taught many 
CPCU, CLU and Insurance Institute 
classes over the past few years. 

Loewenguth & Hughes agency of 
Rochester, N.Y., has been merged into 
the Ashley agency there. Arthur L. 
Griffith is chairman and Herbert J. 
Hoeffel president of Ashley. Frederick 
M. Loewenguth and Thomas Hughes 
have been named vice-presidents of 
that firm. 
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Outlines Phases Of Sound Insurance 
Programming, Recommends Broad View 


An effective insurance survey should 
combine analysis of perils, review of 
insured’s current coverage, and pro- 
gram planning, Dr. Edwin S. Overman, 
assistant dean of American Institute, 
told a meeting of Insurance Hall of 
Fame at Ohio University. To develop 
a sound survey, he said, a systematic 
procedure must be established, based 


on tested techniques which can control 
and guide the entire process. 

The four procedural phases, each re- 
quiring a number of separate deci- 
sions, are: Studying the nature of the 
institution needing protection; detect- 
ing perils that face the client and 
measuring their potential harm; pre- 
scribing treatment for these perils; 


and presenting the program of recom- 
mendations to the client. 

To study the nature of the institu- 
tion, it is not sufficient for a sur- 
veyor to know insurance, Dr. Overman 
said. He should also be familiar with 
his client’s business, particularly when 


there are peculiar’ characteristics 
which may call for special treatment. 
Until he has made a_ preliminary 


study, he will not know which aspects 
of its operation call for more thorough 
understanding. Dr. Overman predicts 
that the insurance man who takes the 
time to study various businesses, pro- 
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The Hartford’s National Roadside Program works 
all day, every day for local Hartford Agents! 


Three years ago The Hartford Insurance Group launched its National 
Roadside Sign program. Today, Hartford Agents throughout the entire 
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Another big plus, Agents say, is the ‘‘tie-in’’ value the program provides. 
The program gives Hartford Agents an opportunity to identify them- 
selves with The Hartford’s national advertising which appears regularly 
in Life, Look, the Post and other major magazines. 


Simply stated, The Hartford’s Roadside Sign Program is one more way 
The Hartford works for the benefit of Hartford Agents everywhere. 
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fessions, and institutions will have an 
advantage over his associates who fail 
to acquire this information. 

He cited a surveyor in the south- 
west who gained a thorough back- 
ground in hospital administration. As a 
result, he writes business for practi- 
cally all hospitals, medical clinics, and 
rest homes in his section of the state. 
A New York surveyor has developed 
a similar specialty in automobile deal- 
erships. 

These specialists study the trade 
literature of the field in which they 
specialize, he said. They also read 
technical journals and textbooks which 
provide knowledge of the fundamen- 
tals and technical language relative 
to these fields. 

In the second phase of the survey 
process—detecting perils that face the 
client and measuring their potential 
harm—consideration should first be 
given to the total complex of perils, 
Dr. Overman said. No attempt should 
be made to prescribe a treatment for 
perils until the surveyor has reviewed 
all exposures. In this way there will be 
less likelihood of his overlooking or 
neglecting perils which may later prove 
to be important in the program of rec- 
ommendations. 

The next step is the separation of 
the insurable from uninsurable perils. 
This important process requires a tho- 
rough knowledge of domestic and for- 
eign markets because some _ hazards 
may be considered uninsurable by one 
company and acceptable by another. 
Reduce Loss Potential 

An attempt should be made to re- 
duce, where possible, the loss poten- 
tial of uninsurable perils, Dr. Overman 
stated. For example, where a factory 
has become partially obsolete and is 
located in a low-lying flood area, con- 
sideration might be given to relocat- 
ing the plant on higher ground, thus 
removing flood hazard and providing 
for greater efficiency. 

Attention should then be directed to 
insurable perils, he continued. These 
should be classified according to the 
degree of potential loss to the client. 
One method of classification is to rank 
hazards as catastrophic, less disastrous 
and least dangerous. Coverages may 
be correspondingly categorized as es- 
sential, desirable and available. 

In accomplishing this breakdown, the 
surveyor should consider both severity 
and frequency of loss. Generally the 
two elements will counterbalance each 
other: The greater the severity of loss, 
the lower the frequency and vice versa. 
Thus, severe loss perils are usually 
ranked first in importance even though 
likelihood of occurrence is small. Be- 
cause premium rates reflect both sev- 
erity and frequency, catastrophic perils 
usually carry a moderate cost. 

Dr. Overman pointed out that the 
ranking of perils is not easy. Extreme 
eases of great severity with low fre- 
quency, on the one hand, and low sev- 
erity with high frequency on the other, 
present little difficulty. But intermedi- 
ate areas offer many complications, 
because severity and frequency tend 

(CONTINUED ON PAGE 41) 
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t b American 630,750 125,832 Home P.&M. occ 30,518 27,054 Republic of Dallas ...... 73,661 16.591 First National, Seattle _ 28.748 10,353 
be y eepahses ss “30,068 26.276 Hoosier 45,267 29,549 Royal Exchange ........... 54,560 21020 General Accident ....... 128,130 47,655 
erils, Awiadionn Maite Sk 56.015 6740 Illinois ... 33,793 30,299 Royal Indemnity 67,538 20964 General of Seattle 151,152 14,755 
uld Aresigan Miavchintie Mat. | Rae 13370 Wlinois National ....000000..... 31,132 31,107 Royal vcs 344,690 154.891 Glens Falls ....... 3 126,845 5.830 
10 American Motorists ............ 31.260 1.238 Independent Mut. Fire .. 93,400 22,455 Safeguard ............................. 104,563 68,966 Globe & Republic ee 32,352 41.733 
t for American National Fire . y 14.291 Indiana Farmers Mut. ....... 878,746 531,878 St. Paul F.&M. .... 590,386 319,148 Grain Dealers. Mut. ............ 304,497 109,224 
ewed American States ..... " 529.369 Ind. Lumbermens Mutual 986,672 334,498 St. Paul Mercury 30,547 24,108 Gulf TIEN 185.883 67.258 
, American Surety ’ 39,322 Ind. Retail Mer. Mut. Fire 25,083 4,682 Scottish Union ....... 53,205 Te ae 91.816 31.183 
ill be | amend Gee . 25.863 Industrial Mutual ................ 330,195 33,452 Secured ..occeccemuee 138,055 86.994 Hardware Dealers Mut... 44.548 16.027 
1g or f Arkwright Mutual ‘917 14.159 Jersey sesesseenenertsesssnsccees iuuaasie 34,895 26,352 Security, Conn. 51,679 27,410 Hawkeye-Security 0.00.0... 68,461 42,669 
Assuranee of America 28,410 51.999 Kansas City F.&M. 28,543 35 South Carolina 32,455 22,647 Ind. Lumbermens Mut. ...... 267,578 61,129 
prove ICTR. corsssortscrrccesssees 339,559 193,082 Liberty Mut. Fire ....... 85,646 35,179 Springfield  ................ 565,189 538,651 Independent Mut. Fire ......... 62,266 5,158 
rec- Auto-Owners 142,000 85,320 pe BY ee a 183,442 106,504 Standard Accident 129,559 pO  . aE 51.248 58.999 
Badger Mutual 82°746 14321 London Assur. ....... 77,537 26,426 Standard Fire .............. 115,480 58,002 London Assur. .......... 30,894 15,282 
Bankers & Shippers 75,969 152,343 London & Lancashire 146,412 64,651 Standard Fire of N.J. 54,858 28.934 London & Lancashire .... 54.468 26,476 
ym of Blackstone Mutual 297,292 57,625 Lumbermens Mut., O. 121,072 53,276 State Farm Fire & Cas. 308,344 155,462 Lumbermens Mut., O. 37,721 15,113 
; NOD. iscsi tote eseciecsies 153,935 50,208 Manhattan F.&M. 44,420 12,561 Statesman 176,795 120,750 Maryland Casualty 28,548 9,352 
erils. Boston Mfrs. Mutual 761,811 5.169 Maritime e 25,369 12,253 Sun Office 93,147 29,392 Mayflower 45,368 20,471 
| tho- Brotherhood Mutual .. 311,057 82,291 Maryland Cas Fe 78,583 62,317 Sun of N.Y. ...... : 42,063 16,709 Merchants Fire “Assur 123,993 31.482 
Buckeye Union Fire 322.886 233,123 Mayflower ..... 79,139 50,038 Switzerland General | 33,340 31,331 Merchants 5 caer Ind. 197,646 79.488 
| for- Buffalo +a 49,864 24.070 Mercantile eine 31,721 21,434 Transcontinental .................... 180,376 121,822 Meridian Mut. .... 74,954 
zards Camden ...... 349,784 266,649 Merchants Fire Assur. 228,962 89,110 Travelers Indemnity .... . 786,132 368,806 Millers National 1 48,755 
i Canners Exch. 140,435 1,053 Merchants Indemnity ......... 29,037 177 Trinity Universal 4 185,529 48,292 Milwaukee .... —— . 45,373 
y one Centennial _ ............. 99,282 86,228 Merchants Property, Ind. 524,319 241,433 United Benefit Fire 74,172 5.970 Nat.-Ben Franklin 49,263 21.704 
other Central Mutual, O. 140,576 177,670 Meridian Mutual ......... vo 465,720 222,498 United Fire ....... 108,148 15,181 Nat. Union ..... : 34,932 
7 Citizens of N.J. voces... 165,830 92,462 Michigan Mut. Liab. ........ 65,035 27,383 U.S.F.&G. 719,212 289,260 Newark ............. 6 15,100 
Citizens Mutual Fire . 32,103 13,947 Millers Mut., Ml. .............. 31,423 Ver, Pee oe oe 540,410 184,473 New Hampshire , 21095 
Commercial, N.J 62,187 94,950 Millers National 270,884 87,949 Universal Under., Mo. 71,142 53,730 New York Fire : 17,924 
o re- Commercial Union A 199,699 103,158 Milwaukee  ...--ceseeseeeesensees 187,851 160,799 Vernon F.&C. occu: 125,504 33,288 New York Under : 47.269 
Commercial Union 62,912 44,871 Minnesota Mut. Fire 36,395 14,805 Wabash Fire & Cas. 323,881 213,554 Niagara oon... ’ 58,000 
oten- Commonwealth 56,684 51,428 Momarch  ........eccseecseesseesssessnne 33,646 40,175 Warner Reciprocal Ex 39,360 37,456 North British 7 10,142 
rman Connecticut Fire . 87,846 24,754 Motorists Mutual ........... 37,530 37,479 West Bend Mut. . 40,882 19,361 Northern Assur. . 2 16,286 
= Consolidated _.......... 68,570 60,409 National Auto & Cas. ...... 26,103 30,072 Westchester ........... 184,526 109,844 Northern of N.Y. 7 47,658 
ictory Continental Casualty 26,919 161 National Ben-Franklin 108,077 57,807 Western Fire, Kan. 59,781 21,468 North River ........ SE 47.410 
nd is Cream City Mutual .. 29,617 7,909 National Surety .............. 55,033 7,319 Wolverine ............. 71,053 43,909 Northwestern Mut. ed 45,985 14,826 
Dubuque F. & M 55,018 13,414 National Union 371,985 127,202 Worcester Fire 39,741 13.498 Northwestern National 49.170 24.681 
, con- Economy Fire & Cas. . 51,433 12,418 New Amsterdam 27,679 27,072 Yorkshire 44,867 1,531 Ohio Casualty ...... ei 60,120 25,107 
locat- Employers Cas., Tex. 25,990 5,406 Newark nce 98,662 27,826 Zurich 40,431 8,743 Ohio Farmers ...... 278,166 156,910 
thus Employers Fire, Boston 196,619 210,911 bad _——— seeese eo ae : d Pacific Nat. Fire 2.0.0... 63,529 29.429 
| 55 Employers Liability ............ 48,823 20,692 ew ror LPO eeveeeeceeeesees 9,08 ’ Pacific of N.Y. : 66,891 31,066 
iding Employers Mutual Cas... 62,521 4,002. New York Under. 308,620 172,137 xten ed Coverage Penn Mutual Fire 57.621 27.988 
Employers Mutual Fire ..... 67,933 4,364 Niagara ce 287,735 167,893 Jndiana oo... . 1,134,913 358,570 Pennsylvania o.....ccccssseeseeee-- 52,261 20,523 
Equitable F.&M. 38,045 21,913 North British 127,272 47,916 Farm Bur. Mut., 1,106,265 337,533 Phoenix Assurance. 63,133 21,388 
ted to WEKCOIBIOR oascccsssssssvoesssssees 54,082 30,068 Northern Assur. ..... 142,242 56,771 Continental 1,058,145 503,054 Phoenix, Conn. 134,063 45,366 
Thes Farmers Mutual Auto . 61,218 4,322 Northern of N.Y. 199,688 116,152 Home .......... 979,650 369,946 Potomac. ................ ; 26,156 11,418 
ese 1 OT RS 180,069 293,627 North River ........ sseees 328,785 232,166 Aetna Fire ... veeeeeeveee 810,569 315,628 Providence _ Washington 47,443 23,292 
o the Federated Mut. I.&H. 492,763 159,236 Northwestern Mutual 116,518 29,716 Hartford Fire ....... vue 573,394 248,701 Queen eh SR NORE 1 26,498 
Hent Fidelity -Phenix 678,970 122,627 Northwestern National .... 77,270 35,751 American States 485,681 188,609 Reliance 34,790 
cient. Fireman’s Fund .... 481,824 587,282 Ohio Casualty ............. 141,463 41,639 North America 483,721 239,348 Republic of Dallas 22/835 
) rank Firemen’s of Newark ............. 567,179 177,843. Ohio Farmers 490,840 242,166 National Fire 451,178 210,698 Royal ........... 20,898 
st ‘ Firemen’s Mutual ........ : 747,051 69,021 Old Colony 7,25 23,708 Great American ............... 314,784 121.555 Safeguard .... 35,612 
strous First National, Seattle .... 61,045 16,533 Pacific Nat. 4 60,242 : St. Paul F.&M. ......... 102,617 
may RRND os ccisehesrcscrsss achicwienes 47,996 12,691 Pacific of N é 76,633 Aetna Casualty 129,791 59,526 Secured 33,915 
‘ s General Accident 337,885 BBE DTS PAT  ...0.cceccccsvncrernccscesesccesreccersseee 2,00 15,287 Agricultural 90,527 49,551 Springfield .... ; 96 339 
aS &S- General of Seattle 341.668 152,428 Penn Mutual Fire 125,076 35,117 Allstate seve 117,433 37,072 Standard Accident 22,486 
Glens Falls 251,617 158,106 Pennsylvania ; 137,225 103,965 American Casualty 88,062 29,116 ‘ 4 
F ’ . - Standard Fire 18,093 
Globe Indemnity. .............. 36,603 10,282 Philadelphia Mfgs. Mut. 117,747 3,136 American Central .......... 33,586 22,361 Standard Fire of NJ ; , 
m, the Globe & Republic 67,546 29,339 Phoenix ASSUP. ......:ccsecsseoe 172,919 95,352 American Equitable 55,192 15,271 Standard Fire of No. 31,490 14,789 
itv a ricz 062,505 462,351 Phoenix, Conn. 620,779 324,710 American Home 30,529 16,849 State Farm F.&C. 199,017 84,080 
verity Great American 1,062,5 . - 
: aaa 284,354 132,729 Potomac .......... 64,959 89,873 American 272,093 107,991 Statesman 89,451 16,116 
y the Hamilton Fire 29,946 3.410 Protection Mutual . 480,306 42,439 Atlas fave 67,369 10,287 Sun Office 27,042 7,568 
> each Hanover _.........0000 : 231,195 83,951 Providence Washington 136,552 73,194 Auto-Owners 56,855 23,782 Transcontinental  ...........00 66,043 26,945 
f loss Hardware Dealers Mut. .... 223,090 34,726 Queen 153,931 99,832 Badger Mutual ............:cc000 28,749 14,821 Travelers Indem. neccacccces || SOD 110,757 
- ’ 
versa. 
sually 
hough 
l. Be- s - + Op, 
pit IANA INSURANCE mss CONSOLIDATED INSURANCE 
> | | } S&S oo] | 1 4 
perils IND FAL 1 » + mis — i Ss 1 S 
& * 
at the e *i * 2 — 
_ / 
treme COMPANY * “> COMPANY 
> 
v fre- v/ ‘a 
V sev- Me ( oes 
other, 
*‘medi- Automobile Fire and Allied Lines 
ations, 
- tend 
Comprehensive Family and Farm Liability (pital Stock Companies Writing —— Homeowners’ 
CE Burglary Inland Marine 
LD 
Workmen’s Compensation Personal Property Floater 
General Liability Plate Glass 
Home Office 
Consolidated Building 
Indianapolis 4, Indiana 
tK . 
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Direct Direct Direct Direct Direct Direct Direct Direct 
Premiums ~—— Premiums Losses Premiums Losses Premiums Losses 
Trinity-Universal _........ 77,023 22,887 Ind. Lumbermens Mut. .... 524,864 140,613 Central Mutual, O. «0.0.0.0... 91,477 2,217 Farmers Mutual Auto ........ & 902 5.746 
U.S.F.&G ES 209,642 73,378 General Accident ....0.0....... 509,606 174,635 Cincinnati _...... wee 83,988 6,763 Federal ne 67.578 48.472 ‘ 
oe 193,474 108,914 Citizens of N.J. . 35,355 11,343 Federal Mutual ... 35,794 8.920 ; 
Vernon F.&C. ..... 66,540 20,482 Aetna Casualty ......... . 206,820 90,013 Citizens Mutual Fire ....... 42,741 16,583 Federated Mutual L&H. ... 163.028 48,299 | 
Wabash F.&C Seishas 154,015 83,502 Aetna Fire ................. . 445,882 106,483 Commercial, N.J. icebe 58,440 6,648 Fidelity-Phenix ; 176 392 18.877 
Westchester , , 77,576 31,873 Agricultural ...... . seein 91,152 24,864 Commercial Union Assur. .. 51,514 15,672 F.&C. of Conn 114,500 16,056 
Wolverine .. Schteieiael 31,234 24,176 American Casualty ................ 112,034 21,909 Commercial Union, N.Y. .. 27,820 6,247 Fire Exchange. Ca 84.977 16,207 ] 
og oo? peaceanceile rire oe Connecticut Fire 59,685 17,063 Fireman’s Fund ..... 114,541 20.653 : 
m. Equitable Assur. . 40,117 ,760 Consolidated 219,857 91,062 ir %e arevle ‘ 4 
Homeowners Am. Indemnity, Tex. ..... 36,774 12/379 Continental can 257,966 Rn galleaiatate "34.050 er 
P Re, Ue ete Te 320,575 70,328 Cream City Mutual ..... Ce 30,140 5,659 General of Seattle | ure 155.054 81.662 ( 
Indiana felesaved 3,703,153 1,354,754 Yvon CA RT 30,836 4,374 Dubuque F.&M. 0... 67,574 12,001 Glens Falls PADRES 146.834 67.752 | 
American States .... 2,535,240 835,887 Auto-Owners — .........c0 164,031 51,992 Economy F.&C. ..... sess «= SED 42,701 Globe & Republic . 54.734 10.970 
North America : 1 12 401,053 Badger Mutual ...... sues 64,032 15,574 Employers Fire, Mass. 112,522 29,316 Grain Dealers Mut 474.629 117.645 | 
State Farm F. & C. ........ 195,261 Bankers & Shippers vee 144,536 53,128 Employers Liab. ............. 33,512 10,894 Great ‘Avakolian ‘ 281 322 65.939 ( 
Buckeye Union Fire ; oo5-037 it. nn — 37,018 25,553 Employers Mut. Fire 30,945 7,102 Gulf ’ 452,946 97,540 
 plbeneitatons ovens €71,467 120,240 Brotherhood Mutual .... 58,254 4.474 Equitable F.&M. ... 42,766 11,040 Hamilton Fire 28:871 8'662 
Allstate . 599,715 198,931 Buffalo . 27,396 ME | RID | oc cassciashapuacesiostouinciacs 28,174 7,389 “reais 156.660 45.967 
Travelers Indemnity . 584,895 217,607 Camden : z 74,214 14,107 Farm Bur. Mut., Ind. ........... 335,323 99,282 Hardware Dealers Mut. : 97.682 53.020 
TINTL Sa sdatesescecesisviscecescen . 298,311 57,295 ] 
Hawkeye-Security Ra 83,720 42,483 
Illinois National 39,513 10,089 ( 
O E Jersey ..... es 40,895 28,468 ( 
p) 2} ’ . mato e Liberty Mutual Fi 57,527 12,839 
Ine of a series of great mutual efforts: London ASSUr. oc... 32,621 7,339 
London & Lancashire 67,397 26,786 ( 
Lumbermens Mut., O. 86,359 26,479 ( 
Maryland Casualty 32,016 7,344 : 
Mayflower _ errccccorcsssees 120,133 48,919 
Merchants Fire Assur. . 135,039 22,986 ] 
Merchants Indemnity ........ 34,904 1,072 I 
C ») m9 Merchants Property, Ind 299,287 66,465 
ia Meridian Mut. ... 468,771 132,561 I 
Mich. Mutual Liability ...... 79,346 24,605 ] 
C Millers National 61,152 17,430 I 
Milwaukee .............. _ 50,481 9,186 I 
Minnesota Mut. Fire ............ 41,030 6,686 | | 
Motorists Mutual ....... 146,331 43,634 {7 
L; National Fire, Conn. 366,296 111,665 1 
National Union ...... sais 98.093 26,817 I 
oo nee? ae Nationwide Fire : 52,020 6,279 I 
pniureee ee = Newark 28,575 5,886 I 
New Hamps 7,321 18,472 I 
New York Fire .... 32,343 8,315 I 
Oe SSC Si ee ig New York Underwriters 110,391 33,200 I 
CPED Gs s MOM,  acsnccucincdcenccdseveseixeses a 68,094 8,720 rt 
° Northern Assu : : 56,749 7,317 ( 
Northern of N. 197,485 45,096 ] 
ran North River ca 75,744 27,803 s 
~oo? aN Northwestern Mut. ............. 124,092 61,557 ¢ 
cooeee? 0° Northwestern National 50,100 24,922 s 
AY ee Ohio Casualty 93,078 < 
A cali an . , Ohio Farmers 476,139 145,108 " 
ey ee gt Mi ° » | Pacific Nat. Fire cee 160,828 28,284 " 
g? . 3% : e Pecific OF NAF. ccs... .. 154,286 21,836 y 
<* ae ° Penn Mutual Fire & 61,092 38,909 I 
.° _" ° Ss Pennsylvania ‘ 49,214 9,279 I 
° . ° ° . TUNES PAINE. cscsccccccscicesceese 56,386 8,033 \ 
‘ ° Phoenix, Conn. ......:...: 173,037 43,339 \ 
‘ . TINS cea csssassserseccsstesseeccicce . 99,383 22,950 
. a) ° Providence-Washington ....... 43,472 18,706 
eset Queen 31,967 26,364 
i Reliance nes 93,193 14,610 
Republic of Dallas 118,712 32,421 
) Royal Exchange PAE 29,877 7,328 
e Safeguard. .............. siiccpessenees 102,068 18,811 C 
« St. Paul F.&M. ............ 239,648 83,465 F 
e Secured ... 171,693 40,480 I 
e South Caro 79,096 38,440 I 
4 Springfield ...... 245,419 86,083 I 
Standard Accident ....... 85,379 18,454 N 
Standard Fire .......... scecsnscens | OE 28,992 I 
Standard Fire of N. 7 ieee 24,989 14,239 
Statesman ° 50,394 
Sun Office .... 12,645 I 
Transcontinental 29,101 
Trinity Universal ......... 62,162 
NR fees 97,892 
MIs, IER cssnccsioss 44,674 h 
Vanguard ...... 3,875 I 
oo Vernon F.&C. 27/285 
Wabash F.&C. 157,886 a 
Westchester ........... pcadsiasetlen 525 19,717 p 
Western Fire, Kan, sss. 299,523 31,876 
Wolverine ............ ‘ 160,470 43,459 a 
Zurich 32,089 2,697 i] 
———ay f 
a einen Multiple Peril : 
Aetna Casualty  ....ccccccccccooes 33,005 6,938 p 
Aetna Fire sceeatiteveass . Keg 6,436 
American Casualty .... 64,811 2,579 : 
MFUOMINIEL  sseossoscssscassecns 139,125 61,091 fi 
s Central Mutual, O. 35,573 9,039 t] 
Continental 26,282 1,391 
INE, snvecisenansceininess 25,714 2,027 
Fireman’s Fund 38,458 4,134 B 
Great American 73,381 4,516 
ig N, | Hartford Fire .. 28.427 11,005 
Home .......... 45,610 5,618 
vat is) Indiana _.... 33,516 2,858 Ss 
North America 234,137 53,240 . 
National Fire... ue 54114 6.936 Ss 
National Union ...........c00 : 33,348 23,444 E 
M t l ff , Travelers Indemnity . ” 44,020 au F 
utual effort gave Athos, Porthos and Aramis—The Three Musketeers — an wen ee ee — 
Growing Crops 
extra competitive edge. It still works. With Northwestern, a 100% agency mutual, Aetna Fire 65,268 49,741] 
Agricultural ......... 44,390 7,767 e 
. ° ° Continental icntaaite 62,289 14,753 
you have two telling (and selling) advantages —the savings of a strong mutual Farm Bur. Mut., Ind. ......... 38,818 28,532 n 
Farmers Mut. Hail ..... «- 533,227 185,219 
e Great American . 54,068 24,093 
, , ; Hartford Fire .... 48,677 12,394 
company, the services of your own independent agency. onteig | man 64738 17,079 
Indiana Mutual Hai 294,549 76,773 
’ . . ° ‘ North America 26,784 23,985 
You'll find it a good combination — and it’s Mutual. St. Paul F.&M. 45,541 28,092 
Springfield _..... “a 75,856 9,611 
Write State Farm F.&C. estapeecninnnas 36,235 12,569 
Northwestern Inland Marine 
today —for 
all the North America. ..... 596,480 312,024 
PRY ee . Hartford Fire .. see 563,878 331,292 
information Aetna Fire . 421,004 155,711 
about an agency | Home vce... 324,168 148,182 
agreement St. Paul F. & M 288,427 84,746 
. Federal _.......... 62,044 
Serene INSURANCE COMPANY National Fire 132,629 
IME OFFICE + SEATTLE © WASHINGTONS Indiana _.......... 91,389 
Agricultural ...... 128,103 
Phoenix, Conn. ... 182,796 90,696 
Aetna Casualty... 181,595 62,091 
FIRE e CASUALTY e AUTOMOBILE ° INLAN D MARIN E! american Casualty |... 50,179 13,323 
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Direct Direct 
an Premiuns Len, vees Need To Attract 
Losses ~ $ . 
- American Central ‘ 38,649 16,052 Persons Into Business 
F430 PET. savsncientncscicsavnens wee 105,254 54,761 . . : 
48,473 American Gintes 161 606 67.567 Mrs. Muriel B. Hively, executive sec- 
am | American SUrety wun. 68,859 39.295 retary of Insurance Assn. of Los An- 
” antic utuz Saeaneia 29,622 ,192 . : 
18,87 | pt oe cgay 39'278 13.469 Seles, writes regarding the Feb. 10 
prog sd Boston ......... ssscestecsuevcaee| | SO 2,805 editorial urging upon fire-casualty 
ax Buckeye Union Fire .... 69,935 30,432 ay ae Bree ee 
20,653 Calcert F : 37 837 34315 agents “a constructive reaction” to the | 
a.08 Camden pyle Leon dearth of young men entering the in- | 
entenniz 39,572 896 . 
81,662 falas a a gst 15908 surance industry from college: 
pBon Commercial Union Assur 50,926 20,362 The membership of this association 
, r inenti Sasualty . 77,231 545 > ONT . “ata 
117,645 a nr rasg — 'gv'agn. (also members of NAIA) is facing up | 
65,939 Employers Fire, Mass 41,363 19,175 to the cold facts that the pipelines from 
97,540 Employers Mutual Fire 29,214 3,495 the ins e industry to the colleges 
8,662 Farmers Mutual Hail 64,241 51,395 e insurance industry to the colleges | 
45,967 Federated Mutual I.&H. 116,826 148,405 and universities are not freely flowing | 
53,020 Fidelity-Phenix _... 27,995 3.263 vith its story : 
57,295 Fireman’s Fund 158,164 77,922 WHUl IUS SLOFY. | 
= Firemen’s, of N.J ; 39,706 A Our president, Stephen R. Dach, | 
’ »nera ccident .... 39,135 ,247 wien - . c} r 4 
28,468 General of Seattle... 59.027 98.299 Stressed the strengthening of our pipe- | 
x Glens galls er 96,233 31,104 lines to educational centers as one of | 
335 yrai salers Mutual 0.656 18,370 : Pe : fe 
26,786 Geaak prone al sae 110/393 36,829 the major objectiv es during his ad- BOILER 
ayn Gulf seen 35,006 10,825 ministration. He urges upon our mem- 
, anover .. 30,378 10,035 ‘ . . e ££ : awe 
48,919 acd titan 50.883 15.930 bership the task of finding ways and 
ren Ind. Lumbermens Mut 67,964 22,678 means to interpret our functions to a 3 
66.465 et * _uepemetiaiaielaa yoy 5ar3 college and university men and women 
ee Lumbermens Mut., O. ..... 25,618 7,716 who might be, who could be or who MACHINERY 
24, Manhattan F.&M. oecsesssssssseee 49,687 25,187 . ram von ; 
17,430 Maritime cece, 31,952 6.094 Should be given the opportunity to be 
ame | Maryland Casualty ...... 26,504 24,275 interested in insurance as a career. 
’ Meridian Mutual ; 32,796 5,356 ~ - . 
43,634 { Michigan Mutual Liab. ........ 32,460 10,302 To that end Insurance Assn. of Los INSURANCE 
111,665 Millers National ....... 26,098 24,285 Angeles is placing particular stress on 
26,817 National Surety ............... 30,004 5.978 two long range projects: 
6,279 National Union... n.  80,563 33.346 ‘wo long ge projects: : 
an Newark sethitioscrabuisterseet 48,304 8,075 1. Open new avenues of communi- 9 
8,315 en pi i cation to colleges and universities and COM PLICATED? 
reo North River. es 38,068 4.687 cement existing relations with their 
of io ‘asualty i 26,523 284 a Ow . a ’ . 
7,317 Chin wana 52.673 10.394 @dministrative heads so that we may 
4 Royal | a 26,890 2.451 become known as a source of supply | 
(,00¢ Springfield _.... sure 55,774 12,898 said . aaahad 
61,557 Standard Accident .......... “58.011 1g.249 for speakers and career counselling | 
_—— Standard Fire we 78,873 33,648 On our own phase of the industry. 
, Statesman. ........ pusbiapes banthdoniaties 25,299 5,583 : ll 
145,108 Transportation 49042 30,093 2. Incorporate into our program the | 
a Travelers Indemnity 153,260 103,827 continuing practice of our individual 
’ Truck Exchange . 156.901 146,227 * sas . at 
38,909 USF&G. nn  168°503 120:204 Members inviting college students as | 
Ht hd awe Stents axis : 41,394 8.071 guests to our general meetings (our 
: Jabas ae 386 29,723 : 
43°339 Waauern — oi ee Serie cae annual insurance day, our monthly 
roy dinner and luncheon meetings, our 
'. D> . : . ps . 
26364 Ocean Marine clinics and workshops) and to offices Not for the Royal-Globe agent! 
14,610 aD a5 where they can see the fire-casualty 
32,421 Aetna Fire .... : sssveeeee 800,830 + eg, ti 
Atlantic Mutual mw 26,92 agency in action. 
ai | comeaial 29.719 aa eae : He has an unbeatable sales team — 
est ar” eo a This is not to say that either project y, * F 
40,480 Hanover _ ...... . 28,800 6,596 is a fait accompli. But the climate is production man, underwriter and ry rai ~ My 
38,440 Hartford Fire . 30,436 3.269 set for us to assume a share of re- i Mandl G2} maton noice 2)" sono 
36,083 Home of N.Y. 56,343 15,062 pel : , : . t b k hi These ? 
18°454 North America 106.964 55.014 sponsibility in seeing that insurance engineer — To bac Im Up. 
28,992 Liberty Mutual 140,763 50.450 has a more articulate voice in the - 
14/239 in colteainiis seal three men evaluate the risk and 2 ne 
50,394 § . | } 
. . . fi 
264° | Paint Bridge, Spatter Cars at present a proposal that uniquely AW I J sxamon, semaine 
62,162 e oe a AR i o. : , : . Fine protection | || . ; 
erase | It happens periodically. - is now Youngstown Agents’ Assn, meets the needs of the risk. Their “™"7'| || |) nice 
44,674 lappening in New York where the WwW . 1 | ty a 
eas Manhattan Bridge is being repainted Elects oodman President Functional Program lends the nec- ) AY af. Wl? AN | 
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Agent Must Change To Meet Changes Influencing His Position 


(CONTINUED FROM PAGE 7%) 
operate efficiently and economically in 
the competitive days ahead; training 
and educating the agent so that he 
functions competently and aggressively 
as a sales promoter; promoting the 
welfare of those companies which want 
to operate under the agency system; 
strengthening agents’ associations so 
that they can speak with authority on 
behalf of the agents; and, after all the 
other steps have been taken, by legis- 


Boiler and 
machinery 
coverages too 
technical 

for you? 





lative action aimed at preventing un- 
fair competition through inadequate 
rates or misleading representations. 
The usual agency contract deals with 
a number of subjects, but three—com- 
missions, termination of contract and 
ownership of expirations—are the 
areas that are particularly threatened 
by the impending changes, Mr. Morri- 
son said. A full and free discussion 
should take place before decisions are 
made. The only way to get such dis- 


cussion is to offer suggestions that can 
be “kicked around” in the exchange of 
opinion and counter-opinion. Conse- 
quently, he said, he was presenting his 
ideas as suggestions only. 

As company operations are simpli- 
fied and centralized, there will be 
fewer details for the local agent to 
handle. The companies will seek to 
reflect this shift in burden by a reduc- 
tion of the amount of commission. No 
one can foresee just how this shift 
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Then let us be your Engineering Department. 


Do you have assureds or prospects who need boiler and machinery coverage 
« « - but you hesitate to go too deeply into the subject because of the technical 
aspects? If you continue to pass up this profitable business, there’s a good 
chance a competitor will write it sooner or later. And that will give him a 
“foot in the door”... an opportunity to get all your client’s business. 

Why risk such a loss? Why miss business that can be very profitable to you? 

Whenever boiler and machinery coverage is needed, call your nearby 
Hartford Steam Boiler special agent. He represents the world’s leading 
organization specializing exclusively in boiler and machinery insurance. He’s 
experienced in handling all phases of this technical line. He’s trained to make 
surveys — draw up recommendations — present facts. You and your client 
select what best meets the need. From then on, the entire Hartford Steam 
Boiler organization of technical specialists becomes your Engineering Depart- 
ment . . . your client’s first line of defense against accidents to his power 


equipment. 


You'll profit by using the technical help of the man from Hartford Steam 
Boiler. Get acquainted with him soon. . . call him often. 


Remember, INSPECTION is 
our middle name 


Hartford 2, 
Connecticut 
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will develop. Conditions undoubtedly 
will vary agency to agency and com- 
pany to company. Some agencies may 
be able to retain certain functions 
while other agencies will not. Here the 
Canadian experience might be sug- 
gestive. 


Commission Break-Down 


Instead of providing for a flat over- 
all commission in the agency contract 
the commission might be broken down 
into a schedule of services—so much 
for procuring the business, for writing 
policies, for assisting in collection of 
premiums, for handling of small claims, 
etc. Many agents would be better off if 
they collected a 7.5% commission on 
each premium with no expenses to pay, 
no financing to provide, and no col- 
lections to worry about—provided 
their expirations were safely their 
own. Serious thought must also be 
given to the amount of commissions to 
be paid to the agent on the renewal of 
policies when no additional selling 
effort has been required in the re- 
newal. 

As presently written, most contracts 
provide for termination at will, Mr. 
Morrison observed. Up to now this 
has not been too serious because it 
has been comparatively easy for an 
agent to secure another company to 
take over the business, except possibly 
automobile insurance. As the number 
of companies diminishes and agency 
appointments become more difficult to 
secure, the sudden termination of an 
agency relationship will become a 
much more serious matter. Unless 
termination is for a breach by the 
agent of his agency agreement—for 
such cause as failure to pay his ac- 
counts on time or fraudulent con- 
duct or violation of limitations placed 
upon him—it is suggested that con- 
tracts be amended to provide notice of 
60 or 90 days for termination. 

Nothing in the proper conduct of an 
insurer’s business should make such a 
provision either unfair or unduly bur- 
densome on it, he said. A company 
which plans to withdraw from a state 
certainly makes its plans in advance, 
and the agency force should be given 
some warning. If a company’s license 
to operate in a state be terminated 
suddenly, Mr. Morrison does not be- 
lieve this would constitute a breach by 
the company of such a contract pro- 
vision. 


Value Of Expirations 


Many agents fear that the proposed 
changes threaten their ownership of 
expirations. It might be more accurate 
to say that they fear that the value 
of their expirations will be diminished. 
According to their position, the aver- 
age insured knows who his agent is 
but does not know what company 
writes his fire or casualty insurance. 
As a result, the agent can substitute 
another insurer without running into 
any resistance. This is quite different 
from the condition that exists in the 
life business where the average in- 
sured knows the name of his company. 

If bills for fire and casualty insur- 
ance are to be sent directly from the 
company to insured on the company 
billhead and checks are drawn to the 
order of the company, if renewals go 
out direct from the home office, if 
changes which require endorsement of 
the policy are communicated directly 
to the company, these agents feel that 
their insured will become attached to 
a particular company, particularly if 
they are pleased with the service, and 
that the agent will lose his freedom of 
substitution. If the agency is termin- 
ated, insured will want to continue to 
do business with the same company 


XUM 











L over- 
ontract 
1 down 
much 
writing 
‘ion of 
claims, 
r off if 
ion on 
to pay, 
10 col- 
‘ovided 

their 
lso be 
ions to 
wal of 
selling 
he re- 


ntracts 
ll, Mr. 
w this 
ause it 
for an 
any to 
ossibly 
1umber 
agency 
icult to 
| of an 
ome a 
Unless 
by the 
nt—for 
his ac- 
it con- 
placed 
at ~con- 
otice of 


‘t of an 
such a 
ly bur- 
ym pany 
a state 
dvance, 
e given 
license 
minated 
not be- 
each by 
ict pro- 


roposed 
‘ship of 
accurate 
e value 
inished. 
le aver- 
agent is 
ompany 
surance. 
ibstitute 
ing into 
lifferent 
; in the 
‘age in- 
ompany. 
y insur- 
rom the 
‘ompany 
n to the 
wals go 
ffice, if 
ament of 
directly 
feel that 
ached to 
ularly if 
vice, and 
edom of 
termin- 
itinue to 
company 








May 12, 1961 


because it is now their company. 
This is a real problem. However, Mr. 
Morrison believes that this threat must 
be met by adjusting to change and 
not by opposition to it. The adjustment 
he foresees will be the institution of 
a much closer relationship between 
agent and insured—a more frequent 
personal contact that will demonstrate 
to insured that his agent is interested 





North America Introduces 


New Cover For Yachtsmen 


North America is offering its new 
windjammer policy for yachtsmen 
owning sailboats and auxiliaries. In a 
single all risk package, it includes at 
lower cost more protection than previ- 
ous more restrictive covers. 


Coverage Told 


The contract covers all risks of 
direct physical loss or damage from 
any external cause, including spars 
and sails while racing; overland trans- 
portation; vandalism, and damage from 
latent defects. Also included are P&I 
up to hull value or $1,000 minimum; 
collision: liability, BI and PDL; $1,000 
medical payments; $250 personal ef- 
fects, and federal compensation. 
Higher limits on P&I, medical pay- 
ments and personal effects are avail- 
able. 

There is a 20% return premium if 
no claim has been made by the end of 
the policy year. 


Ives Retires In Conn. 


Louis K. Ives, Connecticut state 
agent of Springfield-Monarch, has re- 
tired after 35 years with the company. 
He entered the business with Aetna 
Fire’s western department and was 
later with New England Insurance 
Exchange as a schedule rater. He 
joined Springfield as a special agent 
in western Massachusetts and Con- 
necticut. 

Mr. Ives has been president and a 
member of the executive committee 
of Connecticut Insurance Field Club. 


American Mutual Has EDP 


American Mutual Liability has in- 
stalled one of the nation’s first Honey- 
well 800 electronic data processing sys- 
tems at its home office. The machine 
will be used to rate and write auto 
liability and property damage policies. 
It will also be programmed to calculate 
and write bills and to process statisti- 
cal material and reports. 
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in his welfare and working on his 
behalf. 

Isn’t this a major weakness in the 
present agency system, one that has 
opened wide the door to an invasion 
by the direct writers into the personal 
lines business, the fact that the aver- 
age insured neither sees his agent, 
hears from his agent, nor speaks to 
his agent from one year end to the 
next? Yes, he gets mail from his agent 
and will receive a call in person or 
over the telephone if he has to be 
dunned for payment. But, except for 
these contacts, Mr. Morrison is firmly 
convinced that the situation is as he 
described it in the case of all but the 
large commercial account in the aver- 
age agency. Agents do not complain 
that they are in danger of losing these 
large commercial accounts as a result 
of direct billings and other direct com- 
pany contacts. That is because they are 
servicing these accounts thoroughly. 

There can be written into the agent’s 
contract specific provisions spelling out 
what a number of courts have already 
stated to be the agent’s rights with 
regard to ownership of expirations if 
his agency is terminated, Mr. Morri- 
son suggested. By so doing agents 
would eliminate the possibility that 
the courts in other states would not 
follow these decisions. He suggested 
language which would follow the de- 
cision of the court in the case of Kerr 
& Elliott vs Green Mountain Mutual 
Fire, decided by the Vermont supreme 
court. Here the agent upon termin- 
ation of his agency was held to have 
the right to use the expirations to 
place the business with other com- 
panies for which the agent was acting 
and thus to secure for the agent the 
continued benefits of such business, 
and that any interference by the com- 
pany for the purpose of and tending to 
hinder the agent from so doing would 
be an invasion of the agent’s rights. 


Property Rights 


The decision stated that “they (the 
agents) were entitled to all the bene- 
fits which they could derive from the 
lawful use of these property rights. 
They were entitled to the lawful en- 
joyment of these rights free from any 
interference therewith by the defen- 
dant. If the defendant renewed any 
policy here in question, even though 
such renewal was not solicited, it 
thereby brought about a situation mak- 
ing it impossible for the plaintiffs to 
obtain a transfer to another company 
of the risk covered by such policy. It 
may be that the policyholder would not 





WHEN 
KNOWLEDGE 
IS GOLDEN 
... literally! 


Skimpy information, in your business, is a 
cardinal sin. The more complete your 
knowledge about your client’s financial 
affairs, the more honest dollar-value 

you can pack into your advice to him ona 
proper property insurance program. 

How do you get the straight-arrow facts? 
The one surest way is to recommend 


Continuous American Appraisal Service. 
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It will tell him—and you 
property value, today. It will modify that 
value, up or down, periodically. 

And it will support that value, 

in any needed proof of loss. 
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525 E. Michigan St., Milwaukee |, Wisconsin 
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Continuous American Appraisal Service 
is your golden key to increased sales, 
your client’s golden key to the 

benefits he will expect. 
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have permitted the risk to be so trans- 
ferred even though the defendant had 
refused to renew such policy. However, 
any intentional and voluntary act on 
the part of the defendant which would 
directly interfere with the plaintiffs’ 
rights to make all lawful effort to ob- 
tain a transfer of this business to other 
companies, or any such act which 
would tend to make such effort of no 
effect would be an invasion of the 
plaintiffs’ rights. The renewal of any of 
these policies by the defendant would 
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be such an act, even though such re- 
newal was not solicited by it.” 

Mr. Morrison commented that nei- 
ther the agency companies nor the 
agents themselves can afford to engage 
in a civil war at a time when the di- 
rect writers are. challenging their 
whole concept of how to do business. 
It is vitally important that cooper- 
ation between companies and agents 
becomes the order of the day. Only in 
this way will the challenge of change 
be adequately met. 
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Another first for the MARINE OrFIcE—the FLOAT PLAN. 
Designed to bring fast rescue assistance to boatmen who 

are reported overdue while cruising, this valuable safety aid is 
also bringing new yacht insurance business to agents and 
brokers. As a result of national advertising and publicity the 
FLOAT PLAN has become popular throughout the country. If 
you are an agent of one of our member companies and want 
to provide FLOAT PLAN pads to boat owners, boating 
safety organizations, yacht clubs, dealers and marinas in your 
community, write or call the nearest office of MARINE 

OFFICE OF AMERICA and ask for a free supply. 


Aviation Insurance through Associated Aviation Underwriters. 
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Outlines Effective Advertising Plans 
For Agencies That Want More Business 


S. M. Waugaman, vice-president of 
Central Mutual, strongly emphasized 
the need of an agency for advertising if 
it is to increase its volume and earnings 
in his‘talk at the Tri-State Mutual 
Agents Assn. in Harrisburg, Pa. Too 
many agents take the easy course by 
concluding that advertising doesn’t pay, 
t is expensive, and they’d rather save 


their money. 

Yet many more people are around 
today than there used to be. The agent 
can’t cover them all in person. He can’t 
build a business on friendship with ev- 
eryone in town, as once was possible. 
Personal canvassing is no longer ade- 
quate to produce all the business an 
agency requires. To be successful to- 


day, he said, the agent has to motivate 
customers to come to him. The fact is, 
most prospects find the agent instead 
of the agent finding them. Is this be- 
cause too few agents make too few 
personal calls? Is it because most 
agents are too busy? Is it because they 
are too satisfied with the business they 
have? 

People Go To Agents 


Mr. Waugaman pointed out that far 
more people contact the agent than 
agents contact people—85 to 90% of 
auto and fire insurance customers. Ad- 
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B & M CAN BE A POWERFUL SALES-TOOL FOR YOU 


The present annual volume of about $70 million is only a fraction of what Boiler & Machinery 
Insurance could be. CU/NB GROUP is ready to help you with surveys, accident prevention 
inspections, good claim relations. ™ How many prospects do you have in your own files who 
have heating plants, power boilers, pressure vessels, refrigerating or air-conditioning systems, 
engines, turbines, large electrical installations? If you now carry some forny of coverage on 
them, they may be only half-protected. Let CU/NB GROUP find out for you. ™ Boilers, 
pressure vessels and machinery are the lifeblood of your client’s business. He could not operate 
without them. This is true whether he owns a store, an apartment, a small shop, or a large 
factory. Physical damage and loss-of-use could put him out of business. ™@ Ask our Fieldman 
how to take advantage of CU/NB GROUP’S capable, countrywide inspection staff to gener- 
ate more SALES-POWER for you with Boiler & Machinery Insurance. 
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vertising will get these people to go 
to the agent who does the most effec- 
tive advertising. 

True, some direct writers and other 
competitors have outstanding adver- 
tising campaigns running nationally 
and locally. The competition is rough. 
But Mr. Waugaman declared they are 
trying so hard because the agents are 
rough competition for them. 

The agency’s reputation for service 
can be expanded effectively by well 
planned advertising. There is no better 
way to promote friendliness than 
through friendly advertising. Savings 
can be advertised. The benefits of such 
product attractions as the safe driver 
program can be advertised. People are 
influenced by factors which are effec- 
tively used as advertising appeals. 

Agency advertising must be well 
planned and consistent, Mr. Waugaman 
advised. Results take time. The adver- 
tising should be budgeted by the year 
and the appropriation based on ex- 
pected premium volume. Advertising 
should not be scattered but should ap- 
pear regularly, in the same paper, on 
the radio, through the mail. If the 
budget is limited, the agent should 
choose—he shouldn’t try to use all me- 
dia. 

Has To Be Enough 


The expenditure should be enough 
to make a definite impact. Otherwise 
it is wasted. Advertising dollars will go 
farther if the agent makes full use otf 
advertising materials supplied by com- 
panies. Many of them are free—fold- 
ers, newspaper ads, radio commercials, 
even professionally-prepared and pre- 
tested direct mail campaigns. 

Based on a recent survey of 3,500 
mutual agents, he said, the eight most 
popular media are yellow pages, news- 
paper, direct mail, radio and TV, win- 
dow displays, outdoor billboards, give- 
aways, and film trailers. A listing in 
the yellow pages is as basic as having 
a phone. 

Newspaper advertising is a favorite 
among agencies because it is relatively 
inexpensive, reaches every worthwhile 
prospect in the agency’s area, builds 
identity and good will, and is flexi- 
ble as to size, frequency and location 
in the paper. To be effective, its use 
requires continuity and regularity so 
that one ad will remind the reader 
of the others that preceded it. Mr. 
Waugaman reminded agents that most 
newspapers have two rates, one for 
national advertisers and a lower one 
for local merchants. 

Direct mail is a good media for the 
local agent because it is selective, per- 
sonal, easy to control, a good sales 
medium, and gets attention. Approx- 
imately 40% of the direct mail re- 
ceived by home owners is read more 
than halfway through. The best results 
come from direct mail that is made 
personal. He recommended the agent 
select 25 good prospects, write five let- 
ters a day for five days, then during 
the following week make five personal 
calls a day. The agent should sell 25% 
of the 25. 


Direct Mail Is Good 





Direct mail is especially good for the 
new agent just starting out. However, 
it is equally good for the old agency. 
One of the most disheartening things 
for the company to come up against 
is the agent who is self satisfied: Busi- 
ness is good, he doesn’t need new busi- 
ness, he is too busy. This may be all 
right for the owners but it is bad for 
the young men coming up. 

As part of direct mail, the multi- 
graphed agency bulletin for policy- 
holders and prospects is useful. Bulle- 
tins of this type contain summaries of 
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the newest coverages, changes in pol- 
icies, reasons why the _ policyholder 
should insure to value, etc. The agent 
can secure information from the com- 
panies’ underwriting or sales depart- 
ments and from the trade press. In 
direct mail campaigns, be careful about 
the mailing dates, he advised. Don’t 
mail it to arrive Monday, or the day 
after a holiday, or when local stores 
are running special sales. Ask the post- 
man for his slack days, and mail then. 

Radio seems to be the third choice 
of most agents. It appeals more to 
agents in smaller towns than to those 
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in the cities. This is understandable, 
since rates are based on the size of the 
market. While newspaper rates are go- 
ing up, radio rates generally have lev- 
eled off and, in some cases, are going 
down. Radio provides broad coverage, 
a personal, intimate, friendly touch, 
and selectivity. If the agent favors TV, 
he should figure out ways to appear 
free—on quiz programs, community 
service programs, and panel discus- 
sions. This often is wonderful publicity 
though it can’t be used regularly. 

More and more agents have first 
floor offices with good window display 
facilities, he said. Here a definite pro- 
gram is helpful. Displays should be 
interesting, and they should be changed 
weekly. Among ideas for displays are 
athletic teams, school art paintings 
and art club paintings, organization 
pictures and awards, locally manufac- 
tured products, farm products, antique 
collections, local merchants’ special or 
high class merchandise (here the cov- 
erages and rates can be shown). The 
merchants will make the signs. Show 
pictures of homes, churches, automo- 
biles; get pictures from the newspaper 
and key customers; use a newspaper, 
mounted on a cardboard and set it on 
an easel in the window, then run a 
ribbon from the item to a card on the 
window showing how to insure against 
the accident. 

Billboards are a popular form of ad- 
vertising, especially in medium or 
smaller sized cities. 


Use One Giveaway 


The giveaway is a headache for most 
agents chiefly because there are so 
many of them, and few agents can 
decide which one is best. To give a 
half dozen items is to lose the impact 
value of giveaways. One agent is 
known as the “match king” in his town 
because he distributes so many book 
matches. He has a program. At Christ- 
mas he mails them to all clients and 
prospects. He repeats the mailings on 
their birthdays. He supplies three hos- 
pitals, four filling stations, two res- 
taurants and several beauty parlors. 
Total cost per year, about $500. He 
gets the impact with one item. 

The agent will make wise decisions 
and build a better advertising program 
if he follows the simple rules of se- 
lecting the types of prospects he wants 
to reach and choosing the best media 
to reach them most economically; de- 
cide on the objective (selling specific 
policies or accounts, or reaching a spe- 
cial market such as industrial, mer- 
cantile or personal), and set a premi- 
um volume goal. Plan the advertising 
program to have continuity, personal- 
ity, and friendliness. 

Mr. Waugaman urged agents to study 
the advertising offered by the compa- 
nies and use it. They should not fear 
to publicize the company name—it 
usually has more prestige and publi- 
city than the agent. Yet this fear has 
kept hundreds of agents from enjoying 
the benefits of the vast amount of 
money companies are spending on ad- 
vertising every year. If the agent’s ad- 
vertising is properly planned, and if 
his business is correctly sold, the com- 
pany name will help rather than hin- 
der the sale. 





D. C. Rating Unit Elects 


At its annual meeting, Insurance 
Rating Bureau of District of Columbia 
elected Arthur K. Carlin, Royal- 
Globe, chairman of the governing com- 
mittee, and Lawrence W. Phelps, 
Travelers, vice-chairman. 

Elected to the governing committee 
were Home, Royal-Globe, American 
and National Union. 
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Forecast Of Canadian Agency System Echoes Trend In U. S. 


(CONTINUED FROM PAGE 2) 
to now, and there is no indication that 
they are likely to ease off. The con- 
trary is more probable. Equally per- 
tinent is the degree to which com- 
panies and agents of the agency sys- 
tem are ready and willing to adapt 
themselves to new conditions, Mr. 
Wright said. 

Mr. Wright emphasized that the new 
competition entered the game with a 
different set of rules. Undoubtedly 
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the agency system will reexamine its 
own rules. One of them is in the quality 
of the word “independent” in “inde- 
pendent agent.” Mr. Wright thinks 
that this is a perfectly valid expres- 
sion with a “viable” future, if com- 
panies and independent agents of the 
agency system recognize their inter- 
dependence. With “independence” in 
its proper perspective, there is no 
reason why cooperation between 
agents and companies cannot be highly 


successful. 

One question which has gone the 
rounds is: Will the agency companies 
go direct? Mr. Wright has no know- 
ledge of the thinking of other agency 
company managements, but his com- 
pany has no intention of abandoning 
the agency system under which it has 
prospered for the past 100 years in 
Canada. 

“It is not easily possible to convert 
our present purpose of offering a 
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broad, stable insurance market to the 
total economy of the nation into one 
in which we would restrict our activi- 
ties to those classes of business which 
can practically be handled by an 
electronic computer instead of by an 
intelligent underwriter of long experi- 
ence. We have grown accustomed to 
handling our business in a human and 
personal way in which the spirit of the 
contract on both sides is more impor- 
tant than the letter. The spread of our 
business from coast to coast, and from 
the U.S. border to the Arctic Circle, 
and the nature of our business in a 
hundred different kinds of policies are 
factors which make its handling on a 
direct-to-public basis cumbersome, 
impractical and therefore very remote. 
We will follow a policy of carefully 
planned adjustment to changing con- 
ditions as they arise, at the same time 
giving what help we can to our agency 
force to fit into our pattern,’ Mr. 
Wright declared. 


Direct Billing Problem 


The competition of the next decade 
or so will be a battle of costs of oper- 
ation between all types of insurers, he 
went on. This means that the objective 
will be to return to the insured the 
maximum number of cents out of his 
premium dollar by way of claims, 
while leaving the insurer with a mar- 
ginal but reasonable profit, and the 
agent with a fair compensation for his 
services. All processes in the offices of 
companies and agents will have to be 
reviewed to eliminate duplication of 
effort and to reduce costs by stream- 
lining. 

The first thought to cross the mind 
is that the agency companies collect 
their premiums from insured by a two- 
stage process, first, from the insured 
to the agent, and second, from the 
agent to the company, whereas the 
direct writers generally collect their 
premium by a one-stage direct billing 
process. It is interesting to note that 
the bulk of life premiums is also col- 
lected in this way, and if the results of 
the life companies are anything to go 
by, the system seems to suit a very 
large cross section of the public. 


Possibility Of Direct Billing 


It is altogether likely therefore that 
the agency companies in Canada will 
have to take a look at direct billing 
systems. Direct billing does not mean 
direct writing. Perhaps the confusion 
in many people’s minds is understand- 
able, since all direct writing companies 
employ direct billing. The latter is 
only a means of collecting a premium 
from an insured and getting it to the 
insurer where it belongs. Agency com- 
panies generally are not falling over 
themselves to get into direct billing. 
They are aware of the large invest- 
ment in new machinery required, and 
Mr. Wright’s company for one, having 
recently centralized its agency ac- 
counting, is acutely conscious of the 
headaches involved in any major 
change of process. 

Mr. Wright is aware of the many 
petty snags involved in direct billing. 
Agents are not slow to report inci- 
dents such as that of insured who 
went off on his usual winter holiday to 
Florida. He got out of his routine 
monthly payment habit, and his policy 
was automatically cancelled direct by 
the company. 

Mr. Wright knows an agent who 
used to represent Allstate. This agent 
believes that 75% of Allstate’s lapses 
might be traced to irritations arising 
out of billing errors. But petty snags 
must not obscure the end result. Mr. 
Wright’s company discovered in in- 
stalling centralized accounting, that it 
was troublesome during the initial and 
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settling down period. But it now seems 
to be working smoothly. 

If the conservative agency companies 
become convinced that there are econ- 
omies in direct billing which can be 
passed on to the public, direct billing 
will be applied with much greater 
frequency to the classes of business to 
which it is suited, in Mr. Wright’s 
opinion. 


Advertising Factor 


He believes that there are only two 
antidotes to the large scale advertising 
which has contributed so much to the 
success of the direct writers: Adver- 
tising on an equivalent or bigger scale, 
and personal contact of the competent, 
independent agent with clients and 
prospects. 

Last fall shortly after his appoint- 
ment to his present post, Mr. Wright 
sent a circular letter to all his agents 
asking for views and comments on 
Royal-Globe service and on the gen- 
eral problems of the day. In the replies, 
the most frequent request was for na- 
tional advertising. It is interesting to 
recall, Mr. Wright said, that only a few 
years ago any attempt at direct ad- 
vertising by an agency company 
brought forth strong protest from 
many agents on the ground of trespass 
of their right to approach the public, 
probably coupled with accusations that 
any company doing such a thing ob- 
viously intended to go direct. The di- 
rect writers have at least done one 
good thing in helping to clear away 
those suspicions and to make every- 
body in the agency system realize the 
tremendous value to the salesman of 
a brand name product. 

Up to the present, the interest of the 
direct writers is confined to automo- 
bile and personal lines, he continued. 
These are Only two  parts—though 
very important ones—of the diverse 
portfolio of business sold by agency 
companies. These lines are, however, 
much more important parts of the 
portfolios of the majority of indepen- 
dent agents. This situation, and the 
corollary of applying direct billing to 
only part of the business, presents a 
dilemma to the agency system. 


Sees Ultimate Victory 


The picture begins to emerge of an 
exclusive or near-exclusive type of 
agent, working with an agency com- 
pany in the large cities and other cen- 
ters where direct writer competition 
is heaviest. This man wil! probably 
have limited office facilities of his 
own, will concentrate on automobile 
and personal accounts, including life, 
and will probably retain ownership of 
his business. As Mr. Wright sees it, 
this is an evolution which is more 
likely to come from the pressure of 
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events than from the pressure of the 
agency companies. 

Mr. Wright has lived in Canada 14 
years, always in a middle class suburb 
of a large city. Not once has a general 
lines agent knocked on his door. His 
company’s’ claims files repeatedly 
bring out cases of gross underinsur- 
ance. Recently, during discussions 
about the feasibility of applying a 
guaranteed amount coinsurance clause 
to dwelling fire policies as a means of 
developing proper insurance to value, 
objection was raised to the suggestion 
on the score that agents would not 
have time to see insured or the proper- 
ty to get proper values for the guar- 
anteed amounts. 

While criticism might be inferred 
from his remarks, such was not his 
intention, Mr. Wright said. He believes 
that there is still a wide open field 
for the personal account agent who is 
willing to put in some hard work. This 
kind of man will beat direct writers 
hands down, Mr. Wright concluded. 


DeWitt Stern, Geimonn & Co. 


In General Lines Business 


It was incorrectly reported in the 
April 28 issue of THE NATIONAL UN- 
DERWRITER, that the DeWitt Stern, Gut- 
mann agency of New York City is a 
surplus lines agency. The brokerage 
firm is in the general lines business, 
specializing in life and health insur- 
ance. DeWitt Stern, president of the 
agency, is a member of Million Dollar 
Round Table and a past president of 


International Accident & Health Un- 
derwriters Assn. 
CPL Revision In N. H. 

Mutual Bureau has revised rules, 


classifications and rates on CPL and 
farmer’s CPL in New Hampshire, ef- 
fective May 2. The revision is already 
in effect in 40 states. 
Chicago General Agency Names 2 
Bernard Cox has been appointed sec- 
retary and Howard Aubert treasurer 
of the Gore-Youngberg-Carlson gen- 
eral agency of Chicago. Mr. Cox has 
been with Zurich, and Mr. Aubert was 
with Peat, Marwick, Mitchell & Co., 


accounting firm, before joining the 
agency in 1959. 
Richmond County (N. Y.) Assn. of 


Insurance Agents has elected Roy A. 
Cutter president; Howard Bowe vice- 
president; Anthony Romagnolo treas- 
urer and Mrs. Josephine Palmer sec- 
retary. Frank B. Sterner Jr. and An- 
nette Cirbus were named directors. 
Thomas P. Walsh, outgoing president, 
has been named delegate to the sub- 
urban association. 
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Casualty, Surety 
Unit Bucks Model 
Non-Admitted Law 


Directors of National Assn. of Cas- 
ualty & Surety Agents at their semi- 
annual meeting in Baltimore adopted a 
resolution in unqualified opposition to 
any form or type of model bill to 
regulate unauthorized insurance. 

Regulation of some sort may be re- 
quired in certain states to protect 
buyers and to insure payment of re- 
quired taxes, the board agreed, but 
regulation should not become so bur- 
densome that the special and non- 
admitted markets are prevented from 
functioning. In many states, statutes 
and department rulings may suffice; 
in others, new law may be necessary. 

To assist the latter states, the as- 
sociation recommends in lieu of a 
model law a set of guiding principles. 
Each state can use these for its par- 
ticular needs. 


Other Actions 


The discussion which led to the 
resolution indicated that the directors 
believe the third draft of the non- 
admitted insurance act imposes bur- 
densome restrictions on the opportun- 
ity for service to the public in a com- 
plex field. Included in other defects of 
such a law is excessive cost of ad- 
ministration, in the board’s view. 

Also discussed at the meeting was 
the purchase of agencies by companies 
with subsequent domination by the 
company. The president and executive 
committee were charged with develop- 
ing further information for consider- 
ation and recommendations. 

Again recommended by the directors 
was a 1947 proposal, suggesting adop- 
tion by the states of a broker’s act to 
clarify the relation between insured 
_ and the broker. This is in line with the 
impact of anti-trust legislation on pro- 
ducer activity, and its purpose is to 
provide state regulation which will 
avoid federal supervision. 

A committee was appointed to study 
the position taken by the association 
some years ago on rating laws. The 
unit will consider existing and pro- 
posed laws as a prelude to definite 
action by the directors. 


Hanover Group Names 
Payne Ill. State Agent 


J. H. Payne has been named Illinois 
state agent by Hanover group suc- 
ceeding John F. Romer, who has re- 
signed to open a local agency. 

Mr. Payne is being transferred to 
northern Illinois from St. Louis, where 
he has been special agent. 
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Advocates National 
Blue Shield, With U. S. 
Picking Up The Tab 


Use of Blue Shield organizations 
throughout the nation as an effective 
substitute for any federally-controlled 
socialized medicine program has been 
advanced by a prominent medical 
spokesman. 

Dr. D. W. McLean, new president of 
the Wayne County (Detroit) Medical 
Society, proposed in his inaugural ad- 
dress that Blue Shield, of which his or- 
ganization is a part, be made com- 
pletely national in scope and that the 
government be empowered to pay the 
medical care premiums for the needy. 

Michigan already has enacted enabl- 
ing legislation bringing this state under 
the limited federal ‘Medicare’ pro- 
gram passed last year and the current 
legislature has broadened the state 
participation to include more services 
and more individuals. 

“The indigent should be fully cov- 
ered by Blue Shield,” said Dr. McLean, 
“and their premiums should be paid 
by the government at the going rate. 
The government buys all other serv- 


ices at standard rates—they cannot 
with integrity pay less for medical 
care. Medical care for those in need 


could be purchased by the government 
in this manner at less cost than by any 
of the methods presently proposed.” 

Dr. McLean also suggested that Blue 
Shield offer indemnity instead of serv- 
ice contracts. 

He was critical of organized labor 
for creating many of the troubles now 
being experienced by Blue Shield. He 


said labor leaders, “after the service 
had prospered for 15 years, began 
hopefully devising ways of getting 


more medical service for less money. 
The cry was for complete service and 
Blue Shield has tried to oblige.” 

He said adoption of the ““M-75” con- 
tract was a victory for labor, but it 
has meant a “subsidy of medical serv- 
ice by doctors and has resulted in 
rapidly increasing utilization and 
mounting premiums, with subsequent 
recriminations and abuse of the med- 
ical profession.’”’ He said “the public 
recognizes us as good doctors but, I 
think, justly criticizes us for being poor 
insurance men.” 


Brown Appoints Rago 

Geo. F. Brown & Sons, Chicago, has 
named Emile J. Rago assistant claims 
manager. In this capacity he will su- 
pervise liability claims for the Brown 
organization, Interstate F.&C., and 
Chicago Ins. Co. 

Mr. Rago has been assistant general 
superintendent of claims for U.S.F.&G. 
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HeNATIONAL UNDERWRITER 


Outlines Phases Of Sound Programming, Urges Broad View 


(CONTINUED FROM PAGE 30) 
to merge. Sound judgment and broad 
experience then become essential. 

The third or prescription phase of 
surveying presupposes a thorough un- 
derstanding by the surveyor of differ- 
ent coverages—both specified peril con- 
tracts and all risk forms—so that he 
may choose the best available program. 
Such planning also requires extensive 
familiarity with the markets (domestic 
and foreign) where each of the selected 
coverages can be placed, Dr. Overman 
said. 

The surveyor should begin by in- 
specting properties, personnel, and op- 
erations. If he can speak the language 
of the trade, he will have no trouble 
persuading insured to make properties, 
operations, records and accounts acces- 
sible to him for inspection. Moreover, 
having acquired technical knowledge 
of the business involved, the surveyor 
will be able to ask precise questions 
to uncover the information needed for 
a comprehensive program of protection. 

Dr. Overman suggested that the sur- 
veyor first delineate perils which 
might be handled by self-insurance. A 
reserve fund should be established to 
cover possible losses, safety inspections 
and administrative expenses. Stop-loss 
coverage should be used to preserve 
the reserve fund, during the program’s 
formative years. 

The surveyor should next consider 
the balance of insurable perils with re- 
gard to amounts of coverage and poli- 
cy limits, Dr. Overman said. Recom- 
mendations will depend on the sur- 
veyor’s experience, his familiarity with 
loss patterns of the institution surveyed 
and of similar institutions, as well as 
on his estimate of what the client will 
accept on a given coverage recommen- 
dation. 





Complicated Decisions 


After essential coverages have been 
programmed, the surveyor should turn 


his attention to desirable and avail- 
able coverages. These, Dr. Overman 


stressed, require more complicated de- 
cisions. He advised surveyors to de- 
termine the largest single financial loss 
which the institution could absorb 
without serious financial consequences 
and to use this amount in judging less 
serious exposures. If peril appears like- 
ly to produce a loss above this meas- 





White Joins C.V. Starr 


Robert L. White has joined C. V. 
Starr & Co. as manager of the newly 
created personal accident department. 
He had been executive supervisor of 
the A&H department of Massachusetts 
Bonding. He entered the business with 
Continental Casualty at New York. 


Hartford Transfers Palmer 

Milan H. Palmer, an instructor at 
Hartford Fire group’s training center, 
has been transferred to assist Edward 
Wright, engineer, in the eastern de- 
partment. Mr. Palmer joined the com- 
pany as a fire engineer in New Eng- 
land in 1931. He became an instructor 
in 1950. 


Brinker agency of Cleveland has 
been merged into Hale & Hale agency 
of which Clayton G. Hale is managing 
partner. Edwin T. Brinker will have 
a financial interest in the Hale firm 
and will shortly change his residence 
and business address to Florida for 
reasons of health. The Brinker firm 
was founded in 1907. The Hale agency 
was founded in 1899. 


ure of financial disaster, it should be 
insured. If expected losses from a haz- 
ard are below the limit, the hazard 
should be assumed by the client. 

When the program is completed, the 
surveyor should reconcile his recom- 
mendations with coverages already car- 
ried by the client, Dr. Overman 
warned. Immediate cancellation of ex- 
isting coverages may prove costly and 
unnecessary. Moreover, there may be 
personal reasons for the client to main- 
tain certain coverages. Conflicts be- 
tween existing coverages and the new 
program may call for adjustments in 
the surveyor’s final recommendations. 

He may also discover that his plan of 
protection conflicts with the market 
availability of coverages recommended. 
He should be sure that his proposals 
can be obtained at reasonable rates be- 
fore he sets them down in his final 
program. 

The final step of the survey process 
—obtaining acceptance of the proposed 
program—is the most important, in 
Dr. Overman’s opinion. To prepare an 
ideal program and then have it re- 


jected by the client achieves nothing 
for either party. Such time and effort 
is costly to the surveyor and to the 
institution. 

Perhaps most frustrating to the sur- 
veyor is to have his program passed 
along to a competitor for implementa- 
tion. Some successful surveyors main- 
tain that for this reason the total! pro- 
gram should never be released to a 
client. Dr. Overman emphasized that 
a surveyor’s chances of losing an ac- 
count in this manner depend on his 
ability to establish a_ solid rapport 
with the client during the survey mak- 
ing process. 


There is another reason for with- 
holding program recommendations, 


Dr. Overman continued. A vast volume 
of complicated coverage recommenda- 
tions may so confuse the client as to 
dissuade him from accepting even the 
catastrophe coverages recommended. 
A far better procedure, some specialists 
maintain, is to present only the glaring 


weaknesses in the client’s present cov- 
erage. 
A few coverages recommended to 
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protect areas likely to produce serious 
lo: s have greater impact than a formid- 
able mass of proposals. If such a piece- 
meal approach leads to acceptance of 
an effective program, when otherwise 
the client might tend to reject the en- 
tire plan, then perhaps the end justi- 
fies the means, Dr. Overman suggested 
Cites Midwest Surveyor 

He cited a surveyor in the midwest 
who has developed a program presen- 
tation which has been unusually suc- 
cessful in achieving acceptance. He 
uses a bar chart, each vertical bar 
representing coverage for a specified 
peril or group of perils. Shading, cali- 
brated in dollar amounts from the bot- 
tom of each bar upward, indicates the 
policy limits recommended. Insured 
can see at a glance the relationship 
between total exposure and the extent 
of the coverage recommended. The 
non-shaded area of each bar reflects 
the disparity between dollar exposure 
and the amount of the policy recom- 
mended. 

The potential client’s acceptance of 
the program recommended depends 
finally on good salesmanship, Dr. Over- 
man concluded. 
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HieNATIONAL UNDERWRITER 


Agents, Companies Should Work, Stop Worrying: Dubuc 


(CONTINUED FROM PAGE 9) 
can’t sell. Yet there always has been 
more communication of this kind than 
most agents realize. 


Poor Job Of Telling 


Companies owe it to agents to speak 
frankly when constructive criticism is 
in order. So, he said he was asking 
them what they have done about the 
good forms the companies have made 
available, coverages for which there 
is a recognized need, such as business 
interruption, commercial property, 
broad storekeeper’s liability, store- 
keeper’s burglary and robbery broad 
form, and comprehensive liability. The 
agents have done “a horribly poor 
job of selling them,” he declared. 

“Bluntly,” he added, “the average 
agent is not qualified to sell these 
important forms without the help of a 
field man or the home office under- 
writer.”’ Even the essential and basic 
liability forms in the liability manual 
are beyond the ken of the average 
agent. 

With equal frankness, he said, the 


average agent has had such an easy 
time making a living, and a good one, 
selling automobile insurance, which 
the law demands or almost requires, 
and habitational coverage, which is 
required by mortgagees, that he has 
become an order taker rather than a 
salesman. According to Commissioner 
Beery of Colorado, a commissioners’ 
study of reasons for policy lapses 
showed that 68% were due to indiffer- 
ences on the part of agents and 
brokers. 

No agent likes to have his commis- 
sion reduced, any more than any em- 
ploye likes to have his salary cut or be 
passed over when salaries are being 
increased. But, he said, commission 
reductions are necessary under certain 
circumstances, for example, when 
auto rate filings include a five point 
reduction in commission allowance, or 
when a new homeowners filing reflects 
a similar change in commission. 

There can be no unilaternal commis- 
sion action between agency company 
and independent contractor agent, Mr. 
Dubuc stated. The company simply 
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says, “Effective on a certain date we 
can afford to pay only so much com- 
mission.” If the agent accepts, the 
relationship endures. If the agent says 
no, the relationship is terminated. Why, 
he asked, would any company cut an 
agent’s commission except as a last 
ditch expedient? 

On the low rated homeowners, Mr. 
Dubuc reported that “we are caught 
in the middle of what appears to be a 
rate war. Under the circumstances our 
course of action is being shaped for 
us by the competition.” 

Mr. Dubuc then discussed what an 
agent owes to policyholders. 

The first obligation is intelligent 
insurance advice. This responsibility 
does not constitute a heavy burden if 
the agent pretends nothing and holds 
himself out only as an insurance sales- 
man. 

However, the responsibility becomes 
a heavy one once the agent represents 
himself as an account specialist, an 
insurance adviser and a “professional.” 

The conscientious salesman makes 
certain that sound quality is built into 
his product. He makes it a point to 
know that any necessary service will] 
be readily available in the event of 
an emergency. He knows that the 
manufacturer has been in business for 
a good many years, has weathered a 
few business recessions, and is not a 
fly-by-night. 


me 


Test For Companies 

Certainly the agent owes it to his 
clients to be sure that the companies 
which he represents have stood the 
test of time. Excess commissions, low 
rates, and underwriting liberality are 
poor substitutes for financial stability. 
An agent is judged by the companies 
he keeps. 

The product must be good and the 
price must be right. Since the produc- 
tion cost allowance (selling cost, com- 
mission) in any rate formula is the 
only element which is susceptible to 
substantial adjustment, upswings or 
downswings in this percentage largely 
determine whether rates are competi- 
tive or not. 

No one can blame an agent for 
wanting every penny of commission 
which he can reasonably expect. It is 
in this area, however, that many 
agents are inclined to ignore a funda- 
mental principle in the pricing process. 
The customer makes the decision. 
Buyers are not interested in distribu- 
tion systems. ‘{They are interested in a 


quality product, priced attractively, 
with assurance of service which in 
their evaluation, not yours, is ade- 


quate.” The reality of the market place 
is that four exclusive agency com- 
panies write 35% of all private pas- 
senger car premiums. These same 
companies are now pointing their 
heavy calibre weapons at homeowners 
and commercial lines. 


What Kind Of Agent? 


The agent owes it to himself to ap- 
praise fairly the cash value of the 
service which he offers. Is he an ac- 
count specialist or a professional in- 
surance man? If he is, and a sales- 
man too, price competition is not a 
serious problem. Is he an insurance 
salesman? If he is essentially a sales- 
man, no matter how successful, the 
pricing of the product which he sells 
definitely is one of the factors which 
regulates his effectiveness. His price 
should not include any considerable 
charge for a’ service which he is not 
temperamentally or technically quali- 
fied to provide. 

The average agent is a salesman 
rather than a technician, he said. This 
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does not mean that he does not have 
the capacity for technical knowledge. 
But it does indicate that the extro- 
verted individual is more disposed to 
conversation than he is to detail and 
study. Mr. Dubuc said his vote is for 
the insurance man who is strong on 
selling and only average in the area of 
professional qualification. 

The exclusive agent companies have 
the agency insurers out-manned at 
point of sale where production results 
are accomplished. Many important 
agents frankly admit that only a small 
fraction of their work day is devoted 
to sales activity and cold canvass. Yet 
selling is the essential responsibility of 
the local agent. The customary excuse 
for a shortage of selling time is too 
much office detail. 


More Selling Time 


If the agent’s conclusion is that the 
average agent is primarily a salesman 
and not a professional man, then his 
problem as an insurance salesman and 
the problem of the insurers is to devise 
ways and means of freeing the agent 
of time-consuming details which inter- 
fere with his essential function of 
selling. His bread and butter is in- 
volved in the solution of this problem 
of finding more “selling time.” 

It is almost a foregone conclusion that 
the rate of commission for the easily 
sold personal coverages such as auto- 
mobile, homeowners and fire and ex- 
tended coverage will drop under the 
pressure of competitive pricing. Under 
such circumstances, he said, the agent 
must sell more policies than he is 
selling now, perhaps many more, to 
produce the same or a higher income. 

He strongly recommended that the 
selling agent, however successful, co- 
operate with his companies in their 
efforts to develop workable plans for 
the mechanization and direct billing of 
every personal coverage which is sus- 
ceptible to this treatment. 


Has Farm Safety Booklet 


The accident prevention department 
of Assn. of Casualty & Surety Com- 
panies has published a booklet en- 
titled “Your Guide To Safety as a 
Farm Employe” which outlines hazards 
of farm work and recommends safety 
precautions. The 25-page pamphlet is 
available through independent agents 
and member companies of the associ- 
ation. 
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Cleveland Board 
Holds Its 115th 
Annual Meeting 


Cleveland Insurance Board, oldest 
trade organization in the city, held 
its 115th consecutive annual meeting 
and named four members to the board 
of trustees. So named were Robert M. 
Campbell, Donald S. McBride, Arthur 
H. Roski and William E. Wilson, the 
latter three being reelected. 

George E. Frankel, retiring board 
president, delivered the report of his 
administration and urged a more con- 
centrated campaign to increase the 
membership. 

Mr. Frankel catalogued activities 
under the public relations program, 
commenting particularly upon the 
Cleveland Junior Fire Department and 
conferences with city officials on mat- 
ters relating to fire safety. 

He urged 100% participation in the 
NAIA Big I advertising program and 
predicted a bright future for both the 
independent agent and the Cleveland 
board. 

Paul R. Whitbeck, vice-president 
Ohio Assn. of Insurance Agents, and 
12th district trustee for that organiza- 
tion, submitted a report of his steward- 
ship, emphasizing the high quality 
of OAIA’s educational program. 

Mr. Frankel was nominated for a 
three-year term to succeed Mr. Whit- 
beck as 12th district trustee, repre- 
senting the Cleveland Board in the 
state association. 


Mich. Legislature Tries 
Again To Soften State’s 
Liquor Liability Law 


LANSING—The Michigan legisla- 
ture here is attempting to get around 
Gov. Swainson’s veto of a bill designed 
to soften the state’s liquor liability law. 

A new bill reported from the senate 
insurance committee contains an 
amendment reinserting in the meas- 
ure language to which the governor 
voiced objection in rejecting the ear- 
lier bill. The new bill eliminates the 
present law’s provision that bars may 
be held liable for negligent or other- 
wise criminal acts caused by intoxica- 
tion if they “contributed to” such in- 
toxication. The legislature seeks to 
modify this to actual “causing” of 
intoxication, thus limiting the scope 
of damage actions to a single defendant 
rather than multiple defendants, as 
has been the case in many instances 
under existing statutes. 

The vetoed act also reduced the time 
for filing damage actions from two 
years to one year after the incident 
on which the claim was based. It is 
understood the new version retains the 
two-year period, thus offering a com- 
promise to the governor. 

The high risk under the existing 
law has nearly dried up the bond and 
liability policy business in Michigan, 
with very few insurers still writing the 
line and, in most instances, accept- 
ing it only in combination with large 
packages placed by the same property 
owner. 


Another Insurer Sets Up 
An Affiliate In Texas 


Industrial Underwriters Ins. Co., a 
multiple-line stock company and a 
subsidiary of Industrial Indemnity, has 
been organized in Texas with home 
offices at 400 North St. Paul Street, 
Dallas, where Industrial Indemnity 
opened a division office last January. 

Industrial Underwriters will provide 
a multiple-line market through agents 
and brokers exclusively. 


HieNATIONAL UNDERWRITER 


Indiana Papers Back 
McClain Efforts To 
Revitalize Department 


Indianapolis newspapers have been 
giving favorable attention to the ef- 
forts of the new insurance commis- 
sioner, Harry E. McClain, to reorgan- 
ize his department and bring it up to 
the level of current insurance needs. 

Mr. McClain was commissioner 24 
years ago, and for most of the time in 
between has been executive secretary 
of Indiana Assn. of Insurance Agents. 
Since his last term in office, in 1937, 
the number of companies in the state 
has increased by 250, but the size of 
the department staff is virtually un- 
changed. Since 1945, 71 new companies 
have been organized in Indiana, a 
number of them as stock sales promo- 
tions according to Mr. McClain, but for 
nine of the last 15 years there has 
been no examination of the new in- 
surers. 

Records in the department on agent 
licensing have fallen so far behind that 
Mr. McClain cannot tell how many 
agents are licensed, although he guess- 
es the total to be in the vicinity of 
30,000. When he took office, Mr. Mc- 
Clain suspended agent examinations 
when he learned that test questions 
and answers were in circulation. A 
new test is being compiled, require- 
ments and procedures are _ being 
changed, and examinations will be 
resumed probably before the end of 
May. 

Mr. McClain would like to add two 
examiners, a_ licensing investigator, 
assistants for the fire and casualty 
divisions and an assistant actuary. 
Continental Cas. Names Jolley 

Continental Casualty has named 
John A. Jolley to Atlanta as excess 
underwriter. He started in the business 
in 1956 with Zurich and became se- 
nior underwriter at Minneapolis. He 
joined Continental Casualty last year 
as an underwriting supervisor. 
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It is difficult, if not impossible, for executives to view every aspect of their 
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HeNATIONAL UNDERWRITER 


Sees More Employment Of Actuaries, Defines Scope Of Duties 


(CONTINUED FROM PAGE 24) 

rates much skill is required in the 
development of suitable rating plans 
and rates, Mr. Longley-Cook continued. 
Considerable judgment is required in 
deciding how detailed a classification 
should be used in a rating plan. A sim- 
ple plan has advantages in both agency 
and head office handling and reduces 
the size of rate manuals. However, 
this may mean that some of the most 
attractive business is lost to competitors 
with more complex classification 
breakdowns. 

Also, it serves little purpose to de- 
velop rates which, while certainly ade- 
quate, will not develop any appreciable 
volume of business. Nor is the com- 
pany served by rates which produce a 
large volume of business which will 
probably prove unprofitable. 

Of course, the quality of a rating 
plan depends on the statistics on which 
it is based. The careful devising of 
statistical plans to avoid the twin dan- 
gers of over-simplicity and complexity 
is a knotty problem. In the case of the 
bureau company, the actuary may rep- 
resent his company on rate-making 
committees of the bureaus and advise 
his company on the adequacy of the 
rates filed by the bureau when they 
are applied to his company. Occasion- 
ally bureau rates are inadequate, and 
it is important for management to be 


fully apprised of the situation. 

Some independent companies have 
all their filings prepared by their ac- 
tuarial department, which then under- 
takes the presentation of the filings 
to insurance departments, plus subse- 
quent negotiations. This work is time- 
consuming, and Mr. Longley-Cook be- 
lieves that the actuary should be dis- 
associated from the actual filing pro- 
cedure unless some special technical 
problem is involved. 

Direct writers and certain agency 
companies have not been content to 
accept as their loss reserves the sum of 
case reserves and a simple formula 
figure for incurred but not reported 
losses but have attempted to calcu- 
late more accurate reserves from the 
development of loss frequency and av- 
erage amount of loss. When such de- 
velopments have been used they nearly 
always have been calculated by the 
actuarial department. 

The actuary acts as an adviser to 
underwriting and other departments on 
a variety of problems: Reinsurance, 
contingent contracts, expense alloca- 
tions, financial results of other compa- 
nies, the cost incentive programs, div- 
idend analysis in the case of mutual 
companies, and company financial ob- 
jectives and goals. Normally he pre- 
pares short-range and long-range pro- 
jections of company operations, re- 
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quired for planning company policy. 
More involved studies may include 
such items as the optimum size of a 
service office, the probability of two 
airlines colliding in mid-air, or the 
frequency of hurricanes in different 
territories. He may advise the com- 
pany on employe benefits, including 
pensions, but he will not usually under- 
take the valuation of the pension plan. 


Long-Range View 


An actuary, if he is to serve a com- 
pany properly, must be able to advise 
on long-term policy, Mr. Longley-Cook 
said. It is better if he is not directly 
associated with any department of his 
company, so that he can approach cur- 
rent problems with an independent 
mind. Because of his mathematical fa- 
cility and logical discipline, his advice 
should be of real value to top manage- 
ment. The actuary should be less con- 
cerned with the year-to-year results 
which press heavily on his colleagues 
than with long-term developments. 

There is a long period before an 
actuary reaches the point of maximum 
worth, Mr. Longley-Cook remarked. 
Underwriters often expect him merely 
to open the door to rate approval by 
departments. They are chagrined when 
he advises that what they consider a 
sure-fire deviation is unlikely to prove 
profitable, or that a proposed package 
policy is open to serious criticism. In 
time, however, management and un- 
derwriters will find that the actuary 
can be of help in rate making and 
many other ways if he is given the 
whole picture and not asked to handle 
a small segment of a problem. 

Actuaries can interpret statistics 
more rapidly and efficiently than those 
less experienced in analyzing figures. 
They can indicate when poor business 
may be attributed to chance causes 
and when it is significant. They are 
adept at devising new rating classifi- 
cation systems, and even point systems 
for prize competition between service 
offices or agencies. They help in many 
other matters which at first sight are 
not actuarial. 


Actuarial Help and Advice 


There are still underwriters who 
consider that actuaries have no true 
knowledge of insurance and its prob- 
lems. There are others who consider 
them simply mathematical computers. 
Mr. Longley-Cook warned that these 
men are ignoring advice and help 
which would aid them in their duties. 
If their underwriting results are worse 
than those of their competitors, he said, 
they can always ask the actuary to 
agree that anyway the results are not 
fully credible. 

Companies too small to need a full- 
time actuary can obtain actuarial ad- 
vice on specific problems from a con- 
sultant. The advice of consulting ac- 
tuaries is frequently sought by large 
companies that have their own per- 
manent actuarial staff, and also by 
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insurance depertments. 

Mr. Longley-Cook predicts increas- 
ing employment of actuaries in the 
property and casualty field. He urges 
that companies looking for actuaries 
seek more than professional compe- 
tence. 


Three Advanced By 
Phoenix Of Hartford 


Phoenix of Hartford has advanced 
Charles C. Luce and John A. Gray 
from assistant secretaries to secre- 
taries, and has named Edward S. Allen 
actuary. 

Mr. Luce has been with the group 
since 1939 as special agent and state 
agent in Arizona. He represents the 
third generation of his family with 
the group, his father and grandfather 
having been in the field in the mid- 
west and New England. 

Mr. Gray, since 1955 assistant secre- 
tary in charge of personnel, previously 
rose from examiner in fire underwrit- 
ing to field man in New England and 
then general agent of New England 
and the New York metropolitan de- 
partment. He will celebrate 36 years 
with the group this year. 

Mr. Allen joined the company in 
1959, after 10 years as an actuary of 
New York Compensation Insurance 
Rating Board, of which he became 
assistant general manager in 1956. 


Boston Names Hamilton 

James W. Hamilton has been ap- 
pointed director of research and de- 
velopment of Boston group. He had 
been state agent in Wayne County, 
Mich. He joined the group in 1953 as 
Illinois state agent. 


River Bridge Damaged 


An explosion April 26 caused by the 
collision of one of five barges being 
pushed by a tugboat owned by Valley 
Towing Co. of Greenville, Miss., caused 
extensive damage to the Louisiana 
state highway bridge over the Missis- 
sippi River at Baton Rouge. 

Kansas City Southern Railway Co. 
and Louisiana & Arkansas Railway 
Co. have tracks across the bridge and 
are insured for $4 million for their 
interest in and liability for the bridge, 
American Central being the insurer. 
It is reported that the state of Louisi- 
ana does not carry insurance on the 
bridge. 

R. R. Cloud Co., adjusters of Baton 
Rouge, are representing American 
Central in this loss. 


A Women Elect 


Mrs. Lucylle D. McDermott of Jam- 
ison & Co., brokers, has been elected 
president of Insurance Women of New 
York, to succeed Evelyn M. Buehler, 
Prudential of Great Britain. Other 
officers are Grace Brenner, Despard & 
Co., vice-president; Jeanne M. Revielle, 
Great American, treasurer; Helen 
Winge, Great American, corresponding 
secretary; Lydia Hofmann, Reliance, 
historian, and Marion E. Meyler, Pate 
& Robb, recording secretary. 

Elected to the executive committee 
are June Ferris, Lumbermens Mutual 
Casualty; Sue McDermott, Charles S. 
Jacobs Assocs., and Eleanor M. Pauls- 
dorf, Aetna Casualty. 

Harleysville Mutual has appointed 
Gray & Rogers, Philadelphia and New- 
ark, to handle all public relations and 
publicity. The agency has handled 
Harleysville Mutual’s advertising for 
18 years, and for 10 years has been 
public relations consultant on special 
assignments. 
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HieNATIONAL UNDERWRITER 


Says Good Offense Is Best Defense In Claim Work, Too 


(CONTINUED FROM PAGE 5) 

ly prior denied injuries or complaints 
can be shown,” he said, emphasizing 
that the defense attorney must look 
for facts that will prove the plaintiff 
undeserving. When the plaintiff is 
shown in a bad light it will often 
lower the award or tip the scales to- 
ward a defense verdict. 

Some may question the moral and 
legal justification of this no-holds- 
barred approach, Mr. Ericksen noted. 
The answer, he said, is that the lawyer 
is not a judge, and he is not the one to 
decide on what is fair. He is an ad- 
vocate whose job is to show bias, 
motive and impeachment. If none of 
these things exist, the plaintiff has 
nothing to worry about. Both plaintiff 
and defense are justified in using all 
legal and honest methods at their dis- 
posal, and no complaints should be 
made just because the fight was tough. 
“Remember, the plaintiff filed the 
lawsuit and is asking for money. Red 
carpet treatment should not be ex- 
pected,” he declared. 


Caveat Emptor Changed 


The old principle of caveat emptor 
has been changed by the courts to 
caveat venditor—let the seller beware 
—said William J. Condon in his de- 
scription of the new frontier of prod- 
ucts liability. Mr. Condon heads the 
New York law department of Swift & 
Co. He said courts are taking the posi- 
tion that losses occasioned by use of 
products should be borne by the person 
in the chain of distribution who is in a 
position, by virtue of his control over 
prices, to spread the loss over the en- 
tire consuming community. This, he 
said, is in line with the current phil- 
osophy of the government, which is 
to remove the risk of living from the 
individual. 

The manufacturer will be held re- 
sponsible if he fails to make tests and 
inspections which are customary in 
products of the type involved. How- 
ever, he may be held responsible even 
if he does make the customary tests 
and inspections. “If it can be shown 
that there were some other tests or 
inspections which, though not custom- 
ary, were known or should have been 
known by the manufacturer, which 
tests would have disclosed the condition 
which caused plaintiff’s injury, the de- 
fendant may still be liable,” he de- 
clared. 


An Expanding Area 


One of the most widely expanding 
areas of liability arises out of the 
manufacturer’s duty to warn, Mr. Con- 
don said. If a product is dangerous in 
either normal or foreseeably abnormal 
use, the manufacturer must warn the 
public. This duty will not be discharged 
unless the warning is brought home to 
the ultimate consumer himself. The 
manufacturer is not necessarily free 
of liability if he warns the retailer 
who fails to pass the warning along. 
Should a product be put on the market 
and the danger be discovered later, the 
manufacturer may then have a duty to 
warn previous as well as future buy- 
ers of the product. 

The courts have discovered that 
even with the expanded liability, re- 
covery cannot be guaranteed. Stand- 
ing in the way of this guaranty was the 
element of causation, which requires 
the plaintiff to establish that the de- 
fendant’s product was involved, that 
there was something wrong with the 
product or the way it was marketed, 
and that this deficiency was the cause 
of injury. The only way in which the 
court could get around this obstacle 
was to abbreviate the standard of 


proof required in order to establish 
it. “This is now being done with in- 


creasing regularity, indeed, with 
frightening regularity,’ Mr. Condon 
declared. 


Need Greater Underwriting Care 


He said that because of the growing 
exposure to claims and undoubtedly 
further expansion of liability there 
will be a greater demand for products 
liability in the next few years than 
ever before. This will mean a great 
degree of care in underwriting, and 
not only must the underwriter be con- 
cerned with the nature and quality of 
the product but also with testing and 
inspection facilities, advertising, and 
the labeling practice of the prospective 
insured. “Only by doing this can he 
minimize the risks to an extent which 
will permit this inviting business to 
realize its potential as a profitable 
line,”’ he said. 

Accident claims arbitration under 
uninsured motorist coverage was dis- 
cussed by John Eastman Jr., tribunals 
vice-president of American Arbitra- 
tion Assn. Mr. Eastman described the 
work of the association, which provides 
impartial administration of arbitration 
and maintains a national panel of ar- 
bitrators, who have been nominated 
for their knowledge and reputation 
for impartiality. The association, he 
said, is the most important single cen- 
ter in the world for information, edu- 
cation and research on arbitration. 


Russell Closing Speaker 


The closing speaker, Carl M. Russell, 
president Meridian Mutual, said that 
more and more the success of insurers, 
especially the smaller ones, will lie 
with the claims man. There is little to 
indicate that companies are not en- 
gaged in a battle of survival, he said, 
and “the good enough of the past is 
not good enough for the future.” 

He suggested inter- and intra-com- 
pany cooperation as ways in which 
claim men can assert a more positive 
influence in the difficult times ahead. 
There is much that can be done 
through collective action to combat 
fraudulent claim schemes, ambulance 
chasing and unethical legal practices. 

Cooperative effort between insurers 
and manufacturers is another avenue 
for benefits, he said. For years Detroit 
auto makers showed little interest in 
insurer appeals for accident preven- 
tion, safety and repair economy. Now 
manufacturers seem to realize that 
the cost of insurance and maintenance 
are part of the cost of the automobile. 
The stage seems to be set for cooper- 
ative effort between insurers and 
manufacturers which will save the 
former and their policyholders millions 
of dollars. 

Mr. Russell saw a need for upgrad- 
ing and further developing the human 
resources in the claim field. It has 
been suggested, he said, that perhaps 
an education program leading to a 
professional designation for claim men 
similar to CPCU would be a means for 
upgrading the profession. 


Heads Arbitration Committee 


At the annual claim arbitration 
agreement meeting, Julian E. Smith, 
Equity Mutual, was elected chairman 
of the committee, succeeding Robert 
H. Shelton, Meridian Mutual. Jack W. 
Raymond, Badger State Mutual Cas- 
ualty, became vice-chairman. Elected 
for two-year terms were Clarence H. 
Cox, Celina Mutual, and Raymond 


Ziska, Citizens Mutual of Howell, and 

for a one-year term, Robert R. Collins, 

Allied Mutual. 
The committee, 


which holds five 


meetings each year, arbitrates material 
damage claims of 42 companies that 
are signatories to the agreement. Of 
the 167 claims handled last year, the 
committee allowed settlements of $34,- 
875, not including deductibles, and re- 
jected awards demanded totaling $23,- 
126. 


Mass. Bonding Correction 


In the Illinois casualty figures re- 
ported in the May 5 issue, direct pre- 
miums and direct losses for Massa- 
chusetts Bonding were inadvertently 
omitted in a number of lines. Included 
in the list should have been: Work- 
men’s compensation, $294,467—$159,- 
661; liability (not auto) BI, $276,852— 
$155,869; liability (not auto) PD, $35,- 
235—$13,614; auto BI, $389,282—$198,- 
678; auto PDL, $127,780—$82,112; auto 
physical damage, $121,114—$66,055; 
fidelity, $77,108—$76,683; surety, $80,- 
967—$12,814; and burglary & theft, 
$51,418—$18,317. 


The committee on interpretation of 
the marine definition has ruled that a 
multiple use trailer, consisting of one 
basic unit which can be used as a boat 
utility or tent trailer, cannot be in- 
sured as an inland marine item. 
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Neb. Mutual Agents 
Ready Annual For 
May 14-15 At Omaha 


The program for the annual con- 
vention of Nebraska Assn. of Mutual 
Insurance Agents has been set for May 
14-15 at the Town House in Omaha. 

On Sunday, agents and directors 
will hold their annual meetings and 
the election of officers will take place. 
A smorgasbord dinner will then be 
held, followed by a film on agency 
radio advertising. 

On Monday morning, the film “Op- 
erauon Abolition” will be shown. Phil- 
lips Huston, editor Bulletins on Ef- 
fective Agency Management, will ad- 
dress the session on “New Ideas in 
Agency Management.” William String- 
fellow, general manager NAMIA, will 
be the luncheon speaker, which will 
also feature the film “NAMIA in Ac- 
tion.” 

The afternoon session will feature a 
talk, “It Could Happen to You,” by 
Joseph Iverson, Insurance Service & 
Adjustment; a panel on “Account 
Selling,” featuring Chris Rosenberg, 
North Platte; Cliff Gregory, Alliance, 
and Phil Patterson, Omaha; and a dis- 
cussion of the public and institutional 
property program by R. C. Swanson, 
Tri-State Mutual. The meeting will 
close with a banquet. 
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Cargo Protection Expert Traces 
Changes In Loss Trend Pattern 


By JACK SEIDE 
President Babaco Alarm Systems 


Cargo thefts represent a large area 
of insurance losses today, but one 
difficult to recognize because of verbal 
confusion and the rapid pace of change 
in our social-economic life. 

If the problem were being ap- 
proached in the atmosphere of World 
War II days, cargo thefts would be 
regarded by most people as referring 
to motor vehicle losses from trucks— 
and mostly from big over-the-road 
motor vehicles. In those days, hijacking 
was almost synonymous with cargo 
thievery, for that was the period when 


the new wave of crime was taking 
root and outright hijackings were the 
primary source of losses for goods in 
transit. 


Have Been Several Changes 


But we have gone through several 
changes in the small time-gap of 15 
to 20 years. Thieves have made fre- 
quent shifts in tactics, until their 
greatest area of attack now is the local 
scene, the local pick-up and delivery 
truck and the salesman’s car. With the 
rise in juvenile crime, there has been 
a change in the make-up of the army 
attacking goods in transit and also in 
the methods of operation. The average 
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size of such losses has dropped, but the 
number has vastly increased. 

As the movement of goods by motor 
vehicle has multiplied rapidly, their 
values have risen, and the types of 
goods stolen have widened. Conse- 
quently, the total loss has mushroomed. 
Today, we see an annual loss of goods 
in transit estimated by some at a third 
of a billion dollars—10 times the pre- 
war toll. But this loss embraces a vast 
range of items and thus, large as it is, 
may go all but unnoticed. 

Included in this annual toll, for in- 
stance, are goods stolen from sales- 
men’s cars; those stolen from whole- 
salers, distributors, food haulers and 
coin collectors; farm equipment; TV 
repair equipment; air freight; jewelry; 
the contents of house trailers; news 
cameras; items from department store 
deliveries, and goods from express 
vans, from pick-up and delivery units, 
from truck-trailers, and from almost 
anything moving on wheels. 

Involved in the thefts, instead of a 
few “hot” lines, are cargoes of prac- 
tically anything movable—steel, lum- 
ber, millinery, medicine, machinery, 
grain, and wearing apparel. All the 
old favorites, such as liquor, tobacco, 
furs and textiles, are also involved. 
Though major parts of such lines now 
move under rigid protection, the un- 
protected cargoes are “hotter” as a 
result. 

Evidence is ample that the crime 
wave is worldwide. Reports from 
London tell of unprecedented theft of 
goods in transit via motor vehicle. 
Canada reports a similar crime wave, 
with American detectives called in for 
help. The same trend is evident in 
other countries. 


No Clear-Cut Heading 


Another reason the gravity of the 
cargo theft situation may not be ap- 
parent is that thefts are not recorded 
under one clear-cut heading. There 
are motor vehicle theft losses, bailee 
losses, shipper thefts, and warehouse 
claims. There are direct losses, rein- 
surance losses, excess lines and foreign 
company losses. There are also block 
policy losses which bury these claims 
with a host of others. For instance, a 
recent air freight loss was reported as 
$2,000 under the limited receipt. This 
was actually a $25,000 theft loss. 

Then, too, we are not liable to read 
in the papers about the theft of goods 
in transit. The police hesitate to give 
out details on such cases until they 
have them under control. Many of the 
thefts are nét cleared for reporting 
until the news is stale, and papers are 
reluctant to print such items unless 
they can talk in terms of today or 
yesterday. 

A business man may suffer losses 
from a cargo theft, and no word will 
appear locally because a large per- 
centage of the thefts take place away 
from home. 

The crime wave is of greater signi- 
ficance to business than the individual 
loss involved. A cargo theft may be a 
few sample dresses, for instance, worth 
possibly $1,000, but the potential by- 
product loss may involve salesmen’s 
time, counter or stock space, customer 
good-will and perhaps an irreparable 
dent in the whole season’s business 
or the permanent loss of a customer. 


A Widespread Problem 


Moreover, those responsible for 
others’ goods rely to a certain extent 
on customer confidence, and if their 
haulage of goods is interrupted by a 
theft, it may shake the confidence on 
which the business rests. 

Analysis of cargo thefts should take 
into account that the lines most sus- 
ceptible to theft have long been tightly 
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protected. The present total of annual 
cargo thefts represents the toll from 
the less susceptible area. 

Each year the list of cargoes stoler 
widens, and the towns affected are 
spread over a wider area. For example, 
a recent list of thefts worth a couple 
of million dollars included poultry 
medicine at Hawarden, Ia., wheat at 
Spokane, shoes at Cleveland, machin- 
ery in Indianapolis, cigarettes in Louis- 
ville, rare coins in Wilmington, Del., 
meat in Newark, and copper in Buf- 
falo. 

The FBI warns each year of a 10% 
annual increase in crime, unless dras- 
tic curbs are effected. Year after year 
these forecasts are fulfilled. It is ur- 
gent that cargo thefts be curbed. They 
cause a huge annual bill to be tacked 
on to the consumer budget, and they 
cause a rash of business dislocations, 
lost good-will, and worsened public 
relations. They cause increased crime, 
for uncurbed theft losses will entice 
more and more juvenile delinquents 
into this alluring area. 

J. Edgar Hoover has_ repeatedly 
pointed out that crime cannot be 
checked by the police. They can only 
arrest and punish. The curbing of 
theft, he emphasizes, is up to those 
responsible for putting their goods in 
easy availability to would-be thieves. 
If every business man took every pos- 
sible precaution with every piece of 
goods in his possession, cargo thefts 
would be virtually eliminated. This is 
a challenge to insurers and those con- 
cerned with cargo transportation. 


Mich. Department Merger 


Plan Formally Rejected 

LANSING—Both houses of the Mich- 
igan legislature last week formalized 
a Republican majority decision to dis- 
approve a proposed reorganization plan 
which would have absorbed the insur- 
ance department in a new department 
of corporations and financial institu- 
tions. 

Most elements of the industry had 
opposed the program which had been 
advanced by Gov. Swainson under a 
unique law which permits the execu- 
tive to promulgate reorganizations un- 
less they are specifically rejected by 
the legislature. Commissioner Frank 
Blackford was on record in favor of the 
proposal, which would consolidate the 
department with the banking depart- 
ment and the corporation and secur- 
ities commission; but basic operating 
procedures of all three agencies, it was 
claimed, would not have been greatly 
changed. Proponents’ contended it 
would effect some economies through 
eliminating duplicating activities and 
permitting the pooling of some per- 
sonnel. 


Lumber Mutual In Dallas 


Lumber Mutual Fire is opening a 
branch in Dallas under the supervi- 
sion of C. Cliff Stowe, newly appointed 
southwestern manager, assisted by 
Norman Whitlock, special agent. Un- 
derwriting will be supervised by Ken- 
neth B. MacKenzie, who has_ been 
special agent and underwriter at the 
home office for seven years. 


Allstate Appoints Six 

Allstate has made six executive ap- 
pointments: William E. Early, claims 
manager, and James R. Thompson, 
sales manager, both at Jackson, Miss.; 
Walker V. Thomas, midwest zone ma- 
terial damage supervisor; C. W. 
Dawkins, sales manager, and Max E. 
Brown, district sales manager, both at 
Denver; and Bernard W. Jacobites Jr., 
Michigan regional sales supervisor of 
life and A&S. 
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Sees Future Profits In 
Reducing Loss Costs, 
Not Operating Expenses 


Future underwriting earnings of 
property-casualty companies will come 
from cutting the percentage of the 
premium dollar paid out for losses 
rather than operating expense, H. J. 
Lowry, president of the Michigan Mu- 
tual Liability, said at the annual Mutual 
Claims Conference at Washington. 

Further savings hardly can be 
wrung out of the expense portion of 
the premium, he said. Need for greater 
premium volume makes highly selec- 
tive underwriting difficult, and about 
all that can be done in loss prevention 
engineering already is being done. 

This means that during the next 
decade improvement of loss experi- 
ence will be largely the responsibility 
of the claims man and the adjuster, Mr. 
Lowry said. His job may become the 
hardest in the busienss, because of 
growing emphasis upon the “market- 
ing concept.” As part of the marketing 
team he will be required to keep loss 
costs down, while also serving as a 
sales promotion and public relations 
representative of his company. The 
roles may involve certain contradic- 
tions. 


Must Learn Compatibility 


He said “claims men are going to 
have to have an awareness of and 
accept the idea that progress and prof- 
it are compatible—that good will and 
earnings can be generated in claims 
handling. They will have to be con- 
scious that the claims function bears 
heavily on the image—good or bad— 
that the insurance industry has with 
the public. In the administration of the 
claims dollar the claims man, more 
than anyone else, can make the mar- 
keting plan a profitable or a losing 
operation. Because claims men have 
such a large measure of control, and 
therefore of responsibility, over the 
property-casualty insurance dollar, it 
is up to them to provide leadership. 
... We are not only going to require 
more careful husbanding of claims 
dollars, but must renew with increased 
vigor efforts to influence public opin- 
ion favorably on our claims attitude,” 
Mr. Lowry declared. 

Management is coming to recognize 
that claims departments may provide 
vital assistance in solving many prob- 
lems facing the business, Robley D. 
MacLean, claims vice-president of 
American Mutual Liability, said. 

An entirely new breed of highly 
skilled and _ specialized claims men 
bearing little resemblance to the old- 
time claims adjuster is needed because 
of radical changes in claim-handling 
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problems, he said. 

Among the problem areas he listed 
were: 

—Multiple-line underwriting, which 
confronts claims men with coverages 
having an entirely different concept 
of application at a time when tort and 
contract law has entered an acceler- 
ated period of transition. 

—Revision and liberalization of court 
rules of procedure. 

—Statutory provisions which impose 
obligations upon defendants engaged in 
construction work. 

—Departure from previous concepts 
of law as to negligence and breach of 
warranty in products liability. 

—Exposure to possible payment be- 
yond policy limits, where negligence or 
bad faith in handling of a claim is 
charged. 

—The need to weigh a jury’s sy- 
pathy for the plaintiff and his injuries 
in the light of the plaintiff’s contribu- 
tory negligence. 

—Increase in number of policies and 
the frequent changes in them under 
Fire 5-1 9 point 
the concept of package policies written 
in confusing and complex form; the 
increasing popularity of health insur- 
ance and the prospect that eventually 
it will be extended to all forms of 
disability. 

—The new concept of workmen’s 
compensation as workmen’s rehabili- 
tation insurance; this means a shift of 
emphasis from the legal to the medi- 
cal approach. 

“The claims man now is faced with 
the job of arranging medical care or 
setting up a rehabilitation program, if 
necessary, on each case assigned to 
him,” Mr. MacLean said. “This calls 
for advance planning, and teamwork 
involving the techniques and discip- 
lines of an ever-expanding number of 
medical and paramedical specialists.” 

He said the claims man must have 
an extensive knowledge of lay medi- 
cine, be able to talk to doctors in their 
own language, be able to interpret 
medical reports and have a thorough 
knowledge of all medical and rehabili- 
tation facilities in his territory. “And 
above all he must recognize his re- 
sponsibility for service,” he added. 


Top Level Changes 


At Lumber Mutual 


John H. Whorf, vice-president Lum- 
ber Mutual Fire, has been elected to 
the additional post of secretary to suc- 
ceed Harold M. Goodwin. Mr. Good- 
win and Sidney C. Blanchard, both 
senior directors of the company, have 
resigned the honorary position of sen- 
ior director emeritus. The former has 
been with the company since 1929 and 
the latter since 1930. 
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National Bureau Rate, 
Manual, Form Changes 
On Boiler & Machinery 


National Bureau has revised coun- 
trywide rules, rates and standard pol- 
icy provisions for boiler and machinery 
effective May 31. The revision pro- 
duces an over-all increase of 7.2% in 
the manual premium level, comprised 
of a 15.2% increase for direct damage 
coverage and a reduction of 10% for 
U&O. 

The boiler and machinery manual 
has been completely revised for the 
first time since 1947. Among the more 
important changes is the revision in 
the blanket group plan, which has 
been broadened to extend coverage to 
all insured. In another change, the 
refrigerating and air conditioning rule 
has been revised to encompass modern 


47 


air conditioning systems. 

The most important change in the 
new forms is the introduction of a 
single comprehensive definition of “ac- 
cident” applicable to all insured ob- 
jects. In the past the definition varied 
with the type of object. 


GAB Names Tyne At Newark 


General Adjustment Bureau has ap- 
pointed Harold V. Tyne general ad- 
juster at Newark. He joined GAB at 
Jersey City in 1946 and during recent 
years has handled the larger fire and 
inland marine adjustments in New- 
ark. 


Jaffe agency made the largest con- 
tribution to the Red Cross mobile 
blood bank’s annual drive for dona- 
tions from personnel in the New York 
insurance business. 
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Pellmell Packaging Produces ‘Gob Of Gook,’ Wayne Says 


(CONTINUED FROM PAGE 1) 
approach in the manufacture of pack- 
age policies, Mr. Wayne reiterated his 
organization’s approval of no prior ap- 
proval rate regulation. What puzzles 
him is why so many agents oppose 
the idea when “they should be fight- 
ing shoulder to shoulder with us.” The 
change to no prior approval would 
benefit the public, the business, and 
supervision, he said. 

Speaking for his companies, Mr. 
Wayne opposed liberalization of pres- 
ent surplus line legislation to permit 
easy and free export of insurance 
which belongs in the home market. 


Philosophy Of Packages 


Mr. Wayne said he long has cau- 
tioned the business to use moderation 
in the package policy field. This ad- 
monition is based upon the experience 
of many years in a part of the business 
that has continuously experimented 
with new ideas. Nothing has happened 
to make him feel more optimistic about 
the present race to dream up new 
packages and produce hundreds of 


variations in conditions, perils, ar- 
rangements, and price. Of course, he 
conceded, inland marine underwriters 
started it all. But they approached 
each new one with caution and care. 
Their packages were undertaken and 
underwritten on an individual irsk 
basis and never with the idea of re- 
placing specific coverages overnight or 
entirely. 

The lesson of the personal property 
floater, the largest premium producer 
of any inland class until it became 
part of the homeowners, is that mass 
production cannot profitably be com- 
bined with all risk coverage. 

If, he said, there is magic in the 
indivisible premium concept, why the 
need for substantial and unsubstantiat- 
ed rate cuts? Why shouldn’t such pack- 
aged magic sell just as readily at a 
cost nearer the proved costs of its com- 
ponents? 

If the present rush continues with- 
out check by sound and reasonable 
planning, Mr. Wayne sees the possi- 
bility of self destruction and insolven- 
cy. This could be attained quickly by 
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SPECIAL AGENT 
UNDERWRITER 


A progressive, A+ rated, firmly established, non- 
assessable multiple line insurance company, oper- 
ating under the American Agency System is 
making preparation for entry into Ohio. The im- 
mediate need is for two experienced men. We 
want a Special Agent with a following of good 
agents. The Underwriter will have heavy experi- 
ence in all lines, immediately capable of selective 
underwriting. Age 35-50, married, good knowl- 
edge of insurance industry with management po- 
tential. Salaries commensurate with experience. 
Prefer applicants living in West Central Ohio or 
willing to relocate in Dayton. Only those having 
strong background of practical experience need 
apply by writing in detail to Y-27, National 
Underwriter, 175 W. Jackson Bivd., Chicago 4, 
II!. Prompt attention given and all replies treated 
with strict confidence. 


Workmen’s Compensation Manager 


Major paper and paper products manufacturer 
is seeking a Workmen's Comp 
who will administer and coordinate a corpor- 
ate-wide workmen's compensation program. Re- 
quires an individual with 5 to 10 years experi- 
ence, preferably in Workmen's Compensation 
management for an industrial firm having 
multiple state operations, but will consider 
workmen's compensation claims experience with 
an insurance company. 





tion 


information write to Y-28, National 
75 W. Jackson Blvd., Chicago 


For more 
Underwriter, 
4, Illinois. 








FOR SALE—General Insurance Agency located 
in Michigan's Northwestern Lower 
Peninsula. Gross Volume — $100,000. 
Excellent spread. Bulk of business, 
except auto, on 3 and § year an- 
nual pay plans. Owner desires to 
devote full time to life selling. 
Write X-74, National 7 
= W. Jackson Bivd., Chicago 4 
Hinois. 





UNDERWRITING SUPERINTENDENT 
Midwest Department of a multiple line 
stock company has opening for man to 
supervise casualty operations in Chicago. 
Salary open. Reply X-92, The National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago, Ill. 








MANAGER 


Our multiple line stock P has op g 
for a service office ger in Milwaukee. We 
cre interested in a man with bread multiple 
line experience in Southeastern Wisconsin. Plense 
give details of experience in reply to X-91, The 
National Underwriter, 175 West Jackson Blvd., 
Chicago, Ill. 








CASUALTY ENGINEER-AUDITOR 
Prominent Stock Company needs good 
man for Indianapolis office. 


Write in confidence to Y-18, National Under- 
writer, 175 W. Jackson Bivd., Chicago 4, Illinois. 








CLEVELAND, OHIO AGENTS 
Tough going alone or with a partner? Board 
Agency feels it must expand and automate to 
cut costs. Why not merge now, rather than 
submerge alone later? Interested? Replies held 
in confidence. Write to Y-20, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 


COMPANY AVAILABLE 
Custom organized for fire, casualty or multiple 
lines with management and operating personnel 
provided at price of qualifying capital and 
surplus required—and no liabilities. Write to 
Y-21, National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, Illinois. 








insurance Adjustment Business, San Bernar- 
dino-Riverside, California area. Old estab- 
lished office specializing in fire, inland 
marine and auto. Excellent opportunity for 
experienced man. Unlimited earnings. Busi- 
ness and all equipment $7,500.00. $5,000.00 
dn. Write to Y-22, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 


WANTED—ADJUSTER 


Established multiple line adjustin ompany in 
southwest has opening for qualitied adjuster. 
Pays monthly guarantee of $400 to $600 plus 
percentage of services billed and all fringe 
benefits. Furnish references and employment his- 
tory. Write to Y-26, National Underwriter, 175 
W. Jackson Blivd., Chicago 4, Illinois. 








Charter Wanted 


Responsible group of investors want to acquire 
an inactive fire or casualty insurance company 
charter or a small operating insurance com- 
pany. Please give full particulars in response. 











Replies strictly confidential. Write to Y-30, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 


Casualty Adjuster or Examiner—Age 33—mar- 
settled—will request. 
Eight years as company man—two years as an 


ried relocate at your 


independent in all lines. Excellent references. 
Available immediately. Please write—Adver- 
tiser—127 Stricker Road, Charleston, W. Va. 








simply issuing a one paragraph indi- 
visible premium policy that reads: “In 
consideration of the stipulated premi- 
um, John Doe and all members of his 
family permanently residing with him 
are insured for the period stated 
against any fortuitous loss of whatso- 
ever nature of or to their property, 
real or personal, or resulting from 
damage or injury to person or property 
of others for which they may be held 
liable, excluding only loss arising out 
of a deliberate, willful or unlawful act 
of the persons insured.” 

Such a policy would still leave plen- 
ty of room for deviations, “a must 
these days,” he said. 

The package policy program of the 
past few years has not been unsuc- 
cessful, he conceded. However, much 
of its success is attributable to rate 
reductions and give-aways, now be- 
ginning to be reflected in the loss ra- 
tios. A basic feature of current pro- 
grams is mass production with an al- 
most complete sacrifice of underwrit- 
ing. It is debatable if any new premium 
has been produced. The closer the 
package comes to all risk, the greater 
the need for underwriting selection 
and the more certain that mass prod- 
uction will lead to ruin, he declared. 

But Mr. Wayne acknowledged that 
packaging in some form is here to 
stay. Also, a package of coverages prob- 
able can be sold for less than the total 
of all the premium for specific items 
separately sold. 


Recommends Program 


That being so, Mr. Wayne recom- 
mended a program. He suggested that 
the bureaus be asked to collaborate 
in preparing an all purpose basic poli- 
cy which includes the general clauses 
common to most forms. Each of the 
many other policy forms would be 
transposed to rider format. Each rider, 
in addition to a description of the 
property insured and the premium, 
would contain only those clauses and 
conditions peculiar to the insurance 
provided for under the rider. 

The bureaus then would set up a 
schedule of justifiable discounts for 
various combinations of coverage, dis- 
tribution, and dispersal of risk—and 
perhaps even size of premium. 

For coding and statistical purposes, 
he would have printed on each rider 
its appropriate classification code with 
space for insertion of a code to desig- 
nate the percentage of discount al- 
lowed. With miodern electronic equip- 
ment (and even without it) rating 
bureaus and _ statistical organizations 
could develop figures accurately re- 
flecting all phases of the companies’ 
underwriting operations and readily 
determine appropriate rate levels for 
separate classes of risks comprising 
the package. This also would permit 
ready determination of the soundness 
of the discount levels. 

The resultant packages would be 
far less complicated than many of 
those now on the market and just as 
readily saleable, Mr. Wayne contended. 
If some such program is not tried soon 
on a cooperative basis, he predicted 
that one or more companies will in- 





STATE AGENTS 


One of Mid-west's outstanding mutual multiple- 
line insurance companies has excellent oppor- 
tunities, due to growth, for ambitious S/A's in 
western Pa., Wis., Ill., Va., and Cincinnati, O. 
Only hard working young men with minimum of 
three years experience and college need apply. 
Excellent company benefits. Company car. 
Growing agency plant. Write to Y-25, National 
Underwriter, 175 W. Jackson Blvd., Chicago 
4, Ilinois. 
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dependently try such a course. It would 
provide, among other things, a power- 
ful weapon with which to combat any 
comprehensive fixed indivisible pre- 
mium package when the time comes, 
“as it inevitably will, when the charge 
for the indivisible premium package 
will have to be actuarially sound.” 


Before Public Law 15 


Before public law 15, Mr. Wayne re- 
called, IMUA promulgated and exer- 
cised supervision over forms, rates, 
and rules for most of the inland ma- 
rine classes presently subject to rate 
filing requirements of state laws and 
presently within the purview of IMIB. 
IMUA conducted its activities in those 
years very much as IMIB would per- 
form under a no prior approval law, 
he said. This was done to the general 
satifaction of public, departments, and 
companies. Though there were no filing 
requirement in those years, it is signi- 
ficant that not more than five or six 
complaints were made to departments, 
and none of these was found meritori- 
ous after investigation. 

Yet under present prior approval 
laws in 1959 IMIB made 20 filings, 
none of them was completely cleared 
by release date, only 11 were com- 
pletely cleared by effective date, and 
eight filings in 16 states required a 
change in effective date. As of today, 
three of the filings are still not ap- 
proved in three states. In 1960, he 
said, the record is much the same— 
16 filings, none cleared by release date, 
seven by effective date, seven in eight 
states requiring a change in date, and 
three in eight states not yet acted 
upon. No prior approval would save 
expense, time, and trouble for the 
business and the regulators, he assert- 
ed. 


Buyers Are Illogical 


As to surplus lines, at a meeting in 
Chicago recently buyers seriously ad- 
vocated language that leaves it up to 
them to determine whether coverage 
in admitted insurers is reasonable as 
to terms and conditions, Mr. Wayne 
observed. No broader languages would 
be needed to legitimatize every risk as 
surplus line. It should not be made im- 
possible or unduly difficult for insured 
to complete his insurance require- 
ments, he said. But no one should con- 
tend that an individual licensed by 
the state should be allowed to assist 
insured to obtain from non-admitted 
companies coverage which admitted in- 
surers are not permitted to write or 
to write at rates lower than those the 
admitted insurer is required to charge 
under the rating laws of the state. 

Many of the buyers of insurance 
who advocate the easy road to non- 
admitted markets themselves enjoy the 
advantages of tariffs designed to pro- 
tect them against foreign competition, 
Mr. Wayne pointed out. Any advan- 
tages under surplus line laws or regu- 
lations must accrue to admitted com- 
panies. Conversely, he asserted, any 
disadvantages must lie against the for- 
eign competitor. 

Newly elected to the executive com- 
mittee of IMIB for the term expiring 
in 1964 were E. M. Kelley of Hart- 
ford Fire, F. X. O’Leary of Employers 
Liability, John Rogers of Chubb & 
Son, P. W. Scheide of Phoenix of Hart- 
ford, and C. F. von Pechmann of Aetna 
Casualty. J. H. Glinsmann of Royal- 
Globe was elected to a vacancy for 
the term expiring in 1963. 


Robert M. Van Leuven has pur- 
chased Metro General agencies of Oak- 
land, Cal., from John Dubinske. Mr. 
Van Leuven will succeed Mr. Dubinske 
who is retiring after 41 years in insur- 
ance. 
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N. Y. Agents’ Meet 
Reflects Confused 
Era In Business 


By JOHN N. COSGROVE 


SYRACUSE—Fireworks expected to 
be touched off by a safe driver panel 
at the annual meeting here of New 
York State Assn. of Insurance Agetns 
quietly fizzled out. The crowd of ap- 
proximately 1,000, however, heard ex- 
plosive comments on the Barrett-Rus- 
so bill, and crackling observations by 
Joseph L. Heyer, Rochester, president 
of Monroe County Association, and by 
John R. Barry, Corroon & Reynolds. 

The agents chose Raymond A. Mutt, 
Newark, as president to carry forward 
the aggressive policies of the outgoing 
administration under Robert B. Doug- 
lass, Potsdam. Other new officers are 
George A. Kramer Jr., Williston Park, 
executive vice-president; Sidney Mang, 
Sidney, treasurer, and Arthur F. Blun, 
Rockaway Park, state national direc- 
tor. Mr. Blum succeeds Craig Thorn 
Jr., Hudson. 


Smith Leads Discussion 


K. O. Smith, general manager of 
New York Fire Insurance Rating Or- 
ganization, led into the Barrett-Russo 
discussion. He pointed out that the pub- 
lic and institutional property filing 
made by his organization had been dis- 
approved by the New York department 
in February. It was based on a reserve 
of 62.5% for losses and loss adjust- 
ment, and 31.5% for other expenses. 
NYFIRO told the department that ex- 
penses were not allocated by class and 
that classified expense information in 
component parts was not available. 
Mr. Smith said he was sure the Bar- 
rett-Russo law was an important fac- 
tor in the department’s disapproval 
of the program now in effect in at 
least 42 other states. The New York 
department said 31.5% was inade- 
quate. 

Arthur L. Schwab, Staten Island, 
speaking later from the floor, said if 
the law defeated the filing, he was 
glad it was on the books. He indicat- 
ed that if the 31.5% allowance were 
brought into line with expenses as re- 
vealed in practice in the preceding 
year, the filing would be approved. 
This would also obviate pinpointing 
commissions. 


Heyer Tosses Sizzlers 


Mr. Heyer tossed some sizzlers at the 
New York department and at Insur- 
ance Information Institute for the tim- 
ing and tone of news releases an- 
nouncing the safe driver plan. The re- 
leases went to newspapers, and the 
public read about the plan before the 
agents were informed of its details. 
He emphasized that it is the agent who 
gets the inquiries, not the bureaus or 
the department itself to both of which 
the public is directed in the releases. 

Admitting that his is an old com- 
plaint, since agents never get prior no- 
tice on rate matters, Mr. Heyer urged 
that the bungled procedure be im- 
proved. The association supported him 
by passing a resolution calling for con- 
ference with the department, the bur- 
eaus and III to work out improved 





NOSKER EMPLOYMENT AGENCY 
Insurance Specialists 34 Years 
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methods for news releases on rate 
changes. 

Mr. Barry once again championed 
the agents’ cause. He has the habit of 
describing a situation in the business 
and then concluding his statement 
with the words: “And what have you 
got?” According to him, what the busi- 
ness “has got” is an insane scrimmage 
on a field without boundaries or ef- 
fective rules. 

The agent is the hapless football be- 
ing booted up and down, and over 
the crossbars. Despite their plight as 
described by Mr. Barry, the New York 
agents had strength enough left to re- 
bound to their feet in a standing ova- 
tion for him. His remarks were broad- 
ly publicized in the Syracuse papers 
which emphasized his attack on cut- 
rate insurers. 

Two National Bureau men, William 
Leslie Jr., general manager, and Wil- 
liam S. Gillam, research manager, 
were joined by Howard S. Omsberg, 
manager, and M. P. Anstey, assistant 
secretary, of National Automobile Un- 
derwriters Assn., on the safe driver 
panel. They offered to “field” any 
questions, but none turned out to be 
hot ones, the agents contenting them- 
selves with technical queries on pos- 
sible exceptions to the plan’s rules. 

Mr. Leslie volunteered an explana- 
tion of the question often asked on 
why the safe driver plan and the 
March rate rise were announced simul- 
taneously. He said that rate increases 
were obtained in 1959 and 1960, and 
another was needed this year. If this 
had been obtained separately this year 
and applied to every driver, the bet- 
ter risks might have been driven to 
exclusive agency competition. This 
threat was tempered by combining the 
rate increase with the plan, so that 
safe drivers in most places pay less 
than they would have if the increase 
had been handled as in the past. 





New Storms In Midwest 
To Cost $5 Million More 


(CONTINUED FROM PAGE 1) 

at $200; West Plains-Cabool, 450 claims 
at $250; and Nevada, 1,200 claims at 
$150. 

Belleville, Ill., suffered wind and hail 
damage, amounting to $330,000. There 
will probably be 2,200 losses averaging 
$150 from this area. On Saturday, a 
storm hit Rantoul, Ill., producing $700,- 
000 damage. Some 3,500 losses, aver- 
aging $200, are expected. 

Other midwestern areas sustaining 
losses were Owensboro, Ky., and Ev- 
ansville and Vincennes, Ind., from wind 
and hail, and Madisonville, Ky., which 
was hit by a tornado. No loss estimates 
have been received for these places 
yet. 

Parts of north Texas and most of 
Arkansas and Oklahoma endured tur- 
bulent weather from May 4 to May 8 
inclusive. There were intermittent and 
often overlapping alerts for severe tor- 
nado, wind or hail and each type of 
damage occured. 

Disrupted communications and mud- 
dy roads made accurate survey impos- 
sible, but it appeared that loss did not 
exceed $1 million in one state at any 
one time. 

In Texas, four towns were involved, 
with an estimated 500 losses and dollar 
loss of $100,000. In Arkansas, 27 towns 
are expected to have 3,000 claims, for 
a total of $1,050,000, and in 36 Okla- 
homa towns, there are an estimated 7,- 
500 losses, totaling $1,175,000. 


Zurich has appointed Martin J. Klett 
supervising underwriter at Orange, 
N. J. He has been with Agricultural, 
Ohio Farmers, Maryland Casualty and 
Liberty Mutual. 
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PEIRCE TELLS HIA ANNUAL MEETING: 





Federal A&S Bill Won't Spell 
An End To Voluntary Insurance 


By WILLIAM MACFARLANE 


NEW YORK—While firmly sticking 
to the health insurance industry’s un- 
equivocal opposition to the Kennedy 
administration’s bill for medical care 
for the aged, Frederic M. Peirce, pres- 
ident of General American Life, this 
week boldly declared that should the 
bill become law it would not spell the 
end of voluntary health insurance in 
America. 

In his speech at the annual meeting 
of Health Insurance Assn. of America 
here, Mr. Peirce took a somewhat dif- 
ferent view of the effect the bill 
would have on voluntary health insur- 
ance than that of many other industry 
spokesmen, both here this week and 
on former occasions. 

Mr. Peirce, sizing up a future which 
could include government health in- 
surance for the aged, said that rather 
than an end, “I think it could be a 
beginning of a new beginning, depend- 
ing on the degree of our alertness, our 
ingenuity, our aggressiveness—our will 
to be of service.” 


Explains Opposition 


Mr. Peirce, in explaining his opposi- 
tion to the administration bill, which 
would provide health care benefits 
through the social security system, 
said the program as now outlined was 
completely unrelated to the need of 
those eligible for social security. It is 
unnecessary, excessively costly and 
an unwarranted extension of the fed- 
eral government into private business, 
he said. 

However, he reminded his audience, 
when the social security system was 
first enacted in the 1930s, there were 
many harbingers of disaster within 
the insurance industry. 

“There were respected leaders in the 
life insurance business who foresaw 
darkness and doom. But the life insur- 
ance business did not wither away. It 
grew stronger and larger,” he said. 

Mr. Peirce pointed out that since 
social security came into effect life 
insurance sales by U. S. companies 
have grown from $12 billion annually 
to over $75 billion and life insurance 
in force has risen from $98 billion to 
almost $600 billion. 

“It is a record which provides a fit- 
ting analogy and a sound precedent 
upon which to base the expectation 
that the health insurance business will 
continue to grow and prosper desite 
the advent of government-provided 
health insurance, if that unwelcome 
development should come to pass,” he 
stated. 


Just as the life insurance industry 
devised coverages to supplement the 
subsistence level of protection of social 








security, so will it become the health 
insurance industry’s responsibility— 
and opportunity—to fill in the gaps 
and shortages, the “black-outs” and 
inadequacies in any government pro- 
gram, he predicted. 

Loss of income coverage, Mr. Peirce 
said, is “a budding giant in our midst 
to whom we have given too little 
nourishment.” 

Noting that the country has a work- 
ing force of 70 million people and only 
about 42 million have some form of 
disability income coverage, he said - 
that this is an area where the great- 
est unmet, and perhaps greatest un- 
realized need of the American people 
for insurance exists today. 

Mr. Peirce summed up his view 
this way: “I believe the horizon for 
health insurance is still bright with 
promise. Whether that promise is 
realized will depend on the imagination 
and effectiveness with which we de- 
vise and market simple, flexible me- 
thods and coverages that meet the 
new needs of the public. The next 
quarter century may well be the 
golden years of the health insurance 
industry. I believe it is within our 
power to make it so.” 


Thurman Named Trustee 
Of Louisville Agency 


Cad P. Thurman, former state agent 
for Continental and twice insurance 
Commissioner of Kentucky, has been 
named trustee for the Karl E. Rothrock 
agency of Louisville. Mr. Rothrock has 
assigned his assets to Mr. Thurman. 

Mr. Rothrock was recently placed 
under arrest, charged with having 
forged long term insurance contracts, 
and placed them on loans with the 
Louisville Trust Co. However, he had 
considerable other business which Mr. 
Thurman will endeavor to protect. 

Mr. Rothrock at first refused to be 
bonded and said he would stay in jail 
as he was guilty and would like to get 
the ordeal over as soon as possible. 
But apparently he did not like jail, so 
he is out on bond. He represented about 
19 companies, including Western Sure- 
ty, American Home, Central Mutual of 
Van Wert, Hardware Mutual, C. T. 
Dent General Agency, Equity Mutual, 
Hoosier Casualty, Hartford Mutual, 
Home Mutual Fire of New York, 
Meridian Mutual, Mt. Joy Mutual, 
Pennsylvania Lumbermen’s Mutual, 
Pennsylvania Millers Mutual, Reliance, 
Western Mutual of Des Moines, and 
Hamilton Mutual of Cincinnati. 

David R. Martin & Associates, ad- 
justers of Bradenton, Fla., have opened 
an office in Sarasota to handle Sara- 
sota and DeSoto counties. 


DIRECT SERVICE 
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Eyes Electronics In Present And Future 


(CONTINUED FROM PAGE 6) 
complete coverage and status on the 
risk—no lengthy search for the “daily.” 

The president of an Oklahoma in- 
surer has installed an inquiry station 
in his office with a cable connected to 
the computer on the floor below. When 
visited by a general agent, the presi- 
dent keys the agency number, and a 
complete up-to-the-minute production 
and experience record for that agency 
is automatically typed out before the 
visitor’s eyes. 

A midwest company has voice-line 
connections with its 32 district offices. 
By means of terminal devices—in this 
case IBM  Transceivers—transaction 
data is sent to and from the home of- 
fice over ordinary telephone lines. This 
permits 24-hour service at any of the 
district offices. This kind of centraliza- 
tion can be achieved using telegraph, 
teletype, or dial-up lines. This also 
will mean a reduction in records to be 
kept at a district office for status 
report purposes. It is also apparent that 
dial-up connection could be made to 
an agency so that inquiry and transac- 
tions could flow via wire from there, 
and status and documents could return 
there for virtually immediate service. 
Today’s agency with a punched card 
set-up could send and receive cards to 
and from many companies via a dial- 
up Transceiver. 

Tele-processing — the transmission 
of computer data via common carrier 
facilities—in effect puts the computer 
and its electronic files at the disposal 
of every district office and agent. 

Other research now under way 
might well stir the imagination of the 
insurance executive, Mr. Murphy said. 
This includes character recognition, 
now in its first commercial applica- 


tions, where typewritten characters 
are read by machine; voice recognition, 
in which spoken numerals are the in- 
put to the computer, and which will 
turn a telephone into an inquiry sta- 
tion; and cryogenics, the study of 
materials and devices at extremely 
low temperatures to develop revolu- 
tionary advances in computer minia- 
turization and operating speeds. 

The insurance business has learned 
to use the new electronic tool, and 
among future stimulating and chal- 
lenging possibilities are these pro- 
spects: 

1. Marketing, claims and manage- 
ment systems could be adapted to 
electronics. 

2. Complex commercial coverage 
rates could be quoted to the prospect 
within minutes after data is phoned 
in. 

3. Individual claims approval and 
remittance could be handled within 
minutes. A remote claims office would 
have immediate access to all policy- 
holder records. A&S claims approval 
and allowances would be at the hos- 
pital within minutes after admission. 

4. The agency record keeping could 
be integrated with the company’s—or 
by dial-up with several companies. 

5. A general agent’s inquiries for 
up-to-the-minute production and per- 
formance records of his writing 
agents could be produced immediately. 

6. The accounting system could be- 
come an information system. 

Each possibility must be evaluated 
for advantage, for efficiency, or econ- 
omy. But computers will not provide 
“enterprise.” The agent must. still 
find the risk and bring the insurance 
to it. The field force must still exercise 













The 
REINSURANCE 


An admitted market 

providing professional service to 
Insurance Companies and their > 
Reinsurance Intermediaries. | 


of New York 99 John Street, New York 38,N. Y. y 





a Sa 


CORPORATION : 








THE FIRST 


The Camden Fire Insurance 


Washington. 


CAMDEN 1, 








Since 10 4* 


Three years before Morse sent 


ing for three years when S. F. B. Morse wired his famous 
message, “What hath God wrought?” from Baltimore to 


Today, on our 120th anniversary, we salute the thousands 
of independent insurance agents from coast to coast who 
have helped make this occasion possible. 
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imagination, ingenuity, and enterprise 
for new markets and new services. 
Methods and planning groups must 
still develop and maintain the thou- 
sand-fold detail instructions for such 
total systems. Management must still 
exercise vision, judgment, and wisdom. 
An amazing new device is taking 
shape, but it is only a tool for the 
ingenuity and enterprise of the insur- 
ance man, Mr. Murphy concluded. 


Airkem Makes Color Film 
To Aid Adjusting Practice 


Airkem has produced a sound film- 
strip in color to show how its odor 
removal service provides a prompt 
and permanent solution when offensive 
odors threaten to complicate claims 
and adjustments after a fire or other 
loss. 

The film entitled “The Nose—Friend 
or Foe?” depicts the type of noses that 
smell odors, exaggerate claims and 
complicate settlements. Based on ac- 
tual case histories, it explains how 
agents and adjusters can “keep noses 
out of losses.” 

The film is available to insurance 
and adjustment companies and to pro- 
fessional or service organizations. In- 
quiries should be directed to Peter J. 
Hopkins, Airkem, 241 East 44th Street, 
New York 17, or to local Airkem rep- 
resentatives. 


Industry Opposes Aé&S 
Legislation In Oklahoma 


Companies writing A&S insurance in 
Oklahoma are making known their op- 
position to bills that have passed the 
senate and are now being heard in 
the house that would make all indi- 
vidual health policies non-cancella- 
ble except for non-payment of premi- 
ums and require all individual policies 
to contain a provision that the company 
cannot require as a condition of issue 
for renewal that the insured agree to 
an amendment denying or reducing 
coverage unless the amendment relates 
to a specific disease or specific condi- 
tion for which insured has received 
treatment by a physician. 

Local companies opposed the bills 
in the senate without success. 


New Hampshire Appoints 


New Hampshire has appointed Jo- 
seph P. Cassiano special agent for 
southern New Jersey with headquar- 
ters at Philadelphia. He is experienced 
as an underwriter, special agent and 
agency manager. 


Saginaw Valley Adjusters Elect 

Richard Craig, Citizens Mutual Auto, 
was elected president of Saginaw Val- 
ley (Mich.) Adjusters Assn. at the 
annual meeting May 2 at Bridgeport. 
Bernard J. Miklovic, Michigan Mutual 
Liability, is vice-president; Walter 
Bereznoff, Ohio Casualty, secretary, 
and William W. Burleson, Michigan 
Mutual Liability, treasurer. 


M. J. Platford, director Bevington, 
Vaizey & Foster of London, is on a 
business trip in the United States vis- 
iting American correspondents. In Chi- 
cago he spent some time with Excess 
Underwriters. Mr. Platford will be in 
the U.S. and Canada about six months, 
maintaining his headquarters at the 
Bevington, Vaizey & Foster office at 
Montreal. 

Laadt & Co., Chicago supervising 
agency, has been named Illinois man- 
agers for National American of Omaha. 
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Underwriters Study 
Unattended Laundries; 
Urge Precautions 


(CONTINUED FROM PAGE 6) 
scorch clothes or cause fires; lint ac- 
cumulation may ignite; exhaust of 
vapors, fumes or lint may cause haz- 
ards to adjacent properties, and dry- 
cleaning units may emit flammable or 
toxic liquids or vapors. 

All machines should be adequately 
grounded. Tamperproof thermostatic 
devices should be provided and checked 
regularly. All parts of lint-collecting 
mechanisms should be cleaned often 
enough to prevent hazardous accumu- 
lations. Consideration should be given 
to site selection and method of dispos- 
ing of vapors, fumes and lint: Instruc- 
tions should be posted regarding oper- 
ation of all machinery. Adequate 
forced exhaust should be provided 
with provision for sufficient diffusion 
under unfavorable atmospheric condi- 
tions. 

Perhaps most disturbing are the 
hazards that can result from misuse of 
equipment in unattended laundry cen- 
ters. Instances have occurred of small 
children entering or being placed in 
unattended dryers. Older children have 
used the machines for a variant of the 
game “chicken,” as played in hot rods. 
The teen-agers have been holding con- 
tests to see who can stay in a dryer 
the longest while it is in operation. 
These practices are especially alarm- 
ing because many unattended dryers 
lack adequate thermostatic controls. 

Fires in unattended laundromats 
have been reported as a result of per- 
sons mixing flammable solvents with 
wash in an effort to improve cleaning 
action. In addition to the specific rem- 
edies mentioned, the following general 
precautions should be observed: 

—Unless local requirements are 
stringent, national codes should be 
followed. 

—A competent, full-time attendant 
should be on hand when the center is 
open. If this is not possible, frequent 
supervisory and inspection services 
should be provided, preferably with 
police cooperation. 

—Fire extinguishers should be pro- 
vided and sprinkler systems installed. 

—A sign should be posted giving 
the name and telephone of the laun- 
dromat operator to be called in an 
emergency. 
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No Family Cover 
On Undeclared Auto 


(CONTINUED FROM PAGE 2) 
sured,” with no requirement that it be 
described in the contract. He also point- 
ed out that the basic policy contains 
specific references to an automobile 
described in it, while the family policy 
does not, and that this difference 
should mean something. Travelers ar- 
gued that the combination of the state- 
ment in the declarations and the spe- 
cific description of the Hillman should 
make it clear that Garver did not in- 
tend to insure the Nash and the insurer 
did not intend to cover it. 

In his opinion, Judge McDowell 
seemed impressed by the fact that the 
expression “the owned automobile” is 
used in the insuring clause and in sev- 
eral other parts of the family policy 
instead of “an owned automobile.” He 
agreed with Travelers’ argument about 
intent and held there was no ambiguity 
which would justify a holding for cov- 
erage. 

This decision will surprise many ob- 
servers who have expected the family 
automobile policy to be treated like a 
comprehensive liability policy on pri- 
vate passenger and utility automobiles, 
with the insurer obligated to provide 
coverage on all eligible vehicles, de- 
clared or not. It has been widely be- 
lieved that in a case such as this the 
insured would automatically owe a 
premium on any additional undeclared 
automobiles, the only alternative being 
the possibility of the insurance com- 
pany getting the whole contract de- 
clared void for material misrepresenta- 
tion. The Wise case may represent a 
middle ground position. This, of course, 
is academic, because the Hillman was 
not involved in any accident and it 
does not appear from the opinion that 
Travelers ever maintained that the 
policy was void as to that automobile. 


Great American Promotes 
Great American has promoted Wil- 
liam G. Skul, special agent at Denver, 
to field supervisor there for Colorado 
and Wyoming, succeeding George A. 
Heavers, who has resigned to enter 
the local agency field. 
Kemper Appoints Donovan 
Kemper companies have named Ger- 
ard F. Donovan A&sS specialist for the 
New England department at Boston. 
Before joining the Kemper organiza- 
tion, Mr. Donovan had been a general 
agent there. 
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‘WOULD YOU PLEASE CALL MY INDEPENDENT 


AGENT FOR ME?” 








Eyes Representation Of One Insurer 


A top executive of a leading agency 
company has commented on the possi- 
bility of agents representing one com- 
pany instead of several or many in- 
surers in the future. His views are 
synopsized below. 


If an agent’s philosophy is to ascer- 
tain and understand the needs of those 
he serves and to act as if their interest 
were his own, he will be required 
throughout his career to decide from 
time to time, on the strength of the 
needs of those whom he serves, wheth- 
er or not one company or several are 
adequate for the purpose. 

From the foregoing it will be evident 
that I am placing the needs of clients 
ahead of the special interests or pur- 
poses of any particular company or 
companies. It seems quite clear that 
an increasing number of companies 
are similarly reappraising their respec- 
tive philosophies and are making adap- 
tations in their services to meet cus- 
tomer needs. If, perchance, the philo- 
sophies of the creators of the product 
(the company) and the distributor of 
the product (the agent) are identical, 
and if both of them have properly 
appraised the needs of insured, then 
it seems to me it is self-evident that 
the representation of one company by 
one agent would follow. 


Different Markets 


It has been repeatedly said that our 
present economy consists substantially 
(perhaps as high as 80%) of people 
who work for someone else; that these 
people own a relatively uniform type, 
kind and amount of property—a home, 
a car or two, some sports equipment, 
and other personal possessions; that 
they are exposed to loss of time and 
property; that a part of these insur- 
ance needs are already being served 
by the government and fringe employ- 
ment benefits; and that with respect 
to additional insurance needs, relative- 
ly standard packages can be pre- 
pared and provided on a utility type 
payment basis. 

It is not beyond reason to believe 
that protection for such needs can be 
supplied by a minimum of two kinds 
of insurance organizations—multiple 
line and life, or vice versa, life and 
multiple line. Ultimately, I anticipate 
that underwriting-powers laws will be 
changed so that these same basic needs 
can be supplied by one corporate en- 
tity. If the agent’s philosophy, then, is 
such that he chooses to work in the 
area of personal lines, it will be a most 
unusual circumstance which will re- 
quire more than one or two companies 
to represent. 

For the remaining population 
(roughly 20%), the needs of protec- 
tion are so varied or diverse that I do 
not yet see the possibility of a single 


insurance organization becoming cap- 
able of supplying all of them. I antici- 
pate also that as we discover further 
complexities in the economy, we shall 
also come forward with insurer spec- 
ialists, such as we already have in 
the boiler and machinery field and, in 
part, in the workmen’s compensation 
field. I think it is a foregone conclusion 
that no insurance company can be all 
things to all men. By the same token, 
I question whether it is possible for a 
single agent to be all things to all 
prospects. 


Deplores False Issues 


The same basic philosophy suggested 
above would, I should hope, be adopted 
by those agents who choose to serve 
the 20% group. To these I would as- 
sume that a broad representation of 
companies would be indispensable, and 
the number of companies would be 
based upon the range of the clientele 
being served by the producer. 

I do not believe merits or demerits 
can be claimed for the situation I have 
tried to outline. I think instead that 
these are economic facts, to which 
each of us must adapt or perish. The 
emphasis of our interest and concern 
should be upon the people to be served 
rather than upon those who propose 
to provide the service. 

In my judgment, a_ tremendous 
amount of valuable energy is being 
wasted today in talking about the 
wrong things—interference with ex- 
pirations, promotion of special policies, 
and gimmicks of one type or another, 
which befuddle the public, instead of 
making substantial contributions to 
their basic interests. We must have a 
substantially greater desire for excel- 
lence in the work we are doing than is 
presently visible as one examines a 
cross-section of companies and pro- 
ducers. Such excellence will not be 
evidenced by self-interest but rather 
by interest in those being served. 


Other Comments 


If this summary appears to be too 
idealistic, I agree, but without some 
unattainable idea of perfection, little 
or no progress is made toward the 
solution of the confusion and frustra- 
tion which is_ presently endemic 
throughout the business. 

I have two collateral comments—for 
neither of which do I claim original- 
ity: 

1. It has long been my belief that 
neither company nor agent is entitled 
to suggest insurance (the transfer of 
risk) until other remedies for the risk 
problem have been explored with each 
client. Fortunately, these other rem- 
edies are becoming increasingly pop- 
ular and effective. I refer to the elim- 
ination, the reduction or the assump- 
tion of risk as preludes to a decision to 
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Callahan Named V-P 
Of National! Union 


National Union has elected John P. 
Callahan vice-president. He joined 
the company in 1957 as an assistant 
vice-president and has been active in 
supervision of fire underwriting ac- 
tivities. He will continue in this ca- 
pacity. 

Before joining National Union, Mr. 
Callahan was with Phoenix of Hart- 
ford. 


Fougner In Reader's Digest 


Arne Fougner, president Christiania 
General, has an article in the May is- 
sue of Reader’s Digest entitled For 
Auto Accident Victims—A New Kind 
of Insurance. The article concerns re- 
habilitation of automobile accident 
victims by insurance companies. 

“For every million dollars spent for 
rehabilitation,” says Mr. Fougner, 
“the insurance business stands to save 
as much as $100 million in reduced 
claims. These savings can be passed 
on to the policyholder in the form of 
lower premiums.” 





transfer. The talent required to diag- 
nose risk and suggest alternative ways 
of dealing with it is rapidly finding 
itself in a respected professional status 
and without the benefits of any legis- 
lation or licensing. 

2. Personal problems, risk-wise, en- 
compass finances, law and accounting. 
I visualize an extension of service to 
clients beyond the single transfer of 
risk idea. 
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Creat American's 


Yield Extra Income 


for Alert Producers 


As part of a program to provide new and better 
policy forms, Great American has developed a 
series of streamlined, easy-to-sell Accident and 
Sickness contracts. 


A typical example is the HOLIDAY Travel 
Accident Policy—now broadened to include bag- 
gage protection. Another is the ZENITH Per- 
sonal Accident Policy, which covers travel on all 
conveyances—land, sea or air—and may also be 
written to provide around-the-clock protection 
whether the insured travels or not. 
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Both HOLIDAY and ZENITH are designed 
for immediate, on-the-spot sales. They yield extra 
agency income by affording ready access to a 
large and flourishing market. 

Another profit builder for producers is the 
Great American Mortgage Payments Protection 
Plan. Sold through lending institutions, on a 
group basis, this plan produces premiums in 
volume. 

For further information, clip and mail the 
coupon below. 
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